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More than six hundred women have visited the display room of the Alexander- 
Daley Lumber Co., Joliet, Ill., since May 18, and hundreds more will visit it during 
the next few weeks. This important merchandising story appears on page 28. 
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“Wood, Lumber and Timbers” 


is designed along practical lines, to supply quickly in- 
formation on the choice, grading, specification and inspec- 
tion of wood. Wood, its properties and characteristics, 
strength, moisture content, grain, texture, preservation, 
drying, classification of lumber, and many other features 
are discussed in a concise, non-technical manner. 


It gives practical hints on shipping weight of dry seasoned, 
fabricated, rough or surfaced lumber, methods of order- 
ing, data on inspection services. All the facts on every 
phase of the subject, in a dependable form are made 
easily accessible in this book. 

Substantially bound in Blue Synthetic Leather, 


521 pages, 8% by 11 inches. POSTPAID, $10. 
Money refunded without question within ten days. 
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AMERICAN LUMBERMAN 


The Owned Home Is a Haven in 


Time of Stress 


HE SCENE is a small-city barber 
shop; the monologist, an elderly 


barber ; the audience, a wandering 

editor of this journal, submitting 
thinning thatch to the periodic 
ancing of income and outgo. 

Barber (loquitur): “Pretty hard 
times. I’ve had to cut prices, and busi- 
ness isn’t what it was. You fellows 
are shaving yourselves, and you don’t 
get the old hair cut so often. My shop 
rent, gas, electricity, heat, laundry and 
supplies cost just about what they 
used to. More than once this year I’ve 
balanced up on Saturday night and 
didn’t have a thin dime of net profit. 

“But at that I’m not complaining. 
This is an industrial town, and lots of 
the boys are working only a couple of 
days a week. Hourly wages have been 
cut; and for that matter a good many 
men can’t get work at all. I rather 
think my trade’s picking up a little, so 
I don’t kick. 

Sut the thing that gets me by is my 
house. It’s pretty small, and the taxes 
have never been heavy; but it’s mod- 
ern and suits the wife and me first 
rate. I don’t owe a nickel on it. I’ve 
got a good garden that I work in the 
mornings, as I’ve done for a good 
many seasons, and it supplies a lot of 
our food. That house is my high card; 
and you’d hardly guess how much of a 
feeling of security it gives us. As long 
as the wife and I have that place we’ll 
get along. Three or four years ago I 
wanted to borrow money on it to get a 
big car; but the boss put her foot 


his 


bal- 


down, and say, am I glad she did! 
Nothing’s going to impair the title as 


long as I can help it.” 

Similar conversations could be re- 
ported with 3 college teacher, the 
president of a manufacturing concern, 
a traveling salesman, a highway engi- 
neer, a newspaper man and a grocery 
clerk. The AMERICAN LUMBERMAN has 
been looking for these stories; for it 
has long been convinced that home 
ownership is not only a source of com- 
fort and of pride in good times but also 
the solidest of securities in days of 
stress. 

Even though this publication has 
long held this belief, the editors have 
been a little surprised to find how 
easy it is to discover people who agree 
with them and who are weathering the 
storm in the shelter of home owner- 
ship. It is obvious that this home 
ownership is proving a tremendous 
stay during these difficult months and 
that without it the country would 


hardly be coming through its economic 
troubles. Surely this plain fact points 
to the social usefulness as well as to 
the business profit for our industry in 
the promotion of proper 
struction. 


home con- 
the most creative forms of 
advertising which retailers can use at 
present is the spreading of these facts. 
Stories of distress, and unfortunately 
they many, seem to monopolize 


One of 


are 
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the news. Little is being said, privately 
or in public, about those who were 
wise and lucky enough to provide 
themselves with the primary security 
of home ownership. 

Jeven in these days there are people 
with the financial resources to build 
homes; but many of them are holding 
back because no one has ever taken 
the pains to explain to them the solid 
values of such investments. They cay 
and should be encouraged by prove. 
able facts and by the opinions of their 
home-owning neighbors. They’re hear- 
ing too many depression stories. They 
would pay earnest attention to stories 
of safety and comfort. 


Carefully Planned Budget Is Essential 
To Wise Economy 


= SINCE England went off 


the gold standard last year it has 


been increasingly clear that the 
cure for long-continued depression 


must be found elsewhere than in cut- 
ting the corners of expense. But the 
fact remains that watching expendi- 
tures is an every-day matter of pru- 
dence. It always is, in good times and 
in bad. No one, government finance 
minister or private business man, dares 
to ignore it; and the fact that the 
emergency is too big to be corrected 
completely by retrenchment does not 
excuse anyone from endeavoring to fit 
his costs to his income as nearly as 


he can, nor does it relieve him of the 
duty of getting the maximum return 


for the money he spends. 

Without doubt there has been some 
hysterical retrenchment; savings that 
do not save. The reason is the simple 
one of failing to look far enough ahead. 
A lumberman, for instance, goes over 
his current statement, finds it in bad 
shape, picks out the biggest items in 
outgo and arbitrarily reduces them. 
It may well be that these are creative 
costs and that reducing them will 
cause an immediate further reduction 
in sales volume. 

The correction is obvious, 
applying it is never easy. 
carefully 


though 
It lies in 
planned budgeting. R. J. 
Tolson, General Auditor of William 
Cameron & Co. (Inc.), Waco, Tex., 
in a speech delivered at the Texas con- 
vention, described the method em- 
ployed by this great line-yard concern. 

“In regulating expenses to conform 
to the sales volume,” Mr. Tolson said, 
“we have found that a simple system 
of budget control has been very effec- 
tive. This system is very simple and 
easy to install. At the end of each 
fiscal year we obtain a complete item- 
ized statement of all general and in- 


cidental expenses for the past year, 
Kach item of these expenses is then 
carefully considered and all excessive 
or unnecessary items are eliminated, 
after which a budget for each classifica- 
tion of expense is fixed for the coming 
year. [Each month thereafter a com- 


i ie a 


er 





parative statement is prepared, show- | 


ing the actual expenses incurred, un- 
der each classification, as compared 
with the monthly budget allowance, 


and a copy is sent to each local man- 


ager. The result of this system to 
the firm with which I am connected 


has been a net reduction of $167,000 
in total expenses this present year un- 
der the amount for last year.” 

If a line-yard corporation can do 
this, surely an individually owned and 
operated company can make a com- 
parable showing. One reason why 
this is highly important to the individ- 
ual dealer is that he often assumes to 
know more about his expenditures than 
he really does know. A line-yard head 
office must depend for its knowledge 
upon records, while an independent 
too often assumes that he knows the 
entire picture of his cost structure 
without reducing it to tables. Whether 
it is near the end of his fiscal year or 
not, he can not afford longer to put off 
making up such a statistical picture 
and analyzing each item in relation 
not only to its cost in dollars and cents 
but also in relation to its creative im- 
portance in the business. 

It is a safe guess that every such 
analysis will disclose items that may 
be adjusted so that savings will over- 
balance any damage to efficiency. Many 
a mickle makes a muckle. But if such 
an accumulation of savings is to be 
made effectively, it must be made in 


the light of exact knowledge of the en- 
tire set-up. 
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QUERY AND COMMENT 


Sell Summer Homes to Users of Na- 
tional Forests! 


One of the authorized uses of national for- 
ests is the development of hunting and fish- 
ing camps, or summer homes, on sites cov- 
ered by Special Use Permits. A considerable 
demand has developed for hunting and fish- 
ing camp sites in this forest. 

We are anxious that such sites be devel- 
oped to a creditable standard, and require 
that permittee submit a plan, or at least a 
sketch, of the building that he proposes to 
erect. 

From time to time I have seen very at- 
tractive, though modest, house plans in the 
AMERICAN LUMBERMAN. Our Special Use per- 
mittees, except in unusual cases, wish to con- 


fine their camp costs to a total of $300 to 
$500. If you have plans for very modest 
camp or summer home buildings, and can 


make them available to our Special Use ap- 
plicants, I should be glad to pass copies 
along. They would have to be devoid of any 
advertising or propaganda, It seems to me 
entirely practical, however, so to manage 
that benefit woull accrue to the lumber in- 
dustry through the distribution of such plans. 
INquIRY No. 2826. 

[The writer of the above letter, a forest 
supervisor, has been mailed a cony of “Summer 
Cottage Ideas,” published by the AMERICAN 
LUMBERMAN and sold, without imprint, at $10 
a hundred, which contains many excellent plans 
for modest summer homes. He has also been 
referred to the Shevlin Pine Sales Co., Minne- 
apolis, Minn., which supplies, at 10 cents a 
copy, “Log Cabins Uptodate”; to the Long- 
Bell Lumber Co., Kansas City, Mo., which 
supplies “Tourist Cabin Camps” to its retail 
distributers ; and to the California Redwood As- 
sociation, San Francisco, Calif., which pub- 
lishes, at 25 cents a copy, “Mountain Cabins— 
Week-end Cottages.”—EpiTor. ] 


A Method for Joining Lumber 


Answering the question in the May 28 issue 
of AMERICAN LUMBERMAN, I would say there is 
a method of end-to-end joinery which so 
nearly fulfills the required conditions that 
it is well worth while passing along. By 
using what is known as the scarfed joint, 
very strong pieces can be made up in this 
way. An outline of the joint is shown in the 
sketch herewith. 

Since this joint goes together on the taper 
principle, it can be brought up more tightly 
than any ordinary joint. Since there are a 
number of interlocking, tapered fingers, and 
since these have dissimilar grain, the joint 


is stronger in many respects than if the 
piece were to be made of solid wood. 
This joint is nothing new, because it has 


been used in joining up automobile roof rails 


— _— 
- ~ 


—— : ee ee 
and similar parts for a good many years. 
But it has been finding quite a few new 
applications of late. Some are using it, for 
Instance, in making up furniture legs. Here 
iS an application where strength is required, 
and where the scarfed joint seems to be serv- 
ing the purpose admirably. If desired, a 
couple of light nails may be used in the 
finished pieces after gluing, as indicated in 
the lower view. 

Still further strength may be lent to a 
Scarfed joint by resawing the material after 
the scarfed assembly has been glued up, and 
then re-gluing the material flatwise in a 
Somewhat different position. This has been 
practiced with automobile steering wheels of 
wood, which are often made with a scarfed 
Joint, and it is a very good idea. Machines 
built and used for searfing vary. Some of 
them are made much on the order of a single- 


end tenoner, substituting scarfing cutters 
where the cope heads are usually located. 
Others are made in lighter form, and utilize 
compressed air for clamping the material. 
Special scarfing cutters may also be applied 
to the shaper or the tenoner.—INQuIRY No. 
2813a. 

[The above comes in response to inquiry No. 
2813, for a method of joining lumber at the 
ends and still have strength at the joint equal 
to that anywhere else in the piece. While this 
may not be just what the inquirer had in mind, 
no doubt this method will be of interest to 
him and to other readers of the AMERICAN 
LUMBERMAN. In connection with this reply, 
the names were given of manufacturers of ma- 
chines used in this method of joining lumber. 
These will be supplied to anyone interested.— 
EpITor. ] 


Material and Equipment for Small 
Cottage 


We desire to secure plans, designs and all 
possible information regarding the most sat- 
isfactory and economical material for the 
construction of small summer cottages of 
two rooms and kitchenette. We want to build 
these in units at the yard, to be erected later 
on the site. We also would like to have 
information and suggestions regarding inex- 
pensive but good small utilities and comforts 
that will make this cottage thoroughly mod- 
ern in every respect.—INQUIRY No. 2830. 

{This inquiry comes from a well rated retail 
lumber dealer in Wisconsin. The AMERICAN 
LUMBERMAN will be glad to receive from any- 
one interested information that will be of inter- 


est to this dealer. Such information will be 
forwarded to the inquirer immediately upon re- 
ceipt.—Epi1Tor. | 


Does Tariff Apply on Lath? 


Will you be good enough to advise us at 
your early convenience if the new duty of $3 
per thousand on lumber applies in any way to 
wood lath?—INQUIRY No. 2,827. 

[In response to this inquiry, which came from 
a manufacturer in Canada, request was made 
for this information from authorities at Wash- 
ington. In reply, the AMERICAN LUMBERMAN 
was advised that the classifications division of 
the bureau of customs is considering whether 
both lath and shingles should fall within the 
duty provisions. The question hinges on 
whether lath and shingles are “generally con- 
sidered” to be lumber. The chief of that divi- 
sion naturally will not commit himself until 
unbiased inquiries have been made on which to 
support such decision as may be reached. It is 
believed that in the last analysis the decision 
will likely be influenced by the fact that the 
customary classifications are “Lumber, lath and 
shingles.” Accordingly, “lath” is not “lumber” 
in Government or legislative language. The 
paragraph with reference to lumber, in the bill 
as finally adopted, reads as follows: 

“Lumber, rough, or planed, or dressed on 
one or more sides, except flooring made of 
maple (except Japanese maple), birch, and 
beech, $3 per thousand feet, board measure; but 
the tax on the articles described in this para- 
graph shall apply only with respect to the im- 
portation of such articles.”-—EpiTor. ] 
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Black River is too low for 
driving purposes. About 100,- 
000,000 feet is the highest esti- 
mate put on what has come 
within reach of the boom. The 


Michigan. 
from 5,000 


Towns and cities of 

to 15,000 people 
are growing apace with no ap- 
parent sign of abatement. All *e @ 


shelter and a home for which 
they feel a measure of depend- 
ence and obligation. 


river is destitute of natural 
reservoirs. All of the dams are 
of the kind that lumbermen 
call “splash” dams, the largest 
holding only enough water for 
from five to six hours’ driving. 
The river is so low now that it 
takes over a week to fill a dam. 
. . * 

A big blow on Saginaw Bay 
last week forced the steamer 
Westover to let go her tow 
of five rafts of logs which were 
washed ashore in the vicinity of 
Tobacco Bay. Many of the 
logs which came from the Au 
Gres were thought to be lost, 
while some will be picked up. 
There were 2,500,000 feet in 
the rafts belonging mostly to 
H. W. Sage & Co., Gates & 
Fay and Miller & Lewis. 


In East Saginaw, Mich., the 
scarcity of houses has raised 
rents and now a laboring man 
is obliged to pay $10 and $14 
for the humble place he calls 
his home. Building there is 
active and_ skilled workmen 
are hard to obtain. A like 
state of things is reported 
from nearly every town in 





this means permanent prosper- 

ity, also a certain demand for 

lumber throughout the year. 
* * * 


A company at Romnald, 
Que., is pushing the ready- 
made house business on Mani- 
toba account. It began opera- 
tions by making little houses, 
24 feet square, for transporta- 
tion to Panama, for the use of 
workmen on the Isthmus Canal. 
A contract was recently made 
with Sheriff Quesnel, of Atha- 
baska, to construct 1,000 houses 
to be shipped to Manitoba, 
some of which are three stories 
high and 60 x 83 feet in size. 


e ¢ © 


Home and contentment are 
practically synonymous terms. 
Give the workman a home and 
he is inclined to labor on, at 
going wages, without kicking 
up a bobbery whenever the 
striking fever is abroad in the 
land. A prominent Menomi- 
nee River lumberman lately 
said that one reason why the 
mill owners on that stream are 
unvexed by strikes is because 
they provide houses for their 
men to live in. This secures to 
the men and their families 





Mr. Robert Dollar, of Brace- 
bridge, Ont. called on the 
LuMBERMAN when in the city 
Monday last. Mr. Dollar is 
one of the most extensive op- 
erators in Canada, and here- 
after will conduct business on 
a large scale on the upper 
peninsula of Michigan as well. 
He will soon make his home at 
Marquette, Mich. and _ look 
after the American end of the 
affairs of his company. 

* a a 


George W. Foster’s railroad 
logging camp on the Deschutes 
River, six miles from Olym- 
pia, W. T., and connected by 
rail with the Olympia & Che- 
halis Valley road,:is a repre- 
sentative lumber operation in 
that part of the country. A 
local paper states that Mr. 
Foster’s contract with the 
railroad company is for haul- 
ing 40,000 feet daily from May 
1 to Oct. 31, and 15,000 feet 
daily the remainder of the 
year. 

* *# @# 

Hon. Isaac Stephenson has 
sold a sixteenth interest in the 
Lumberman’s Mining Co, for 
$30,000. 
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~ “Nothing Would Induce Me To Go Back 


To Credit 


Free Delivery,’ 


Publication in the June 11 issue of the story 
of how a group of retail lumber and building 
material yards in Michigan and Indiana had 
successfully converted their plants into strictly 
cash and carry businesses has created much 
interest and brought numerous inquiries for in- 
formation as to this plan of operation. 

At Rushville, Ind., is another outstanding ex- 
ample of a successful cash and carry lumber 
yard, which not only does a strictly cash and 
carry business but stresses quality materials. 
C. S. Hester, manager of the lumber depart- 
ment, Mullins-Gilson Manufacturing Co., Rush- 
ville, says: “We have no fault to find in our 
experience in operating a cash and carry lum- 
ber yard. We opened up our yard just a little 
more than a year ago. The writer has been 
in the lumber business eighteen years, and noth- 
ing would induce him to go back to the old 
method of credit and free delivery. We opened 
our yard last year in the face of the depression 
and with the knowledge that there are three 
other yards in town and four other yards in the 


county.” 
All a Matter of the Mind 


Discussing the problem of converting a credit 
and free delivery yard to a cash and carry busi- 
hess, Mr. Hester said that while this may seem 
impossible at first to an old lumberman, it really 
is all a matter of the mind of whether it can 
or can not be done. He believes that it would 
not be hard to convert any yard over into a 
cash and carry method of doing business and 
that any good lumberman can work out the de- 
tails to suit his particular business and com- 
munity, and then follow it up with the proper 
advertising to acquaint his trade with the 
change made. He says: “There is nothing else 
to do but to stick by your guns and make your 
prices right to suit cash buyers. This can only 
be done by selling for cash and cutting down 
the cost of doing business.” In further elabora- 
tion of this successful plan, Mr. Hester said: 


We have no book accounts: we have no 
trucks or wagons; we have a contract with 
a local trucking company and charge for all 
deliveries. We have no trouble in getting 
service from this company. We are known 
as a cash and carry lumber company, and 
we have not been asked for credit more than 
a dozen times in the last year, and we are 
firm in the matter of refusing credit. This 
is backed up by our low prices and our one 


price proposition to all. 


Yard Stresses Quality Lumber 


Asked as to whether or not his yard stresses 
quality lumber or if his trade prefers to buy 
more of the low grade lumber that can be sold 
at a very low price, Mr. Hester said: 


We do not carry in stock anything under 
a No. 2 common grade Our dimension lum- 
ber is of equal grade to any in other yards 
in this territory, being a No. 2 and better 
grade, excepting timbers, which are No. 1 
common. In my fourteen years’ experience in 
selling lumber in this county, I have found 
always a demand for high grades. This is 


one of the few counties 
strictly the Perfection 
grain red cedar 
this yard, we 
the best of 
bought. 


in the State that uses 
18-inch 5/2% edge 
shingles. Since we opened 
have fortunate in getting 
the grades in all lumber we have 


been 


Recognizing that in selling a house or barn 
bill it would be difficult to get full payment in 
advance or to collect for each load as it was 


and 


hauled out, this company decided to call 30 days 
cash on all jobs taking longer than 30 days to 
complete, settlement to be made for all ma- 
terial hauled out each 30 days or less. This 
plan has worked satisfactorily despite the fact 
that it has generally been the custom in the 
past to allow any kind of job to go on the 
hooks until that job was completed. Most of 
the dwelling and barn jobs in that section are 
bought and paid for by the owner direct. 


Not a "White Collar" Job 


Commenting on the advantages of the cash 
and carry plan, and also the necessity for econ- 
omy and hard work, Mr. Hester said: 

The accumulating of a vast amount of 
small book accounts always has been a source 
of worry, trouble and expense to the lumber 
dealer, and usually when profits, if any, have 


been figured at the end of the year, they 
would be found on the books, together with 
considerable more. Even if one has to sell 


a smaller volume to get cash, it is much more 
satisfactory to have the money in the bank 
with a cash profit and with nights of satisfy- 
ing slumber free from worry. It is just as 
necessary to keep expenses down in selling 
for cash as it was before when margins were 
longer, especially in these days when sales 
are small. And a white collar job in a lum- 
ber yard or office is not practical or possible 
if profits are to be made. There is salvation 
in work these days, and any lumber yard 
manager can find joy in doing a good deal 
of what heretofore he has delegated others 
to do and thereby save unnecessary labor 
employment, keep expenses down, sell for 
less, make a smaller profit, and keep busy on 
a cash and carry basis. 


SEES HIS DREAM COMING TRUE 


Publication of the cash and carry lumber yard 
story in its issue of June 11 has brought to the 
AMERICAN LUMBERMAN an interesting letter 
from a 90-year old reader in Buffalo, N. Y., 
who was a pioneer in the establishment of a 
cash lumber yard. In his letter, E. N. Mead, 
a faithful reader of the AMERICAN LUMBERMAN 
for many years, said: 

What I have 
be coming at 
I went on a 


long looked for, seems to 
last. As you probably know, 
cash basis in selling lumber in 
1905—then believing I was the first man in 
the country to adopt the plan—but I have 
since found that one Philadelphia vard had 


adopted the plan some years ahead of me 
I heard of several concerns in small places 
that had tried it, but failed because there 


were not enough people in a small place who 
could pay cash to support such a yard. I 
did not adopt the “carry” part of the pro- 
gram, as few had trucks then, but I charged 
enough to cover delivery, and my plan worked 
well from the start. Things had got bad in 
the trade years before, and finally it was 
“give up” or sell for cash. But I was then 
64 years old, and had 40 years of lumber 
experience behind me. What chance would 
I have starting anew in another business? 

The cash plan succeeded from the start. 
I did not have to cut prices much. I bought 
good lumber and shingles, and always made 


a fair profit. Now that the ball is started 
rolling by the half dozen yards you listed 
last week I look for many to follow suit. 
It is the only way to keep alive. The list of 
“judgements,” “foreclosures” and liens pub- 
lished daily, and the small lists. of building 


permits, are enough to cause everyone to sit 
up and take notice. 


AYS This Dealer After Operating 
a Cash-and-Carry Lumber Yard 
For More Than a Year 


DISCOUNT FOR CASH BRINGS 
BUSINESS AND MONEY 


At Portsmouth, N. H., the Littlefield Lumber 
Co. has successfully answered the question: 
“Can a retail lumber dealer substantially in- 
crease cash sales, reduce credit accounts to the 
minimum and virtually eliminate poor credit 
risks and at the same time increase his volume 
of business and show a profit during a period 
when the market is characterized by falling 
prices?” During the last year, this company’s 
cash sales, which formerly were about 8 percent 
of the total volume, have been increased more 
than four-fold. Within a few months after the 
new policy was adopted, cash sales grew to 35 
percent of total volume, and by last lebruary 
cash sales had heen increased to four times the 
amount recorded in the same month of the pre- 
vious year. Despite the fact that volume of 
building contractor business has been shrinking 
for some time, the new selling policy, com- 
bined with intelligently aggressive advertising, 
has developed profitable trade with consumer- 
buyers and has increased the volume in some 
items that show a good net profit and has 
cleaned out old stock. 


Here's the Big Secret 


The big secret in developing cash sales, as 
the Littlefield Lumber Co. has found it, is in 
featuring heavy discounts for spot cash, C.O. D. 
sales and cash in ten days, while the regular 
list prices include a sufficient mark-up to insure 
a fair business profit on quick turn-over busi- 
ness after cash discounts are deducted. Thus 
with a mark-up of 50 percent, as generous a 
cash discount as 33% percent may be offered 
on old stock and slow moving items, which can 
thus be disposed of quickly without loss and 
capital released for investment in new merchan- 
dise at present market prices and that is se- 
lected for a quick turn-over. 

A little more than a year ago the Littlefield 
company, confronted with the problem of lower 
prices in prospect and the necessity of taking a 
loss on inventory because of lower market val- 
ues, decided to offer its concessions in the form 
of a generous cash discount instead of a gen- 
eral scaling down of regular pricelists. Ex- 
plaining in interesting detail how the company 
attained success in its drive for cash business 
H. A. Littlefield said that in most instances 
the attractive cash discount offered was just 
about equal to the reduction in the market price 
of the particular material, but it sounded a lot 
better to the customer. For example, last fall 
on the basis of current market prices storm 
sash were around 25 percent lower than the pre- 
vious year’s lists, but the yard quoted the old 
price and offered a 33% percent discount tor 
cash, the list price being high enough, however, 
to show a 50 percent mark-up. These discounts 
were featured in newspaper advertising and 
more than a thousand sash were sold during 
the season, about three times the volume the 
previous fall, and at the end of the season there 
were only two or three orders on the books 
unpaid for. It was found that people who 


came in to buy storm sash for cash, eager to get 
the 334 percent discount, often selected other 
items, too, and invariably paid the entire charge 
at the same time. 

Another successful idea that naturally fol- 
lowed this innovation was to send an itemized 
bill with the driver delivering other orders, 
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together with change to break a twenty-dollar 
hill, The driver 1s instructed to present the 
hill before unloading and courteously inquire if 
the customer does not preter to. settle for the 
delivery. This practice 1s particularly worth 
while in the case of customers who are not 
known or whose credit is doubtful. If the 
charge is small the driver explains that the yard 
would not care to open a new account for it, 
or he may state that the sale is C. O. D, unless 
the customer prefers to call at the office and 
open an account. lt is obvious that a customer 
unable or unwilling to take advantage of a 
cash discount of 10 percent or more is likely to 
be a poor credit risk. 


Features Cash Leaders in Advertising 


Several good cash leaders are featured by 
circulars and newspaper copy and changed from 
month to month to get seasonal appeal and sus- 
tain volume. One recent month among twelve 
featured items offered as bargains for cash were 
300 pairs of blinds in various sizes for 25 cents 
a pair, an accumulation of thirty years and 
with no common sizes in the entire lot. Occa- 
sionally a bargain hunter found a pair he could 
use but more often gave up trying to find the 
desired size and bought from regular stock. 
Regular quotations are figured at the lowest 
market price with a sufficient mark-up to allow 
the customer a 10 percent cash discount. This 
appeals to the prospect as a chance to save 
One ad- 
vantage of this methed of pricing is that it 
means better credit accounts. 

The idea of making extraordinary savings by 
paying cash is featured in all the Littlefield 
Lumber Co.'s advertising. A typical piece of 
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copy is headed: “Bargains for CASH. Save 
money on lumber, building materials and ma- 
son’s supplies by purchasing now and paying 
CASH.” Then follow attractive descriptions of 
thirteen bargain leaders with unit prices quoted. 
The copy concludes: “We have many other 
exceptional buys too numerous to mention in 
this advertisement. Come in and let us quote 
you on your requirements. 1932 is the Bargain 
Year for building material. Remember, these 
are real bargains that are offered for CASH 
and CASH only. Free delivery on orders of 
any size within 15 miles.” 


NOT LOSING MONEY—NOT WORRY- 
ING OVER-BAD ACCOUNTS 


Confronted with the problem of what to do 
with a lumber and building material business 
that was losing money, unable to bring the ex- 
pense under control, and experiencing difficulty 
in getting enough money for the material sold 
to cover expenses, Whipple Bros., with head- 
quarters at Laceyville, Pa., in 1929 decided to 
convert this particular yard into a cash-and- 
carry business. So successful was the experi- 
ment and so pleased were the owners with the 
results that since that time this concern has 
placed six of its line of seven yards on a cash- 
and-carry basis. The only one that is not be- 
ing conducted on this basis now ‘s the head- 
quarters yard at Laceyville. Commenting on 
the cash-and-carry plan and the ‘experiences in- 
cident to this method of doing business, one 
of the officials of Whipple Bros., to a repre- 
sentative of the AMERICAN LUMBERMAN, said: 

Having decided to put this 
cash-and-carry we did 


first yard on a 
quite a good 


basis, 
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deal of advertisingy and marked our prices 
comfortably close. We then stood by the 
prices that we set. We do not allow the man 
in charge of the yard to do any cutting. 
Also, we stick by our plan of selling for 
cash only. In fact, if a man is doing a largé 
building project like a house, we offer a con- 


siderable inducement for him to pay for all 
of his lumber and other materials in ad- 
vance, which is not an unusual thing to 
happen. 


Commenting on one of the important prob- 
lems of the cash-and-carry business in a lum- 
ber yard—that of dealing with the contractors 
—this official said: 

We find that this plan reduces the amount 
of business we do with contractors. Few 
of them are in position to pay cash, and 
some of those who can pay cash object to 
paying for each load, or object to paying in 
advance, or object to paying for the trucking. 

With reference to the question of delivery 
in the six yards of this group that are operat- 
ing on a cash-and-carry basis, this official said: 

We have one or two trucks in each of our 
lumber yards, so that if a man wants his 
lumber delivered he can have it delivered by 
paying extra for it. 

Finally, summing up the results and the satis- 
faction that have followed the establishment of 
a strictly cash-and-carry plan of operating 
these six yards, four of which are located in 
Pennsylvania towns and two in New York 
State, this official of Whipple Bros. said: 

We believe that 
of the business in 


we are getting our share 
the territories where we 
are operating. We are not losing any money 
by it and we are not worrying about bad 
accounts, as we have marked off practically 
all that we had acquired before we changed 
over to the cash and carry basis. 








THE AD-AIDER 


Experiences, Ideas and Suggestions Designed 
to Help Dealers ADVERTISE EFFECTIVELY 








An article telling of the advertising 
methods successfully used by the Higgins 
Lumber Co., Louisville, Ky., will be found 
well worth reading. It appears on page 27 
of this issue. 


Downtown Window Displays 


That there are attractive advertising possi- 
bilities for lumber dealers in renting vacant 
store windows in the downtown district for 
display purposes has heen demonstrated by quite 
a number of retailers. A recent letter from 
Harold H. Hager, son of A. J. Hager, of the 
Hager & Cove Lumber Co., Lansing, Mich., 
and himself an aggressive young merchandiser, 
tells interestingly of that company’s satisfactory 
experience with this form of advertising. 

“Of the several forms of advertising which 
we use,” writes Mr. Hager, “I think that more 
direct sales can be traced to our downtown dis- 
play than to any other. The windows that we 
rent are located in a vacant store on a corner 
location in the central part of the city. These 
windows afford us 50 feet of window display. 
hey are illuminated at night and the displays 
are changed every two weeks.” 

Other forms of advertising which Mr. Hager 
mentions are regular use of newspaper space 
weekly, the advertisements being three columns 
wide by eight inches deep, and direct mail, con- 
sisting of (a) monthly bulletin of the Asso- 
ciated Leaders; (b) personal letters to carpen- 
ters and contractors; (c) envelope stuffers of 
various manufacturers. Outdoor billboard ad- 
vertising also is used, and the company of 
course maintains its own display room. 

“We are well aware,” concludes Mr. Hager, 
“that business coming our wav will largely be 
as a result of ‘creative selling’ and our aim in 
advertising, as well as in direct sales, is to 
create in the minds of consumers a felt need. 
In all of our advertising we stress the word 
‘now’ and direct attention to the current low 
prices of material and labor. Although the 


results of advertising necessarily are difficult 
to measure, we feel that we can not afford to be 
forgotten, and use every means to keep our 


name and business before the public eye.” 











This 
PLATFORM 


Will surely win, because all 
home-owning 


VOTERS of BOTH 
PARTIES 


Unanimously endorse these 


PLANKS 


1; The HOME is the corner-stone of the 
NATION. 


2. My own HOME is my best asset. 


3. Therefore | will maintain and enhance its 
value by making needed repairs and 
improvements NOW. 


4. Thus ! will serve the cause of ECON- 
OMY and help hasten the return of 
PROSPERITY. 


5. | will use only high-grade, dependable 
materials—the kind handled by 


(Insert your name and address here) 























The Ad-Aider suggests the above as timely copy 
for your newspaper advertisement 


The Dickason-Goodman Lumber Co., 
Broken Arrow, Okla., recently advertised a 
paint demonstration to be held in its yard, 
and offered a can of enamel free, or to apply 
25 cents toward any paint purchase, to per- 
sons clipping and presenting the advertise- 
ment. 


What Do You Think? 


A dealer writes the Ad-Aider: 

“Advertising rates in our daily papers are 80 
cents per inch. Through error they inserted 
an advertisement for us costing $64 and it 
drew about $40 gross trade direct. Nothing 
the matter with the advertisement either, so 
far as display went.” 

The inference is that direct returns from the 
advertisement were considered to be not in 
proportion to the expenditure—though why the 
newspaper should charge at all for an insertion 
made through error, is not plain. Anyway, the 
letter seems to reflect a fairly common idea; 
namely, that if an advertisement does not di- 
rectly: “pull” business enough to at least cover 
the cost of the space, it has not “paid.” That, 
of course, leaves out of consideration the insti- 
tutional and good-will benefits which are the 
chief objectives sought by many of the largest 
and most successful advertisers of the country. 
Millions are invested annually in advertising 
designed solely to popularize institutions, prod- 
ucts and brands, without expectation of direct, 
traceable returns. On the other hand it may be 
urged that department store advertising, list- 
ing specific bargains for~ specific days, is ex- 
pected largely to “pay its way,” although even 
there a certain proportion of the cost is con- 
sidered as investment in institutional prestige 
and good-will. Are the benefits of advertising 
to be measured solely by the immediate direct 
returns, or are there intangible benefits which 
also must be considered? The Ad-Aider will 
be glad to have’ expressions’ from dealers of 
their opinions on this point. 
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Retailers Round Table 








To Move "Dead" Items Get 
Them Out in Front 


It is a truly exceptional yard that does not 
have an accumulation of dead stock in the form 
of odd sizes, remnants and odds and ends that 
have become more or less obsolete. Now is the 
time to work off this old stuff. There is a 
double incentive to do this. In the first place, 
the money realized for this undesirable stock, 
even though not a large amount, will come in 
very handy. In the second place, dragging out 
this old stock from its hiding places and getting 
it arranged for display and sale will give em- 
ployees something to do. Another advantage 
is that of getting the shed cleaned up and mak- 
ing room for the new stock coming in later. 

\ retail lumberman who is interested in a 
number of yards tells the AMERICAN LUMBER- 
MAN how his managers have been staging a 
cleanup with excellent results. This lumberman 
has requested that his name be not mentioned, 
but has kindly outlined the methods used for 
getting rid of dead stock, as follows: 

“Our plan consists simply of piling one or 
more items of merchandise out in front of the 
yard each day, with a big price mark thereon. 
Most yards are now short of money and are 
trying to unload, especially dead items such as 
old and odd-sized sash and doors, remnants of 
wood and composition shingles, and many other 
items that are more or less out of date or on 
which one is overstocked. 

“We have adopted this plan at all of our 
yards, and it is remarkable the amount of such 
items that have been sold from our displays. 
At some yards we build a platform about 5 
by 8 feet out in front or alongside of the office, 
and each day put something out there on dis- 
play, prominently price-marked. This, of course, 
works best at a yard located on a highway. 
The manager at one of our yards having this 
outside display reports that they dug up twelve 
old, dirty, second-hand odd-sized sash and put 
them out with a low figure on them, and during 
the last two weeks sold eight of these sash: 
also that they have sold some remnants of 
stained shingles, old steel posts and some new 
cedar posts. We pyramid these cedar posts 
out in front of the office and put a price mark 
on them in big figures. 

“Formerly our yards never had much success 
in selling step-ladders; largely because, like the 
stock of straight ladders, they have been kept 
overhead where no one could see them. This 
year, however, we bought a small shipment of 
4-, 5- and 6-foot step-ladders for all of our 


yards, and the first day that these ladders were 
put out in front with the price mark on them 
two of the yards sold out their entire stock in 
one or two lengths. 

“We do not believe there is a better way 
to move old, odd-sized material, or for that 
matter new material. It attracts the attention 
of the passers-by, appeals to the price buyer 
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Extension Provides Plenty of 
Window Display Space 
Witmar, Catir., June 18.—The C. E. Wi. 
liams Lumber Co. has extended the front of its 


building an extra 80 feet and formed a display 
room 20 feet deep and 120 feet long. The en. 
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WALL BOARD 
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Showing the 120-foot display window of the C. 


and results lot of undesirable 


merchandise.” 


in clearing a 
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IF YOUR YARD is in a location where land is 
expensive, it is important that you utilize to the 
utmost every cubic foot of shed space. The 
Scruggs-Guhleman Lumber Co., of Jefferson 
City, Mo., met this problem by re-arranging its 
sheds, making each bin 49 inches wide. These 
easily accommodate boards 4, 6, 8 or 12 inches 
wide; the only waste of space is in storing 
10-inch boards. 


—_--eo---- 
. 
Makes Lawn Furniture 
SoutH BENpD, IND., June 20.—The National 
Lumber Co., which operates three yards in 
South Bend, and an uptown store on the main 


street of the city, up to two years ago did no 
manufacturing, except operating planing mills 
in connection with its yards. But with the 
falling off in building demand it was decided 
to try the manufacture of lawn and garden 
furniture, and F. L. Bowerman, the company 
draftsman, got busy with plans. The result is 
that the mill of the main plant is working 
steadily. 

The company does not bother with short lum- 
ber that could be picked up around its own 
yards, explaining that to do so would be more 
expensive than its plan of buying the short 
stuff in carload lots, cut 











to proper lengths. This 
lumber comes squared 
and bundled. 

The furniture is as- 
sembled in the mill and 





Lawn furniture on dis- 
play on lawn in front of 
National Lumber Co., 


South Bend, Ind. 





painted and then passed 
out into the same stor- 
age space wherc the 
short lumber is kept. 
From there the samples 
are carried out to the 





lawn daily for showing, 


E. Williams Lumber Yard, Wilmar, California 


tire front is of plate glass—120 feet of it- 
forming a mammoth display window behind 
which are the stocks of building materials, in- 
cluding roofing, paint, hardware, screen wire, 
wire netting for stucco work, built-in furniture 
and some lawn furniture. All motorists may 
view the merchandise day and night, for the 
place is illuminated in the evening. There are 
six front doors to the long, narrow sales and 
display room, with parking space in front. All 
of this makes it easy for prospects not only to 
view the merchandise from the street, but also F 
to drive in, dismount and enter the first of the | 
six doors they come to. The roof of the new 
sales room is composed of panels of various 
types of prepared roofing, and the display is 
made more efficient by placing above each panel 

a small sign telling the name of the variety. 





Reduction of Inventories 


“Retrenchment has been necessary,” remarked 
an lowa retailer, “but some of it has not been 
completely successful because of the fact that | 
lumbermen have not always taken a long view 
of the matter. 

“I’m thinking just now of the almost uni- J 
versal reduction of inventory. Some of this re- 
duction was called for by changes in business 
habits. When mills caught up with orders, a 





few years after the war, they began making [ 


shipments promptly. 
cars through in weeks where previously they 
had taken months. 
it was quite possible to reduce inventories with- 
out in the least affecting local customer service. 

“But during the last three years inventories 
were much reduced, both to keep up with the 
falling market and also to release capital. This 
reduction has gone as far as it can, and in many 
cases it has gone so far that it cripples local 
service. 

“But the thing that troubles me is that as 4 
rule dealers have nothing to show for this liqut- 
dation. Probably not one in a hundred seques- 
tered this money in savings or realizable invest- 
ments so it would be available when the stock 
must again be built up. Most of them, ol 
course, could not do so. They had to have that 
money for current operations; but not all ot 
them realized precisely that they were spending 
their capital assets. I’m afraid that several of 
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our economies were equally disastrous. This 

eneration of business men understand expan- 

Sen but they have had less experience with 
’ . 


” 
economies. _y ne 


Barter and Trade Seem to Be 
Staging a Come-Back 


F, J. Baldridge, of the J. C. Baldridge Lum- 
ber Co., Albuquerque, N. M., sends a clipping 
which indicates that the artists for which New 
Mexico is so famous are cheerfully reverting to 
the ancient custom of barter and trade in meet- 
ing the material needs of life. Phe annual show 
which the artists hold in the city was made 
unique by this offer. Some artists were skep- 
tical, but others who had witnessed such trad- 
ing in Europe were enthusiastic about it. Such 
varied articles were traded or advertised for as 
groceries, vacuum cleaners, house rent, new 
hats, saddle horses, dental work, furniture and 
goo dealer, when told about this 
event, remarked that without intending to do 
so he had engaged in similar barter and trade. 
An artist owed the yard $100 for materials to 
remodel his studio but strolled away without 
making settlement. Some time later a traveling 
art exhibit came to town, containing a dozen 
pictures by this man. The yard promptly at- 
tached them; and the dealer said it looked as 
though he would get legal possession. Whether 
or not he will add a gallery to his sales equip- 
ment he did not say. 

A third dealer said he had traded a portable 
hog house for his country club dues. The club 
owed a farmer for some team work and the 
three-cornered deal was completed. So we hail 
the return of barter and trade. 





Fir Plywood for Window Display 


Fixtures 


The popularity and increasing use of fir ply- 
wood for window-dressing uses by mercantile 
establishments in all lines, suggests that lum- 
ber dealers might develop considerable business 
for themselves in this field by personal solici- 
tation among their local merchants. This would 
tie up with the national advertising campaign 
directed to store display managers, emphasizing 
the advantages of this material for window dis- 
play accessories. 

A special display and fixture bulletin just 
issued by the Douglas Fir Plywood Manufac- 
turers, which can be had free by retailers, illus- 
trates a number of typical designs of stands, 
pedestals, cabinets, tables, cut-outs, sign-frames 
and other accessories widely needed by retail 
mercantile establishments for making up their 
displays. Copies of this bulletin can be had 
by addressing the Douglas Fir Plywood Manu- 
facturers, Skinner Building, Seattle, Wash. 


Newly Established Yard Reports 
Excellent Business 


BIRMINGHAM, ALA., June 20.—R. A. Walker, 
president Walker Lumber Co., this city, believes 
that now is the time for the lumber dealer to 
get ready for prosperous times. This was the 
reason for Mr. Walker seeking out a strategic 
location and organizing a new company last 
March. After being in the lumber business in 
Birmingham for almost 25 years Mr. Walker 
18 Convinced that the Birmingham district will 
come back in the near future. 

Mr. Walker was for many years vice-presi- 
dent of the Estes Lumber Co., and during the 
Past two years has been associated with the 
Grayson Lumber Co. 

Since opening 90 days ago the Walker Lum- 
ber Co. has done a splendid business, having 
taken advantage of the low cost of material and 
labor to maintain a price level which appeals 
to the home owner who desires to get some 
needed repair work done or the contractor who 
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“Y Not a Home?” asks this Seattle (Wash.) 
real estate office. The challenge is emphasized 
by the three bird “homes” in the gable, and 
the legend “Birds Have Homes” above the “Y” 





wants to build at a price which will meet com- 
petition. 

Mr. Walker expresses his conviction that 
now is a good time for a lumberman to get 
into business for himself. It is possible to put 
in a good stock of high-grade material at the 
lowest price in years. There is no risk to run 
of having expensive stock left on hand with 
the market on the decline. He also thinks that 
now is the time for the industry to get rid of 
slow-moving stock, adjust business policies to 
the present situation and be ready to go with 
the returning tide of prosperity. 

—_—_—_ 


"Ad V. Tising" Passes On 


With regret the Round Table chronicles the 
death, on June 7, of D. J. Robinson, Trenton, 
N. J., who represented the Weyerhaeuser Sales 
Co. in that territory. Details appear in the 
obituary department of this issue. 

Mr. Robinson was a frequent contributor to 
this department, under the nom de plume “Ad 
V. Tising,” and his shrewd comment ‘upon 
merchandising and advertising topics, flavored 
with humor and a quaint philosophy, will be 
missed. 











The Hawkeye Lumber & Coal Co., 
of Cedar Rapids, Iowa, is in general 
pushing wood shingles; but it has found 
that some customers desire to cover old 
wood-shingle roofs with manufactured 
roofing. So inits panels of roofing sam- 
ples it has a section of an old-shingle 
roof, placed upside down among the 
samples. It is then a simple matter 
to lay strip shingles on the sample, 
putting each strip against the butts of 
a row of shingles and illustrating the 
ease with which this can be done and 
the resulting smoothness of the sur- 
face under the strips. The upper edge 
of the strip offsets the thickness of 
the shingle butts. The salesmen each 
carry a small section of old wood-shin- 
gle roofs so that this demonstration 
can be made at the customers’ home. 











25 


Where the Dealer's Profits Can 


Be Found 


WASHINGTON, June 20.—A recent analysis of 
the comparative profits to be had from selling 
different materials for one design of house, 
which recently reached the offices of the Na- 
tional Lumber Manufacturers’ Association, 
serves as a reminder why some men with “heads 
for facts” successfully bring their concerns 
through storms like the present while other 
concerns are allowed to flounder. 

This analysis covers the siding and roof ma- 
terials for “The Pioneer,” a design from the 
home plan book of the California Redwood As- 
sociation. It figures the prices and profits for 
the house sided with Anzac siding; the same 
for stucco. It shows that the wood-sided house 
is not only less costly for the builder, but nearly 
100 percent more profitable for the dealer. 
While it deals with figures quoted in the west, 
they are much the same in other sections. 

The analysis reads: 


Memo of Comparative Costs on “Pioneer Design” 


198 Lineal feet around the house 
10 Average height 10 feet 
1980 Total feet to cover, or 220 yards 
297 Deduct for openings 15% (in this case 16) 
1683 Actual feet to cover 


—_——_- 


837 Add % for waste in lap 





2020 Feet Anzac Siding required 


Costs, Siding Nailed Direct to Studding 
Feet Anzac @ 











2020 $70.00 per M..... $141.40 
we Oe, FOR OP FO aks sawn sieenee ewe 1.40 
40 hrs. Carpenter labor @ $1.00.... 40.00 

Painting, 40c per sq. yd......... 88.00 
270.80 
Cost of Stucco 

2020 Feet sheathing @ $25.00 per M. 50.50 
Be Wms WORT OD TGs ok ovccaenniecccs 1.40 
30 hrs. Carpenter labor @ $1.00.... 30.00 

Stucco, 220 yards @ $1.10....... 242.00 
$323.90 
Dealer Profits—Anzac 
2020 Feet 1x8 Anzac Siding @ $20.00 
ee, ORs eae 40.40 
20 Tom, Wratie OB BI6S occ ccc ccccsaces .50 
S GO. FOIE @ Ft.36 2.6 ovccccccnce 9.60 
$50.50 
Stucco 

2020 Feet Sheathing @ $10.00 per M. 20.20 

BO PDS, TAS BE GD B96. ccccccccece 50 

4 rls. Bldg. Paper @ 35c.......... 1.40 
© Wee. Weiee OD BOG vic nv ccceeécuss 2.00 
25 bags Cement @ 10c............. 2.50 

$26.60 


——— 


Will Charge for Delivery 


BLYTHEVILLE, ArRK., June 20.—The East 
Arkansas Lumber Co., E. C. Robinson Lumber 
Co., and the Arkmo Lumber Yards have an- 
nounced that, on account of the high cost of 
delivery under present conditions, 25 cents will 
be added for delivering all orders that amount 
to less than $2.50. This ruling became effective 
on June 1. 


Field of the Modern Router 


Of late years, the modern router is entering 
more and more strongly into the woodworking 
picture. The shop which houses one of these 
machines is enabled to do with ease and dis- 
patch a large variety of work which can not 
be handled with profit in any other way. The 
modern machine is quite a radical departure 
from the older type. These older machines 
were chiefly used for housing out stair stringers. 
The new machine has a spindle which vertically 
overhangs a level table, and which may be fitted 
with a wide variety of cutters for making mold- 
ing cuts, dovetail cuts, flutes and whatnot. This 
makes it as perfectly at home in the furniture 
factory as in the planing mill; in fact, more so. 

But the chief value of the modern router is 
on work which has a portion of its center re- 
moved, or various parts removed as in scroll 
work. The old way was to do such work on 
the jigsaw first, to remove the material: which 
was to be cut away, and even this had to be 
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preceded by a boring operation. Then it was 
taken to a shaper, if the cuts had molded edges. 
The modern router combines all of these opera- 
tions, for the router cutter will cut entirely 
through a piece of material and also mold the 
edges at the same operation. Here is a ma- 
chine with wide possibilities, and worthy of 
much careful study. 





. . . 

Maintains Fix-It Department 

A number of retail lumber concerns, in dif- 
ferent parts of the country, maintain repair and 
service departments, some under that title, while 
others have adopted, for their advertising value, 
such catchy titles as “Fix-it Department,” 
“Handy Andy Department” etc. 

Referring to the “Fix-it’ department main- 
tained by the K. M. Vaughn Lumber Co., Tulsa, 
Okla., the last few years, Mr. Vaughn tells us: 

“We maintain a bureau of information for 
the benefit of home owners or prospective cus- 
tomers, also for the benefit of mechanics and 
workmen who patronize our store. It is against 
our policy to take any contracts in our name. 
In other words, we refuse to place ourselves 
in competition with the contractors or mechanics 
who patronize us. We have a man who goes 
out and pushes so many door bells each day, 
in the effort to uncover live prospects for re- 
pair and maintenance jobs. This man has had 
long experience in this line of business and is 
meeting with fair success considering the un- 
usual conditions now prevailing.” 





Better Retail Storage Practice 
Recommended 


Valuable advice in regard to the storage ot 
lumber in retail yards is contained in a special 
section of “Timber Storage Conditions in the 
Eastern and Southern States With Reference 
to Decay Problems,” Bulletin No. 510 of the 
Department of Agriculture. The retail section 
is illustrated with fourteen photographs of 
yards. General problems of storage are treated 
in the mill section of the bulletin, such as 
causes of decay, relation of location of mill 
and quality of stock to decay, and condition of 
storage sheds and yards at mills, while a very 
fully illustrated section is devoted to the iden- 
tification and description of fungi. 

In retail sheds, the main cause of decay is 
improper ventilation, the lumber being closely 
piled in bins, and to prevent it there are nec- 
essary both ample ventilation below and a 
tight roof above. The best practice is said to 
be the use of sills on brick or concrete piers 
not less than 18 to 24 inches high, with the 
siding of the shed run only to the bottom of 
the sills. Very few sheds, the bulletin notes, 
are equipped with gutters, so that the drip dur- 
ing rains may run back along projecting pieces 
well into the center of the piles, and there is 
a strong tendency to allow the ends of longer 
pieces to project beyond the eaves. 

In retail yards, the principal danger lies in 
the foundations, which are often seriously in- 
fected with rot and do not provide for ade- 
quate ventilation, while the general, tendency 
is to pile altogether too close to the ground 
for safety. Many yards use solid or latticed 
foundations running parallel to alleys, but piers 
have an advantage; the sills necessary with 
such piers should be treated with a good pre- 
servative, and any concrete used should be re- 
inforced. Careless throwing of crossing sticks 
around the yard is an insanitary practice that 
is condemned, as they are a source of infec- 
tion. 

It is noted that some yards, when filling 
an order, will take soiled and infected stock, 
run it through the planer, and deliver it bright 
and clean-looking to the user. This beauty 
is only skin deep, says the bulletin, and does 
not imply freedom from fungous infection that 
will endanger the building in which the stock 
is used. The practice of some dealers of get- 
ting stock off their hands in this way, by giv- 
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ing it a better sale appearance, is condemned 
as an immoral practice for the result of which 
the retailer might be held legally responsible, 
and as a thoroughly mistaken business policy 
for any retail lumberman, whose effort should 
be to increase the value of his product to his 
customers, 

Bulletin No, 510 may be obtained for 25 cents 
from the Superintendent of Documents, Wash- 
ington, D. C, 





"Sweetened" Lime-Sand Mortar 
Is 60 Percent Stronger 


The tensile strength of lime-sand mortar is 
vastly increased by the addition of cane sugar, 
it has been shown by experimental tests at the 
Mellon Institute of Industrial Research, Pitts- 
burgh, Pa. 

Briquets were formed from a lime putty mix- 
ture consisting of 1 part of lime and 2% parts 
of water by weight, which was then aged at 
least 24 hours, then, after the lime had been 
slaked and was cool, cane sugar amounting to 
6 percent of the quick lime (6 pounds of sugar 
to 100 pounds of quick lime) was added, in 
4 parts of water and % parts of 20/30 mesh 
standard Ottawa sand, and the briquet molds 
filled at once. After being seasoned in the 


laboratory for six months, the average tensile 
strength of ten such briquets was found to be 
60 percent greater than similar ones containing 
no sugar. 

In making such mortar, the proportions of 
sand and water may be varied as desired. 

If hydrated lime is used, addition of only 
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Yard "By Side of the Road" 
Offers Daily Bargain 


“If department stores can attract customers 
by the ‘daily special,’ why can't I?” Jerome 
Higman, proprietor of “The Builder’s White 9 
Spot” (Reliable Lumber, Inc.) at 1206 Vajley 
Boulevard, Rosemead, Calif., asked himself that 
question, with result of a decision to adopt the 
plan. 

Display racks are built right out beside the 
highway, right where the motorist has to see 
them. Each day there is a “good buy,” a daily 
special displayed there with a sign on it big 
enough to attract the eye of all passers-by, q 

Says Mr. Higman: “A potential customer 
attracted by the special comes into the yard on 
account of the special, and then buys a bill of 
lumber to go with it. I would say that one. 
third of my sales are made to people seeing 
my displayed merchandise as they drive along 
from other communities. 1 have sold lumber 
that has been taken 700 miles, and many a load 
has gone 200 miles.” 

Mr. Higman maintains a delivery system and 
his judgment tells him when to charge for 
delivery and when not to. There are cases 
where a charge is justifiable and others where 
a charge is not good business. 

This lumber dealer believes in advertising 
his fellow business men, in related lines. He 
has built a large sign board in front of his 
yard, on which he allows the advertisements of 
his neighbors to be painted. On the board are 
the advertisements of a plumber, a truck service, 
another lumber yard handling materials that 
Mr. Higman does not yet handle, a hardware 











4% pounds of sugar per 100 pounds is recom- 
mended. 

Portland cement is ruined by addition of 
cane sugar, the above recommendations apply- 
ing only to lime-sand mortar. Further experi- 
ments are planned on cement and gypsum, how- 
ever. It is also believed that it will be possible 
to show that, without altering the final tensile 
strength, the proportion of water can be re- 
duced and the mixtures stiffened. 

Results of readers’ experiments with such 
mixtures will be welcomed by the AMERICAN 
LUMBERMAN, and also any suggestions for 
further experiments. 


Established Yard Acquired by 
New Company 


JerFERSON City, Mo., June 21.—It is an- 
nounced that the Lee Jordan Lumber Co., 1o- 
cated here, has been acquired by a new con- 
cern to be known as the Duensing-Rucker 
Lumber Co., papers of incorporation of which 
have been filed. The company is capitalized 
for $25,000; E. A, Duensing, Concordia, Mo., 
owning fifty shares, George Duensing, jr., ten 
shares, and Ellis F. Rucker, eighty shares. 

E. A. Duensing is well known in lumber 
and political circles, being identified with the 





Duensing Lumber Co., Concordia, Mo., and 
president of the Southwestern Lumbermen’s 
Association. He has for about ten years been 


a member of the Missouri State legislature. 
George Duensing, jr., will continue to manage 
the yard at Concordia. 

Ellis F. Rucker is 


former assistant sales 


manager of the Missouri Portland Cement Co., 
and also owns yards at Concordia and Aull- 
ville, Mo. 


Wayside lumber yard a 


caters especially to pass. 
ing motorists by adver. 
tising a special bargain 
in lumber each day, 
and displaying the 
goods offered. One-third 
of the yard’s sales are to 
people from other com 
munities 








firm and others. These men in turn are. able 
to boost a little for Mr. Higman. 

This type of boulevard wayside yard can be 
operated with minimum of help, Mr. Higman 
finds. “Sheds are not a problem with me,” he 
says, “for the lumber moves out so rapidly 
that it has no time to discolor.” 


"Spare Parts" Table Aids Sales 


The Merner Lumber Co., Palo Alto, Calif, 
sells $25 worth or more daily from its “spare 
parts” table. Every piece of merchandise around 
the shop which has not been moving fast 
enough in the regular way is placed in one of 
the neat compartments of the “spare parts. 
table. Mark-downs average 33% percent off 
the original marked price. 

The table is four feet high, well constructed 
and divided into compartments. It sits on three 
trestles just outside the office door in the entry 
way. This position is advantageous, for the 
customer having made his purchase, stops at 
the table on his way to the office. As Mr. 
Merner points out, there is decreasing oppor- 
tunity for such sales when only the general 
yard-display is used. The cash-carry store has 
proved that the way to sell merchandise is to 
make the public walk by it. Hammers have 
showed a surprisingly large sale at this Call- 
fornia dealer’s table, and screwdrivers have 
also been a popular item. 








On May 1, Class I railroads in the United 
States had 218,303 freight cars in ‘need of re- 
pair. This is an increase of 9,031 cars above 
the numbeer in need of repair on April 1, and 
represents 10.1 percent of the number of cars 
on line. 
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Modernized Building Exemplities 
Modern Methods 


LovisvitLr, Ky., June 20.—The Higgins Lumber Co., whose up-to-date 
retail plant is located at Campbell and Main streets, is an interesting 
institution, from several standpoints. In the first place, its physical layout 
is of decided interest, the office and warehouse building having recently 
heen remodeled and modernized from a structure more than 100 years 
old. Originally this building, which is shown in one of the accompanying 
photographs, was three stories high. It was closely identified with “Old 
Man River,” having for many years been a steamboat hotel, where 
passengers on the Ohio river packets used to put up for the night. 

In the next place, the stock is interesting, because it embraces an 
excellent selection of everything needed to serve its trade territory, all 
arranged and displayed in a thoroughly up-to-date manner. Moreover, 
the company’s policy is to stock only quality materials. 

Last, though by no means least, the company is headed by a very 
interesting personage, Miss Sara M. Higgins, as president and treasurer. 
The other officers are Urban V. Boland, vice president, and Robert L. 
Higgins, secretary. ; 

Speaking of the old steamboat hotel which was remodeled into the 
present business headquarters of the company, Miss Higgins recalled an 
interesting coincidence, relating that when her mother, as a very small 











Front of remodeled building of the Higgins Lumber Co., Louisville, 
Ky., modernized from an old steamboat hotel built more than 100 years 
ago. Note the large display windows and the attractive entrance to office 


girl, accompanied by her father and mother, reached Louisville by steam- 
boat from Pittsburgh, the family put up at the hotel which has since 
been transformed into the headquarters of the Higgins Lumber Co. 

Miss Higgins disclaims seeing anything exceptional in the fact that 
she heads a lumber company. “Some people think it strange for a 
woman to be in the lumber business,” said she, “but I don’t see why. 
Surely women are vitally interested in the home, and lumber is an 
important factor in the building of homes. I have found that jt makes 
very little difference to buyers whether a concern is headed by a man 
or woman, provided they get what they are paying for. We find that 
friendliness and courtesy are appreciated by customers, and generally 
are well rewarded. In my opinion, any woman of average intelligence 
who is willing to give it the proper attention—which also means plenty 
of hard work—will find that the lumber business offers satisfactory 
rewards,” 

Being located on a much traveled street, the yard naturally attracts 
a good many transient customers, including a number of women buyers. 
“In the last few years we have learned many things about the retail 
lumber business,” said Miss Higgins. “I would put as the chief lesson 
the fact that we must consider the consumer and especially the women 
buyers more than ever before. Because of this fact, I stress ‘good house- 
keeping.’ I feel that more and more people are going where they are 
invited and staying where they are well treated. Consequently we make 
our office, yard and show rooms as attractive as possible. 

“We have many cases where business has come to us directly traceable 
to courteous attention exended to a customer, even though that cus- 
tomer was buying but one piece of 2x4.” 

_ In response to a request that she tell something about the merchandis- 
ing and advertising methods which she has found most productive of 
results, Miss Higgins said: 

“In our efforts to get business we have for several months concen- 
trated our efforts on the consumer. My niece, Miss Anne Higgins, is 
doing consumer selling for us every day; and my sister, Miss Lucy 

iggins, who teaches school, also does consumer selling during her 
vacation period. We have found that they get a splendid reception from 
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the buyers they call on. It is surprising how 
courteous and receptive purchasing agents and 
men buyers in general are to the calls and sug- 
gestions of our saleswomen, 

“As to our advertising, at the beginning of 
this year when, like everyone else in busi- 
ness, we were confronted with the problem of 
further retrenchment, our final judgment was 
to cut down in every other way possible rather 
than on our advertising. We are strong be- 
lievers in direct-by-mail advertising, maintain- 
ing an up-to-date list of over 1,000 names at 
all times. We co-operate with all the manu- 
facturers with whom we do business, by utiliz- 
ing their direct-by-mail helps or any other 
suggestions they may have to offer. 

“In their sales work the girls run into many orders and prospects for 
specialties, and since we find these profitable, we naturally use every form 
of advertising help that the specialty manufacturers have to offer. We 
have often thought, however, that the lumber manufacturer never seems 
to think about the promotion of the sale of the stock of lumber he sells 
the dealer, and we have often wondered why it was not just as important 
to tell the public about lumber as it was to tell them about roofing, 
insulation, kitchen cabinets etc. 

“We have been very much interested in the whole subject of unit 
selling, but for lack of an adequate finance plan we have not gone into 
that type of merchandising. Instead, we are maintaining very cordial 
relations with our contractor and carpenter friends, in addition to my 
niece and sister calling on the consumer. 

“Some time ago we took on a nationally advertised line of paints. 
This fits in quite well with lumber, as one product stimulates the sale 
of the other.” 

This enterprising young lumberwoman proceeded to explain that her 
three associates, Urban Boland, William Drechsel and George Carney, 
with herself, handle the contractor and carpenter end of the business. 
“T have found,” said she, “that the ability to sketch an idea for a new 
store front, an addition, or even a small bungalow or house, stands us 
in very good stead. All of us try to use this form of selling. 

“We find that in this way we are getting as good results as can be 
expected under present conditions. Without the aid of these three 
associates, I am sure I could not have placed our business in the position 
it maintains at this time.” 

Miss Higgins is justifiably proud of the results of the modernizing of 
the old building, saying that it goes to show how an old structure can 
be much improved by the modernizing process. 

Miss Higgins attends all meetings of the local lumbermen’s club, and 
seldom misses a convention of the State or national retail association. 
“I find that all of these conventions are productive of splendid ideas 
for use in our own business,” said she. 
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Showing part of the attractively displayed stock of paints of the Higgins 

Lumber Co., Louisville, Ky. Note the cleverly arranged “floor display” 

in the foreground, showing how cans of paint can be stacked, at any 
desired place, in such manner as to compel attention 
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LHere’s Plan That Brings 
Women to Yard 


This is the story of how an en- 
terprising Illinois retail concern 


has “started something”’—a_ story 
of results so remarkable that the 
AMERICAN LUMBERMAN would 


hardly dare risk its reputation for 
veracity were it not able to pre- 
sent corroboratory evidence in the 
form of photographs and citations 
of exact records. 

The “something” which the con- 
cern referred to—the Alexander- 
Daley Lumber Co., Joliet, Ill.— 
has started, is that it has made its 
newly established display room 
already a mecca for hundreds of 
women—over 600 having registered 
to date—with well grounded ex- 
pectation of the record reaching 
3,000 before the end of the year. 

Many dealers have endeavored, 
mostly with scant success, to at- 
tract the women of their commu- 
nities to their display rooms—but 
the Alexander-Daley people ac- 
tually are doing it, with astound- 
ing success. The plan is simplic- 
ity itself, and can _ readily be 
adopted by dealers in other com- 
munities who likewise may wish 
to attract to their yards the 
women; who to so large an extent 
control or influence the buying of 
building and modernizing mate- 
rials. The plan and its successful 
results will be herein described in 
such detail as to enable any dealer 
who cares to, to do likewise. 

The extremely attractive and 
well arranged display room of the 
Alexander-Daley Lumber Co. was 
put into operation on May 18 of 
this year. Practically all of the 
work of fixing up the display 
room, which occupies space for- 
merly used for other purposes, E. 
R. Daley explained to the AMERI- 
CAN LUMBERMAN representative, 
was performed by the employees 
of the concern, who transformed 
the space to its present attractive 
appearance, and arranged the nu- 
merous displays, with the aid and 
co-operation of the manufacturers 
whose products are on display; 
much of this work being volun- 
tarily performed by the employees 
outside of business hours, which is 
evidence of the enthusiasm with 
which they have entered into the 
plan. 

Up to the time of the writer’s 
visit something over 600 women 
had visited the yard, in groups of 
40 to 60 each, inspected the dis- 
play room with its dozens of at- 
tractive exhibits, listened to and 
observed demonstrations of build- 
ing products and accessories car- 
ried by the company, and partaken 
of its hospitality in the form of 
light refreshments ; served with the 
accessories of a_ beautiful room, 
snowy linen, vases of flowers, and 
the ministrations of an_ efficient 
colored maid: while on the day of 
the writer’s visit the gracious pres- 
ence of Mrs. Daley as hostess tes- 
tified to the spirit of hospitality 
with which the company’s guests 
are received. The wives of the 
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SEE PICTURES ON FRONT PAGE, WHICH SHOW: At top—A 
group of 53 ladies from Carnation Division No. 246 of the Grand 
International Auxiliary to the Brotherhood of Locomotive En- 
gineers, who were guests of the Alexander-Daley Lumber Co. on 


the afternoon of June 16. 


display room where 


At bottom 
the ladies 


A view of part of the 


view demonstrations of the 


various products shown. 


officers alternate as hostesses for 
these afternoon receptions, as they 
may fittingly be termed. 

It is worth mentioning, in this 
connection, that 90 percent of the 
ladies accepting the company’s hos- 
pitality were never before inside 
of a lumber vard. Of course, all 







the sake of good-will, to patronize 
media of that sort, he questioned 
whether the benefits accruing to 
the company had been commensu- 
rate with the outlay, and wondered 
whether some plan could not be 
devised that would benefit the 
church organizations to an equal 
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Display room of Alexander-Daley Lumber Co., Joliet, Ill., preaches 

“Modernize Now” and exhibits many of the materials needed in that 

process. A different section of the room is shown in illustration appear- 
ing on front page 


had seen such establishments from 
the outside, probably forming the 
too common idea that a lumber 
yard consists of an uninviting, un- 
kempt and probably dusty office, 
flanked by a gaunt shed or two 
filled with lumber, and perhaps 
some piles of the same commod- 
ity; but they were pleasantly sur- 
prised when greeted at the door 
and ushered into the commodious 
and attractive display room, which 
had been given a touch of elegance 
by numerous large vases of flow- 
ers and soft rugs upon the floor, 
while the lawn chairs and settees 
on display, supplemented by small 
assembly chairs, provided comfort- 
able seats for all. 

Those who have read thus far 
doubtless are impatiently inquir- 
ing: “How do the Alexander- 
Daley people get these flocks of 
women to come to their yard?” 
The plan is simple, and it works. 
It had its inception early in this 
year when Mr. Daley, looking over 
reports for the preceding year, 
found that the expenditures for 
advertising in local church publi- 
cations, bulletins, programs etc. 
had totaled upward of $450. Like 
all dealers who feel obliged, for 


or even greater degree, and yet 
produce returns more definite and 
tangible, in good-will and other- 
wise. Coincident with the resolve 
to find this better way, was the 
idea of fixing up a tiptop display 
room. 

Accordingly a policy was out- 
lined, essentially as follows: With- 
out any splurge, or formal an- 
nouncement, the word quietly went 
out that the Alexander-Daley 
Lumber Co. had a new plan that 
would benefit the treasuries of the 
local women’s church organiza- 
tions to an even greater extent 
than the old policy of buying ad- 
vertising space in the various bul- 
letins, programs etc. It was ex- 
plained that the company had fit- 
ted up an attractive new display 
room in which were exhibited 
many kinds of building materials 
and accessories, forming an edu- 
cational display which the ladies 
would find interesting to inspect. 
It was stated that the company 
cordially invited groups of women, 
preferably 40 to 50 or more at a 
time, to visit its display room, on 
pre-arranged dates; and that the 
company would pay into the treas- 
uries of the women’s organizations 
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“Anything of This Kind, in My 
Opinion, Will Produce Proper 


Results if Properly Executed,” 
Says This Retailer 


thus represented the sum of 4; 
cents for each member present. 
Without advertising or any par. 
ticular effort on the part of the 
company, requests for reservation 
of dates began to come in by tele- 
phone and otherwise, so that the 
chief problem was not one of jn- 
ducing the women to come, but of 
arranging non-conflicting dates for 
the organizations that wanted to 


accept the offer. 

Thus it will be seen that a 
church or fraternal organization 
of women mustering fifty mem- 


bers would receive for its treasury 
a check for $7.50, which the ladies 
would naturally regard as a very 
nice windfall, especially when all 
that was required to earn it was 
to spend about an hour and a half 
with congenial friends, in a pleas- 
ant and instructive manner, with 
dainty refreshments served at the 
close. 

The plan as now in operation 
contemplates three of these meet- 
ings or receptions each week— 
during this season of the year—the 
meetings lasting from 3 until 4:30 
in the afternoon. Already 22 
groups of women have made res- 
ervations for July and first half 
of August, and additional requests 
are coming in almost daily. The 
spreading of the news of the com- 
pany’s offer is all purely volun- 
tary, by word-of-mouth, as_ the 
women of the different organiza- 
tions which have been entertained 
tell their friends about the new 
and pleasant way of getting money 
for the treasuries of their organi- 
zations. As most churches have 
more than one affiliated organiza- 
tion of women, many of them hav- 
ing several, it will be seen that 
the field in a city the size of Joliet 
is a large one, especially as it may 
be extended to the women’s auxili- 
aries of fraternal organizations. as 
well as those centering in the 
churches. On the other hand, the 
plan is easily adaptable, on a 
smaller scale, to the smaller com- 
munities. 

Growing out of this plan there 
also is an added source of revenue 
for the women’s organizations, and 
of business for the Alexander- 
Daley company, in that the ladies 
are informed that if through their 
suggestion or influence a sale 1s 
made by the company, the treas- 
ury of the organization of which 
the lady recommending the com- 
pany is a member will receive 4 
donation of 1 percent of amount 
of such sale. Two or three sales 
already have been traceable to such 
source, Mr. Daley said, and as 
time goes on there naturally will 
be more. The largest of these 
sales to date was one of $93, and 
a check for 93 cents was promptly 
sent to the lady instrumental im 
securing same, for the treasury ol 
her organization. ; 

The program for these events 15 
about as follows: After the ladies 
have been greeted, and comfort- 
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ably seated in the display room, W. 
G. Sholl, assistant to Mr. Daley, 
eives a talk of about three min- 
utes, explaining to the ladies the 
company’s reason for adopting this 
new method of benefiting the vari- 
ous women’s organizations, and 
briefly explains and demonstrates 
come of the exhibits. The demon- 
strations are then taken up by one 
or two other members of the or- 
ganization. 

~ The ladies are then shown 
through the display rooms, includ- 
ing the model kitchen, and finally 
are invited into Mr. Daley’s pri- 
vate office, which is a_ spacious 
«oom, 20 by 16 feet, beautifully pan- 
eled with quarter-sawed gum. They 
are seated and served refresh- 
ments, Which at this time of the 
vear are ice cream and cake. After 
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completion of the light repast, the 
guests are presented with a small 
souvenir—an asbestos combination 
holder and table mat now being 
used for that purpose. 

That this plan is building up 
good will and laying the founda- 
tion for future business is very 
evident. Incidentally, there are 
direct benefits worth mentioning. 
For instance, Mr. Sholl, in an 
“aside” to the writer whispered 
that two of the ladies present had 
stopped at the cashier’s desk and 
paid bills. 

Mr. Daley told of one lady whose 
church group had been thus enter- 
tained who came in a few days 
later and bought $25 worth of ma- 
terial, saying that her conscience 
would not let her buy anywhere 
else after having been treated so 


nicely by his organization. 
A lady belonging to another 
group went home from the meet- 
ing and said to her husband: 
“John, there’s no use waiting any 
longer; we’re going to go ahead 
and add those two rooms that we 
have been talking about so long.” 
Result: A $3,000 modernizing job, 
and the Alexander-Daley company 
of course sold the materials. 
Asked by the AMERICAN LuM- 
BERMAN representative how his 
competitors felt about the adop- 
tion of this plan by his company, 
Mr. Daley said, in effect: “So far 
as I know there is no criticism on 
the part of anyone. One of our 
competitors said the other day 
that he thought it was a mighty 
good idea and wished that he had 
thought of it first; but anyway 
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he figured that the plan would in 
the long run benefit all the deal- 
ers, as it is familiarizing the 
women with a lot of building prod- 
ucts and accessories that they hith- 
erto did not even know existed.” 

Most important of all, Mr. Da- 
ley said that the profits from sales 
that have already resulted from the 
good-will created by the plan have 
more than covered all outlay, both 
for fitting up the display room and 
for the cost of operating the plan. 
He figures the total cost at 20 
cents per person. With such pleas- 
ing results manifest at this early 
stage, one wonders what the har- 
vest will be when this leaven of 
good will has permeated the en- 
tire community and has had time 
to bring forth its fruit in full 
measure. 














RETAILER TO HIS COLLEGE SON 





DeaR DUNCAN: 

Your letter dealing with the stiff upper lip 
and other aspects of business anatomy is at 
hand. It is a sparkling performance, and with 
a few mental reservations I line up to be 
counted on your side. I usually bank with the 
corporation of Optimists, Ltd., myself; be- 
cause the country always has come out of its 
wabbles within a reasonable time. Like you, 
| hate to see a man leaning against the old 
wailing wall, acting like a college flapper who 
has missed making her favorite sorority. 

3ut when high hopes get to acting as though 
they had been primed with something bottled 
in barn, that’s different again. You seem to 
be blowing off optimism under forced draft, 
like a pop valve; so I suggest that you stop 
poking the fire long enough to think what 
you're going to do with all this pressure. 
There’s a wide difference between general con- 
fidence and haphazard personal assurance; and 
urging a man to be bright and cheerful and 
happy when his business is going down for the 
third time is something like urging him to be- 
come a_great-grandfather. The antecedent 
conditions are not wholly within his control. 
I'd rather have an ounce of confidence, made 
up of a clear understanding of facts, plus a 
determination to use those facts in a practical 
way, than to have a ton of cheer-leading that 
goes rah-rahing along over a broken leg the 
same as over a broken record. 

I'm thinking especially of optimism as a 
tool in the daily job of running the business. 
As I said before, I usually stick to the south 
side of the iceberg; but I’ve known success- 
ful business men who had lifelong reputations 
for expecting the worst. They were pessimists 
of a kind, but with a difference. They ex- 
pected trouble and tried to head it off. They 
didn’t leave the door open with a Welcome sign 
on the mat. 

There was Matthew Kinkel, the plumber. 
Matt looked old and anxious when he cast his 
first ballot, forty years ago. He thought if 
Harrison didn’t win, the country was done for; 
and when his hero got licked, Matt’s agitation 
Was painful. Expecting the worst, he went 
hack to his tin shop and considered. Then he 
took on a sideline of lightning rods in the hope 
of adding a little extra net. How he found the 
courage to do it I don’t know. All this extra 
Investment, uncertainty about costs of installa- 
tion, doubt if people would buy; it was a bur- 
den that set Matt to working fourteen hours 
a day instead of twelve. In his sidling and 
apprehensive manner he approached every house 
Owner in the community. He worried that he 
Was charging too much, and then that he was 
not charging enough; that he wouldn’t get any 
Customers or that he wouldn’t make any profits. 


3ut in any event everybody paid the same price, 
and houses began to bloom with spear points 
and wind indicators. 

Later he added furnaces and plumbing and 
electrical goods. It was always the story of 
fearing the worst and working to forestall it. 
The salesman who got him to take on furnaces, 
for instance, showed him with a cost sheet 
how he could make a wide profit. But that 
profit scared Matt. Nobody would pay that 
much. But he had to sell and to get repeat 
orders; for he’d had to buy five furnaces to 
get the agency. I suppose nobody knows the 
anxiety Matt went through as he _ traveled 
round and round that circle of agitation. He 
must sell and continue to sell. To do this his 
prices must be reasonable; but he had to make 
a profit or he was sunk. He didn’t really 
know installation costs, but he had to make a 
close guess or his prices would later have to 
be raised or lowered; and this would make 
somebody sore. I don’t suppose he slept for 
a week; but he finally set a price, made a 
sale, took a long breath and set out to do the 
installation within the figure he had set. Of 
course he hit it about right. After he’d been 
selling furnaces a year or two the company 
sent an expert to teach him low-cost methods 
of installation; but the expert who came to 
teach remained to learn. 

The same things happened with plumbing 
and electrical goods; and all of us got used 
to Matt’s agitation over his prices. But I 
noticed that about ninety-five percent of his 
waverings over price came from his close 
scrutiny of costs and not more than five per- 
cent came from competition. When Matt set 
his price, which he did on his own power, there 
it was. Take it or leave it. He kept a modest 
little shop, and the front he put up was quite 
inconspicuous. Few of us guessed that his 
was one of the really profitable businesses of 
the town. 

After Matt passed out of the picture, three 
or four years ago, his son took over the busi- 
ness and started to run it on modern, expan- 
sive liriés. Maybe he'd gotten an overdose of 
his father’s pessimism. Anyway he put up an 
uptown building, doubled the working force, 
jacked up prices and started to cut a wide 
swath. He didn’t have his father’s sensitive 
feeling for the delicacy of net-profit margjns 
and the promptness with which they could go 
haywire. The first thing that happened was 
the appearance of a couple of competitors; a 
feature which his father’s methods had not 
encouraged. Then young Matt in alarm started 
to cut prices: but he did his cutting with an 
eye to outside competition instead of looking 
at inside costs. Naturally the depression didn’t 
help him; though his father had managed to 





get his own start in the depression of 1893. 
In any event the project was not a fiscal 
triumph, and young Matt is now working for 
one of his former competitors. 

Don’t get me wrong. Every man’s actions 
are fixed by his own temperament as well as 
by general conditions. If I tried to imitate 
old Matt’s ways I’d be sure to leave something 
out and to drive my trade away. I’d hate to 
go through life as constantly scared as he was. 
3ut I like to see confidence based on what a 
man knows he can do with his environment in- 
stead of on the belief that everything is fool 
proof and that a big, brave bluff will bring 
in the bacon. It’s still pretty good advice to 
trust God and at the same time to keep your 
powder dry. 

Dap. 

Note—Another of these letters will appear 
in a succeeding issue.—Epttor. 
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Alabama Tax for Each Set-up 
Hinders Small Mills 


BIRMINGHAM, ALA., June 20.—The removal 
of small mills from one location to another, 
to cut only a small tract of timber, has been 
hampered in the recent ruling of the attorney- 
general of Alabama, that each set-up consti- 
tuted a separate transaction, and that license 
for each should be collected, by the license 
commissioner of each county in which a mill 
locates. This license amounts to $35 and over, 
and, with small stands running 50,000 to 300,- 
000 feet, the tax cost is too great in view of 
the sales price of rough green shortleaf dimen- 
sion, which ranges $6 to $80, delivered to the 
yards here, on a haul of up to forty miles. 

—_—_—— 


New Veneer Plant to Begin Op- 
eration in July 


Conway, S. C., June 20.—An industrial en- 
terprise that promises to be of considerable 
benefit to this section is that of the Stilley 
Plywood Co., organized early this year by 
W. A. Stilley and his son, W. A. Stilley, jr., 
who formerly were connected with the Veneer 
Manufacturing Co. The plant of the new com- 
pany is modern and up-to-date, both in design 
and equipment. It is expected that this new 
plant will be in operation by the last of July. 
The plant will have a drying capacity of 125,000 
feet of plywood a day. The entire plant is de- 
signed to produce plywood boxes at the lowest 
possible cost. The sawmill, Moore dry kiln, 
and the planing mill will furnish all cleats used 
for cleating boxes. 
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"| Fred 
Jasper 
(left), 
"= of the 
>| Jasper 
"| Lumber 
Co. 
Vewton, Iowa, and C. Everett Smith, Master 
Farmer. Mr. Smith purchased part of his mate- 
rials from the Jasper company and part from 
the Denniston & Partridge Co., also of Newton 





In these days of farm difficulties it is well 
to remember that there are farmers who 
have built adequate groups of farm build- 
ings and are glad they did so. While no 
hard and fast rules can be laid down, it 
may be said that the more intelligent and 
scientific these farmers are, the more they 
appreciate good buildings both as an aid to 
profitable farming and as a necessary fac- 
tor in producing the good life. This depart- 
ment has the pleasure of presenting some 
“dirt farmers’ who live in the Corn Belt, 
who have built the buildings they need in 
their business plans and who are glad they 
did so. 


A Master Farmer Builds for the Future 


C. Everett Smith, who lives north of New- 
ton, Iowa, in the historic Wittemberg neigh- 
borhood, is one of the group of Master 
Farmers of Iowa. Wallace’s Farmer has for 
several years made it a practice to select 
twelve or fifteen such farmers each year, 
after careful and exhaustive investigation. 
To be admitted to this select group a farmer 
must be a successful producer of grain and 
live stock, and he must also be a leader in 
farm movements and undertakings 
and have high standards of personal and 
community life. Mr. Smith was selected as 
one of a group of fifteen who were chosen 
in 1928. 

He has operated his 
for more than 20 years. He has served as 
president of the Jasper County Farm Bu- 
reau, as Master of the Wittemberg Grange 
and as president of the Jasper County Fair 
Association. He has long been an officer 
and active worker in the Wittemberg Con- 
gregational Church. This is one of the 
strong and widely known country churches 


social 


farm of 160 acres 


of the State; founded probably in about 
1854. 

Unlike some farmers, Mr. Smith began 
his program of modern building by putting 
up a handsome residence. He and Mrs. 
Smith believe that farming must be more 
than just a factory process for the raising 
of corn and pork. They expect to spend 
their lives here, and so they want the farm 


to produce a way of good living as well as 
a way of making a living. 
Other buildings followed from time to 


time; and four or five years ago Mr. Smith 
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| “I’m Glad | Built My Farm Buildings’ 


4 Practical Corn Belt Farmers Testify to the Value of Buildings 
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considered the problem of a suitable barn. 
The old barn had served fairly well; but it 
had about run its course. It was old in 
style, was not as convenient as it should be 
and needed extensive repairs. An estimate 
showed that such repairs and remodeling 
would cost about $1,500 and it still would 
not be as commodious and convenient as it 
should be; so Mr. Smith drew up a pencil 
sketch of what he would like to have, sent 











The new barn built by Mr. Smith, who says he 
is glad he did so 


the drawing to the architectural department 
of the Louden barn equipment concern and 
had it drawn to scale. The building meas- 
ures about 45 by 70 feet on the ground and 
has storage capacity for about 100 tons of 
hay. The Gothic roof is supported by truss 
rafters which offer no obstruction to stor- 
age. All the buildings are electrically lighted 
from a high-tension line which passes the 
farm. 

Mr. Smith is a famous producer of hogs 
and has his lots ar- 


son can’t do it successfully without the 
needed equipment in buildings. But quite 
aside from that, my family will live here; 
and I want a comfortable and homelike 
place for them to live. Maybe that’s been 
one trouble with farming; that some coun- 
try people have thought of the land just as 
something on which to make money and 
not as a home. I’m well satisfied that build. 
ing the house and barn and other buildings 
is one of the best things I’ve ever done.” 


An Industrialist Takes to Farming 


Near Mr. Smith’s farm is a unit of the 
Maytag Farms. E. H. Maytag, one of the 
high officials of the Maytag Co., of Newton, 
the largest manufacturer of power washing 
machines in the world, owns a score or 
more of farms. Doubtless Mr. Maytag is 
especially interested in making his farms 
financially profitable; and perhaps for that 
reason he has built many farm buildings 
of high quality. His farms can always be 
recognized by these white-painted buildings 
and by the lot fences of white-painted 
boards. This particular farm is devoted to 
dairying; and it is rather significant of the 
newer trends in agriculture that this farm, 
devoted primarily to profit making, should 
be a show place with buildings of distin- 
guished architecture, surrounded by clipped 
lawns. 

Blue Heaven Farm 


Near the air port of Grinnell, Iowa, is 
“Blue Heaven Farm,” owned by E. M. Hill- 
man, another practical “dirt farmer.” He 
lives on and works the place and expects 
to continue doing so. It is his factory, his 
source of earnings and also his home where 
he is raising his family. 

In 1929 Mr. Hillman decided that the 
time had come to rebuild the place to suit 





ranged with that in 
mind. Among the 
equipment of the 
farm is a big cement 
feeding floor which is 
sheltered by a_ build- 
ing with an open side 
to the south. 

“I’m very glad I’ve 
built the buildings,” 
Mr. Smith said in an- 
swer to a question. 
“Of course farming 
isn’t profitable just at 
present. But I think 
it will be again in 
the course of time. I 
am a farmer and ex- 
pect to spend my life 
in farming. A _ per- 


=e 





Covered feeding floor on C. Everett Smith farm near Newton, Iowa 
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“IT should say I am glad I built them,” 
Mr. Hillman said. “It’s the best thing I 
ever did. I may have been rather lucky, 
but it’s my opinion that the present is the 
best time in the world to build up a farm. 
If a farmer has the money to do it now, 
he’ll hardly find a better time to get the 
buildings he wants and needs. I think he’ll 
do himself a good turn to sell his securi- 
ties, even at the present low figure, in order 
to build barns. It’s something of a guess, 
of course, but farming is a basic industry. 
Even in these times of low farm prices I 
believe a capable farmer can make as much 
money as an industrialist can, on a per- 
centage basis. Some farmers are in such 
bad shape, with heavy debts contracted on 
an inflated market, that they could hardly 
pull through if prices had remained at the 
old top figure. It’s hard to see what can 
be done for them. 

“But a farmer who is fairly well financed 
and knows how to manage production isn’t 
doing so badly. We've had the deflation 
longer than the industrialists have. If any- 














E. M. Hillman, owner of “Blue Heaven Farm,” 
Grinnell, standing beside a power corn plow 





the tia 

juite F 

ere: Homer Richardson, of Richardson-Phelps Lum- 
slike ber Co., Grinnell, Iowa, standing by the gate 
into the playground he has built as part of his 
been plant. Mr. Richardson sold $13,000 worth of 
oun- materials to E. M. Hillman for the buildings 
it as on “Blue Heaven Farm” 

and 

uild- his own ideas of | 

ings what a modern, prac- 

ne.” tical farm should be. 





He made a clean 
8 sweep of all the old 
the buildings and_ re- 
the 








body says that I 
built in a boom year, 
in 1929, he’s think- 
ing of industry and 
not of agriculture. 
Our latest boom year 





placed them with was about 1920 or 
‘ton, new ones, planned 1921; and since then 
hing to fit a carefully we've seen our mar- 
> or worked out unit kets go down. But 
g is | idea. In one respect I’m expecting that 
irms he had good luck farming will re- 
that & to go along’ with cover quite as soon 
ings his careful plan- as industry does 
S be ning. During a pe- and maybe sooner. 
ings riod of years he had — . . That’s why I think 
nted | accumulated — stocks A Maytag dairy farm near Newton, Iowa. E. H. Maytag owns a score or more of farms a farmer would 
dto § of a nationally known be smart to sell his 
- the f corporation; and to finance this big under- securities and build now; for unless I’m 


arm, 
ould 


stin- 
pped 


taking he sold these stocks at or near the 
top of the market. Of course his buildings 
cost him more at that time than they would 
now; but had he kept the stocks and sold 
them at their present deflated market val- 
ues he could not have built nearly as large 


. is or useful a farm plant, even at present 
Hill- prices, as he was able to do three years 
He ago. His one regret is that he did not build 
ects several more buildings while he was at it. 


The Hillman house is of frame construc- 
tion, but all the other buildings are of hard 
materials. All these materials were pur- 
the chased of the Richardson-Phelps Lumber 
suit Co., of Grinnell; and while Mr. Hillman did 

hot mention costs, Homer Richardson, of 
this lumber company, estimated that the 
buildings had cost about $25,000. 
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badly mistaken the value of farms and es- 
pecially the cost of farm buildings will go 
up faster and farther than the market price 
of industrial securities. 

“IT expect to live here the rest of my life, 
and I wanted a good plant to work with. 
I wanted a nice place for my family to 
live, and I think I’ve got it. Of course I’m 
glad I built the buildings. I think it’s the 
best thing I ever did.” 


A Homestead in Miniature 


And finally in this story we present an- 
other “homestead” of a different kind. It 
is a play house, built and owned by C. E. 
Peters, who operates a hatchery in Newton. 
The Peters home is near the eastern border 
of Newton; and nearby are overflow brood- 























Rear view of buildings on Blue Heaven Farm 





E. M. Hillman home, Blue Heaven Farm, near Grinnell, Iowa 
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ers capable of housing some 40,000 young 
chicks. 

The play house is a complete establish- 
ment in itself; surrounded by its own low 
box hedge, with an adjoining garage built 
to scale. The buildings are of frame con- 
struction, with millwork done in scale and 
a rear porch which does not show in the 
picture. One does not need to guess that 
there is complete satisfaction in the owner- 
ship of this place; nor does he need to 
guess what educational effect it is having 
in the matter of appreciating the values of 
home ownership. A child with such a pos- 
session is not likely to grow up to be an 
apartment cliff-dweller. 





Erects Canning Plant to Aid 
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leased to the company foremen, Carl Dollar- 
hyde, chairman; Gus Turner, R. A. Frazer, 
S. S. Anderson, O. Edgline, J. B. Fullerton 
Ralph Rogers and W. B. Accumen. It is pra 
posed to allow the mill employees to use the 
cannery five days a week. 





Plywood Bulletin Paves Way for 
Retail Sales to Schools 


SEATTLE, WASH., June 18.—As a part of their 
national educational program, the Douglas [ir 
Plywood Manufacturers, with headquarters in 
the Skinner Building here, have issued a con- 
struction -bulletin containing twelve working 
drawings of new manual training projects. This 
bulletin, which has been worked out in con- 
sultation with manual training instructors, is 
designed for classroom use and is distributed 


free to both instructors and students. “By 
furnishing plans to schools,” said G. L. Bar- 
Employees tells, research director of Douglas Fir Ply- 
‘ rood M f s, “we ac i sachers < 
Warren, Ark. June 20.—As a means of © 1 Manufacturers, “we acquaint teachers and 


aiding employees, the Bradley Lumber Co., here, 
has completed a canning plant where em- 
ployees may can vegetables, fruits and other 


students with the special advantages of this 
material for all kinds of cabinet and construc- 
tion work, thereby opening up bigger fir ply- 


pu ‘uit wood sales opportunities for every retail 
products without cost. The building has been  deajer.’ As a result of the fir plywood 
built by the employees without pay. For ad- advertising campaign to schools, hundreds of 
ministrative purposes the cannery has been manual training instructors and students in all 
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parts of the country are writing in for informa. 
tion about fir plywood, 





A Need for Political Reform 


ENGLEwoop, N. J., June 21—Paul H. Sel. 
den, well known mill representative in this ter. 
ritory, believes that the time has come when 
the business men of the country should take an 
active hand in national politics. Thoroughly 
aroused over the action of the 209 congress. 
men who voted in favor of the proposed bonys 
bill, which fortunately later was killed in the 
Senate, he has expressed himself as follows: 

I believe that every business man is econ. 
vinced that we can obtain a return of better 
economic conditions if and when our gp. 
called representatives in Washington and in 
our State capitals wake up to the fact that 
the time has passed when they can cast their 
votes for bills that can only produce a worse 
state of affairs than already exists. I believe 
that these 209 congressmen should be repri- 
manded in a way they can best feel jit— 
namely, see to it that not one of them who 
may be up for re-election this year shall be 
sent back to Washington. 

Mr. Selden believes that there is an oppor- 
tunity here for co-operation among national 
and local associations, trade journals and indi- 
vidual lumbermen, that will produce good re- 
sults for the country at large. 


Spring Festivals Draw 40,000 People 


During the last few weeks a 
number of stories have appeared in 
the AMERICAN LUMBERMAN tell- 


did setting in which to display their 
merchandise. 
be attractively decorated, properly 


o'clock in 
These booths had to 


the evening, at 
time prizes were awarded, and the 
work of tearing down the settings 


laborious and the boys entered into 
the spirit of the thing. The troupe 
had become known as “The P-K 


which 


ing of “spring festivals” held at illuminated, and constructed so and packing up for the next dis- Circus,” and the remark would be 
yards in Ohio and Indiana associ- that they could be transported from play was begun. This would keep heard: “Where is the circus to- 
ated with the Peter Kuntz Co., one place to another. The big the boys busy until after midnight. day?” 

Dayton, Ohio. No doubt many The first thing that struck t' 





readers will be interested in read- 
ing about the origin and the set-up 
of this series of festivals, which 
resulted in total attendance, at all 
of the 29 yards participating, of 
more than 40,000 persons. 

The Kuntz organization, of 
which Peter Kuntz is _ president, 
believed that the lumberman was 
not getting his share of the dollar 
spent by the buying public, because 
of the general opinion that lumber- 
yard stock of merchandise is con- 
fined to lumber. The question was, 
how to intelligently inform the 
public, without too great expense, 
of the diversified lines carried by 
the lumber yard. It was realized 
that if the lumber dealer had to de- 
pend entirely upon new construc- 
tion under present conditions he 
was due to suffer tremendous 
losses. Some plan must be devised 
to try to get the public into the 
lumber yard to see the many dif- 
ferent kinds of merchandise that 
are carried by the lumber mer- 
chant of today. 

Thus was evolved the idea of the 
one-day Spring Festivals. Large 
manufacturers had the plan pre- 
sented to them and greeted the idea 
with open arms, because of its di- 
rect contact with the public, fur- 


shows. 


problem to overcome was how to 
move from 
these booths, as well as the other 
equipment necessary to put on the 
To Henry Diefenbach was 
given the job of managing the [es- 


SS 
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Aq P 
| Li 


ill 


Booth of the Miami County Lumber Co., Tippecanoe City, Ohio, at the 
Merchants & Manufacturers Exposition and June Festival held in that 
city June 3-4 


jitlty 
r fh 








At 


one town to another 


set up before noon. 


5:30 the next morning all had 
to be ready to start the process of 
moving to the next location. 
arrangement of the displays then 
had to be worked out and the show 


a) ~—sCeye of visitors to these festivals w 
the cleanliness and neat appear- 
ance of the lumber yard. The 
Kuntz yards are noted for their 
tidiness and the credit for this 
must go to their president, Peter 
Kuntz, who prides himself on the 
appearance of the yards. Never 
theless, each yard manager we 
given instructions as to what n 
be done to put his house in ordef 
and Mr. Kuntz acted as an ad- 
vance agent, visiting each yard one 
or two weeks before its show date, 
making suggestions and seeing that 
the place was in proper conditi 
for the coming event. 

The public showed keen interes’ 
in the displays and were anxiou 
| to find out about the various lines 
| of merchandise. It was_particu- 
larly noticeable that the literature 
=) given out by the manufacturers 
was not strewn over the yard but 
was taken home to read. Every- 
one seemed surprised to find the 
large number of different lines of 
merchandise carried by the lumber 
yard, and many remarked that 
they had no idea that the yard 


The carried this or that item which 
had been demonstrated to 
them during the show. All mar- 


veled at the transition that had 
taken place from the old lumber 
yard of yesterday, where only lum- 





nishing them with an excellent op- tival Tour. With everything in Mr. Diefenbach handled the ar- 
portunity to present the story of readiness the entire “troupe” rangement of these displays, as 
their products to them without moved to Trotwood, Ohio, the well as the packing and unpacking 
much expense. The plan was next first location, on April 7th; and of the settings, with unusual skill. 
presented to the various Peter from that time until the twenty- He was ably assisted by the vari- 
Kuntz Associate. Lumber Yards, nine shows were completed festi- ous manufacturers’ representa- 
and twenty-nine managers gave vals were held every Tuesday, tives, and to him as well as to 
their approval. Every thing was Wednesday, Thursday and Fri-_ these boys is due the credit of the 


then ready to proceed. 

Booths were built, twelve feet 
long, seven feet high and four feet 
deep, which furnished the 42 par- 
ticipating manufacturers a_ splen- 


day, until the final show at West 
Alexandria, Ohio, on May 27. 


successful operation of the plan of 
these Spring Festivals. After five 


The shows were started _ or six of these Festivals had been 
promptly at 2:30 in the afternoon put on, the work of setting up and 
and continued until 9:30 or 10 tearing down became a little less 


ber was to be had, to the build- 
ing store of today in which 1s 
found everything that goes mito 
the construction of a home. 

Valuable prospects were handed 
to the yard managers by the differ- 
ent manufacturers’ representatives, 
and it was noted that the yards 
holding the festivals had quite 4 
pick-up in business after their 
shows. 
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Brighten Your Spot 


AYEST summer 
in years,” is the 
verdict of society 
for porch and 
summer _ cottage 
wear in 1932. Every rain- 
bow tint, every jaunty pat- 
tern, every novel contrivance 
that the mind of manufac- 
turer can devise will be 
found on the porches and in 
the gardens of the fashion- 
Even be- 
fore the glory of the peony 
burst upon us the brilliance of 
the summer awning hit us in 
the eye. Crimson-topped ta- 
bles and plaid-cushioned chairs 
decorate the lawns where the 
early summer climate has 
been auspicious. Brightly- 


ate 


| painted wooden flower boxes 


this | 
Peter | 
1 the | 


ever 
we 
n 
rdef 
| ad- 
d one 
date, 
that 
iti 
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scattered here and there at- 
tract the eye. White-slatted 
‘awn settees show up against 

rk shrubbery. Porch sets, 
including the restful chaise- 
longue, come in kaleidoscopic 


effects, and grass mats in 
startling squares vie with 
norch curtains and hanging 


baskets in eye-smashing en- 
bles. The most bewilder- 
if array of reed and rattan 
colorings is shown in the shops 
and any purse that can resist 
the allure of these gay and 
harming furnishings must be- 
ong to the original “gloom.” 

Are you going to take ad- 
vantage of this rage for color 
this summer to brighten up 
the corner where you are? If 
you have no porch on which 
to display this lovely array of 
summer gayety, then you are 


to he commiserated. If you 
have a house, and _ still no 
porch, then you are to be 


hlamed— for that is nobody's 
fault but your own. Why let 
another summer go by with- 
out that delightful appendage? 
A home without a porch is not 
complete. A yard without a 
garden seat or two is un- 
finished. 

Of course the best place to 
enjoy all these entrancing gid- 
dinesses of the 1932 summer 
season is in the summer cot- 
tage. If you can have one of 
the pretty little log-cabin- 


effect cottages which are be- 
coming so exceedingly popu- 
lar, then you can have all the 
fun of choosing and installing 
some of the novel and allur- 
ing, (also inexpensive, thanks 
be) furnishings, — then all 
summer long your cottage will 
do its bit towards cheering up 
a somewhat depressed world. 

If you haven’t a summer 
cottage, let your light shine 
out from the porch or the gar- 
den you have got. If you’ve 
only a hall bedroom, why not 
put a bright and cheery flower 
box in the window? Send 
forth a note of color into a 
gray world and see how 
quickly it sends back a hearten- 
ing smile. 

v WwW 


The Builder's Dollar 


PROXIMATELY 
twenty percent of 
the wage earners 
of this country 
derive their liveli- 
hood directly or 

indirectly from the building 

industry, it is claimed by A. 

W. Dickson, of the Akron 

Builders’ Exchange, and if 

that is true it becomes ap- 

parent that starting a little 
building is about the most 
effective help the individual 
can give towards getting pros- 
perity under way once more. 

According to an analysis of 
national wages and ownership 
incomes made 





The building dollar does not 
perish with the using, as is 
the case with many other dol- 
lars. The builder is a creator 
of things that last, and there 
are many generations who will 
enjoy the fruits of the labor 
of the building tradesmen of 
this generation.” 

rT Vw YY 

Ownership Develops 
Character 


VERY mother 
wants her child 
to grow up 
into an honor- 
able, cultivated 
and responsible 
citizen with proper self re- 
spect, an appreciation of the 
finer things of life and a 
courteous recognition of 
other people’s rights. 

There is one sure way to 
aid the development of such 
a character. That is by 
granting the child treasured 
possessions and a place, no 
matter how tiny, he may 
call his own, then training 
him to appreciate the quali- 
ties of what he possesses. 
If a boy from earliest baby- 
hood has been taught to 
value beauty and quality in 
the things he owns, is 
trained to care for and ex- 
hibit his treasures, to see 
the difference between the 
commonplace and the beau- 
tiful, he will grow into a 
man to whom 








by “Business 


destructiveness 





Week,” 58 per- 
cent of each 
dollar ex- 
pended in the 
building indus- 
try goes to 
wages, while 
42 percent is 
absorbed as 
business in- 
come, a larger 
percentage for 
labor than in 
general __ busi- 











of possessions, 
of beauty of 
quality, is hor- 
rible. It is only 
the child who 
never possesses 
anything much, 
whose parents 
have never 
known the joy 
of personal 
ownership and 
cannot  there- 











ness operations. 

“Thus,” says Mr. Dickson, 
“a dollar spent in construc- 
tion creates more employment 
and has greater effect on in- 
creasing buying power than a 
dollar spent any other way. 


fore pass on 
this apprecia- 
tion, who has never had 
pointed out to him the 
shining glory of his silver 
mug; the gay beauty of his 
A.B.C. book; the sweet 
tunefulness of his musical 


toy, that will grow up to be 
a destroyer of things. 

There is also to be con- 
sidered the broader, deeper 
enjoyment of life that comes 
to the person who has had 
training in appreciation of 
fine things. The under- 
standing and love of beauty 
and quality cannot be de- 
veloped except by owner- 
ship, by the freedom to 
fondle, to cherish. The 
lovely vase on the high shelf 
means little to the child on 
the floor, but the lovely ball 
of his very own means 
much. The care of a fragile 
bit of priceless china cannot 
be inculcated in the child 
who has never been per- 
mitted to handle a bit of 
beautiful china of his own. 
The appreciation of nature’s 
masterpieces cannot be 
learned by the man who has 
known no whit of beauty in 
his childhood. 

All this points to the own- 
ership of a home as the chief 
aid in development of char- 
acter and taste and fine 
habits in the child. 

Vv vw 


Window Flower Boxes 


HE contribution 
to the exterior 
appearance of a 
home that is 

— made by window 

“ flower boxes is 
really remarkable, fully justi- 
fying the wide use and popu- 
larity of this form of exterior 
embellishment in homes of the 
better class. 

At the annual Flower Show 
recently held in Chicago, 
which was attended by over 
87,000 persons, there were on 
exhibition about fifty window 
box ensembles, all but two of 
which were made of wood. In 
other words, boxes of this 
character can be readily made 
from short pieces of lumber 
by anyone at all handy with 
tools. 

If in addition to the win- 
dow flower box the window is 
bedecked with a bright hued 
awning, in a tasteful color 
scheme, added charm and at- 
tractiveness is lent thereby. 





Show this page to your local editor. He may want to use some of it. 
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GLEANINGS FROM THE MAIL BA 





Knows the Storm Will Clear 


That the present situation has got everybody 
guessing, even the best merchandisers in the 
country, is indicated in a letter received re- 
cently from an outstanding lumberman who 
long has had the reputation of being one of the 
most successful sales directors in the lumber 
industry. Commenting on this situation, he 
said: 

I thought that I understood something 
about economics, at least enough to deter- 
mine when to sell and when not to sell, and 
understand the general trend of prices due to 
the law of supply and demand, I did antici- 
pate in 1928 that there would be a reaction, 
but I had no idea that it would go far 
as it has gone, and since it has gone thus 
far, it is difficult to say where it will stop. 
I recall when I was a boy, asking a man if 
he thought the shower that we were then 
having would clear up. His reply was: “I 
never saw but one that didn’t.” In my inno- 
cence, T asked him to name that one, and he 
said, “The present one.” Well, that storm 
cleared up, and IT know the one we are in will 
clear up It is just a question of the date. 


so 


Helping People to Help Themselves 


From many sections have come to the AMER- 
ICAN LUMBERMAN reports of how men who 
have been out of employment for a long time 
are being shown how at least to supply food 
for themselves and their families through gar- 
dens and other methods. One of the most in- 
teresting examples of this kind is noted in a 
letter received recently from a man who for 
many years has been rather closely identified 
with the lumber industry and is now co-operat- 
ing with the President's organization on unem- 
ployment relief. In this letter, he said: 


Mr. Blank and I recently visited some of 
the soft coal districts in West Virginia. In 
some camps no one had had work for six 
months. Nevertheless they were carrying on 
with such assistance as they could get from 
local government, which is very little, the 
operators, and, in the case of the children, 
from the American Friends Service Commit- 
tee. We came away deeply impressed with 
the spirit of the miners and their families 
in the face of distress. They are doing all 


they can to help themselves and to help each 
other, and a very good job at that. In one 
camp, with no one at work, every man had 
turned over his garden plot although they 
had no seed. Each man believed the seed 
would come, and it has come since then, The 
Friends are teaching the women sewing, 
quilt making ete. and the men carpentry, 
furniture making and the like. They also have 
taught one in every camp where they 
are operating how to repair shoes and help 
keep the children and grownups shod. 


some 


Alabama Consumes Much Lumber 


In a letter received by the AMERICAN LuM- 
BERMAN recently from a lumberman in Bir- 
mingham, the interesting statement was made 
that other than the three large towns in the 
State, the small towns and rural sections dur- 
ing the last half of 1931 and up to this time in 
1932 have used more lumber and constructed 
more buildings than in any year since 1922. 
This lumberman recently had occasion to make 
some long trips through the State by automo- 


bile. Commenting on conditions as he saw 
them, he said 

All over the State, new homes—the small 
type farm houses and some rather preten- 
tious one have gone up Along the high 
ways can be found a string of country homes, 
stores, filling stations, tourist camps, and 
“hot dog” stands of every type. Traveling 
from Birmingham to Montgomery, one finds 
50 to 60 of these buildings along the high- 


way. In other sections, the same situation is 
found. On Sand Mountain in the Marshall 
County section about Albertville, more lum- 


ber was used in the period above named than 
in all of the Birmingham section. Low prices 
of labor, as well as materials, have had 
something to do with this. The average real 
dirt and regular farmer has not suffered other 
than in being unable to readily turn his 
extra crops into cash, but most of them were 
ready to build when the low prices made it 
desirable. In a recent trip from Caryville, 
Fla., to Pensacola to Mobile and back to 
Birmingham, the same conditions were found, 
with hundreds of these medium priced build- 
ings going up all over the section men- 
tioned, while in the large towns—dead as old 
Hector. 


Passing the Idea Along 


From a wholesale commission lumberman in 
a prominent Pennsylvania city has come this 
interesting letter, commenting on an editorial 
in a recent issue. 

Have just finished reading the article en- 
titled “Credit Immobility Is the Neck of the 
sottle,” in the May 14 issue of the AMERICAN 
LUMBERMAN. I think this is the best article 
along these lines that I have ever read. It 
pictures the true situation, and I am cutting 
the article out to carry with me for others 
to read. Several dealers have told me that 
they are experiencing the same situation with 
the banks that this article describes, in that 
the bankers are discouraging home building 
if the owner has to borrow even a small 
amount. I have a very good friend who is 
connected with one of the large banks in 
this city, and I intend that he shall read the 
above mentioned article. 


The Real Situation in Lumber Stocks 


The AMERICAN LUMBERMAN has made refer- 
ence several times to the fact that because of 
unavoidable deterioration of low grade stocks 
that have been a long time in pile, and poor 
assortments, there no dcubt is a much smaller 
quantity of available lumber on hand than is 
represented in the statistics compiled for the 
industry. This situation is referred to in a 
letter received recently from a well known 
wholesaler in the Pacific Northwest, who says: 


There are large stocks of lumber at the 
mills out here and, looking at the statistics 
and the large inventories shown, one is apt 


to get the wrong impression unless he knows 
just what these inventories mean. For ex- 
ample, wé quite often go out and buy up 
complete stocks of lumber, ranging from five 
million to ten million feet, from mills that 
have either cut out or shut down for an in- 
definite period or whose owners have gotten 
into financial difficulties, or for one reason 
or another want to sell and clean up their 
stock of lumber. We have looked at four 
or five of these stocks in the last sixty days, 
totaling about 50,000,000 feet, and I don't 
think we could pick out of all of these stocks 


10,000,000 feet of what we call readily sal- 
able items. The rest of the stock is what 
we call “cats and dogs,” or hard, slow mov- 


ing items, and items that always accumulate 


and are hard to sell even during normal or 
boom times. Of course there is a large 
amount of No. 2 common and No. 3 common 
and low grade lumber in all of these stocks, 


and the assortment of lengths is such that for 
the most part the footage doesn’t mean any- 
thing. 


This writer also refers to another significant 
change in the lumber business. He says: 

Like the retailer, people in our line of busi- 
ness are handling a good many lines of which 
normally we never dreamed. For example, 
in the last thirty days we have handled orders 
for straight cars of mop handles, pike poles, 
to say nothing of numerous specialty items 
that ordinarily we wouldn't even figure on, 





Le! 


Thinking About Jonah and the Whale 


A live wire lumber salesman who takes 
real interest in not only trying to keep himself 
educated as to the qualities and uses of the 
lumber he sells and that with which it comes 
into competition, but tries to convey this idea 
to other salesmen and to lumber buyers, and 


who also is somewhat of a student of economics 7 
frequently brightens the office of the AMERIcay | 


LUMBERMAN editor with a communication 
chock-full of interesting comment. From a re- 
cent letter is taken this comment on the de- 
pression : 

Vith so many people talking and appear- 


ne 


ing gloomy and dark, I sometimes wonder if / 


Jonah didn't strike some dark weather when 


he fell down the gullet of the whale. But 
he came out all right. Maybe he gave the 
whale a stomachache and the whale heaved | 
him up. It looks to me like with 120,000,009 
people yowling down in his insides it isn’t 
going to be long before this Old Man De- 
pression gets an awful case of 


"Who Dares Say Anything Detrimental 
About Nebraska?" 


It is always refreshing to find a good citizen 
enthusiastic about his home State and his local 
community. In fact, it is this sort of enthusiasm 
that helps to make good citizens. This was 
impressed upon the AMERICAN LUMBERMAN 


indigestion, 
Re 


editor recently when reading a letter from one / 


of the well known and successful retail lumber 


dealers of Nebraska, R. B. Weller, of Weller | 
Bros., Omaha, who, among other things, said: § 


We are 
the section 


mighty glad that we 
of the United States that we call 
home. Although among the youngest of the 
States, Nebraska ranks about tenth in _ per 
capita wealth. Its soil is the greatest that has 
ever been developed. In the early ‘70s 10 to 


are located in 


15 bushels per acre was considered a fair wheat ” 


crop and 15 to 25 bushels a good corn crop. 
That same farm today is producing three and 
four times as much per acre as it did fifty years 
ago, and nothing has been done to that soil but 
proper tillage with proper rotation of crops. In 
recent years we have seen farms in Knox 


County produce as much as 90 bushels per acre | 


and thousands of acres that produce 60 bushels. 
Omaha contains the largest butter producing 
center in the world. In live stock we are second 
in the world, and as a distributing center for 
farm machinery we are first. You would be 
astounded to learn of the handsome amount 
received from the sale of poultry and similar 
products of Nebraska, and these are really side- 
lines. There is under construction in 
the largest grain elevator ever built. To serve 
this plant, four miles of railroad switch tracks 
have been built. Last 
brought in here with one engine a train of 
wheat containing 142 cars. Not long ago the 
deposits in the savings banks and building and 
loan associations in Nebraska were reported to 
exceed $120,000,000. Doesn't this make you 
feel like calling Nebraska your home? 


Thinks a Little Pressure Would Help 


A reader of the AMERICAN LUMBERMAN if 
an Alabama city believes that, while everyone 
has his own idea as to the most feasible plan 
for restoring prosperity, some pressure exerted 
in certain places might tend to help things 
along. 
follow the adoption of a plan by all shippers of 
rough freight to require that these shipments 
he sent forward in freight cars that are in good 
condition, In a letter discussing this subject, 
he said: 


I am a lumber inspector for a_ flooring 
plant. You know a box ear in which oak 
flooring is to be loaded should be_ practi- 
cally as good as a car for grain loading, 


He suggests that good results would § 


Omaha J 


season the Burlington 7 
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which to 
inspected 


ordered equipment in 


recently we ~ : 
B The railroad 


flooring. 


a edl out of this number placed on 
acti siding two cars in which to load 
= flooring, and one of these had a leaky 
esl Now, if all of the rough freight ship- 
wave would demand first class cars in which 
B 0 toad their products, it would be but a 
short time until railroads would be in the 
bo orket for material with which to repair 


This in turn would give 


equipment. 
pen Mie are to a large number of men, from 
repair men in the car shops down to the 
lowest paid man in the forest or the mine. 
This sort of pressure in a way might seem 
unfair, but the railroads asked and received 
an increase in rates on the ground that 
unless the rates were raised the roads would 


go into the hands of receivers or worse, and 


AMERICAN LUMBERMAN 


ging for work at 50 cents a day for ten 
hours, and farm labor is 25 cents in this ter- 
ritory; so labor has been cut as low as it 
can be. 


Making Treated Lumber Available 


A thoughtful and constructive study of one 
of the important problems now facing the lum- 
ber industry—that of making treated lumber 
readily available to the wood consumer—is indi- 
cated in a letter recently received from a manu- 
facturer of various types of woodworking ma- 
chinery, mortising and boring tools. Interest 
in this subject is growing rapidly and without 
doubt there will be considerable development 
along this line in the future. Among other 
things, this correspondent said: 
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has been made in the development of com- 
mercial treating plants as a part of the lum- 
ber manufacturers’ business, but this has 
been possible due to the fact that a few large 
companies can afford such expenditures and 
they can also specialize more in the distribu- 
tion of structural! material. 

Even a small treating plant equipment is 
rather expensive, but the irregular operation 
of such a plant is still more expensive. The 
practical problem is how the large number 
of scattered mills in our South Atlantic and 
Gulf timber areas can to any degree afford 
the installation of these treating plants. I 
have thought of this problem considerably 
because for years I have had a particular 
interest both in the preservation of timber 
and in the conservation of our timber re- 
sources. About the only practical solution I 


if the increase Was granted, these roads ca : have figured out is for some of the lumber- 
would be in the market for rails and equip- There is no question but that treated lum- men’s associations in these districts to co- 
ment and probably would put men back to ber must be more generally available in the operate to the point where they can estab- 
S work. So, now we have to pay the roads future if lumber is to remain in competition lish at central shipping points a moderate 
a freight revenue at about whatever rate with other structural material. In fact, in number of treating plants that will function 
they want to charge. Then why not try my judgment, fireproof lumber must be avail- for a number of mills, or make treating 
another force plan and see if this would able. The practical problem is how treating arrangements with some of the existing com- 
not help just a little? At least it could not facilities are to be ‘supplied in many dis- mercial creosoting companies in their terri- 
make conditions any worse. Men are beg- tricts. On the Pacific coast some progress tory. 


Points Out Opportunities for Research 


erchandising Fiel 


more will be sold or 


Moscow, Ipano, June 18.—The elements of ( consumed by price cut- offered; ner te protect ourselves against un- 
aes he : are succinctly stated by ting; after that it becomes a case of dog eat sound building and fire codes. ; 
a good lumberman SFC = SUCCICH| : . dog within the industry itself. Buying is The money spent, by comparison, on re- 
Huntington Taylor, general manager, Crater freer in a steady than on a declining market. search by companies and industries such as 
Lake Lumber Co., Sprague River, Ore., in an Most buyers are willing to pay the price so the telephone, electric, motor, aluminum, 
interesting article written by him for forestry long as they are sure their competitor can't steel, and others, and results obtained, would 
students in the school of forestry, University buy cheaper. They want to know that their make one wonder how we had retained any 
of Idaho, and published in the annual issue of inventory is worth what they paid for it and markets at all. It simply shows how real a 
The Idaho Forester, the subject being “A Chal- not a dollar a thousand less because thein necessity lumber is. Compared with the ex- 
i - lhe agit 2) 3 competitor bought his that much cheaper a penditures for research in other industries 
lenge—Quo Vadis?” Mr. Taylor said: week or so later. He should be able to make the amount spent by the lumber industry 
To be a good lumberman, a man should be an economic survey of would be a joke, if it weren’t a tragedy. 
master of half a dozen businesses—engineer- his territory. * * * There are many places for wood not yet 
ing, construction, railroading, milling, lum- My experience in developed and the opportunities in this line 
ber marketing, and, at times, river driving, buying from the steel are definite. Our trouble is that we have 
dam building ete.—each of which would re- industry, for example, waited for necessity to force us and lost 
quire a lifetime to learn. is that somewhere and much valuable time instead of, as has been 
somehow their sales- done by some industries, figuring it out 
Stating that for good reasons lumbermen men have had _ both ahead, i. e., beating our competitors to the 


have been slower to adapt themselves to the 
new order of marketing than have some of their 


punch. 





Better Selling Needs 





competitors, Mr. Taylor continued : H. TAYLOR, With reference to the question of marketing, 

For years we had been accustomed to fur- Sprague River, Ore.; Mr. Taylor pointed out some of the needs for 
nienng what our customers asked for in the Writes for Students _ better selling, and said: 
knowledge that they would have to have z : ‘ = 
lumber—not selling or helping our customers on Lumber Merchan- Large concerns with sufficient volume to 

a ee “9 : dising over ‘ritory wi ir own salesmen 
to sell “lumber” against other materials. So _— pe tc fonh te ue wer rhgy od rae F 
even today in most cases one “lumber” sales- can afford to Se ‘ f , 

P i; call} : tae fl . Others, and this covers a large percentage 
man is selling in competition with another 1 t sell through legitimate 
“ ” . ae * é s s 4 ate 

lumber salesman for a bill of lumber of the total, mu 3 5 


which the customer is predestined to buy in technical and merchan- wholesalers or commission men who become 








“lumber,” while the substitute salesman is dising training and de- their direct representation to the trade. — " 
selling against the world, showing the re- pend very little on The wholesaler, who occupies a necessary 
tailer where and how his product can be sold “price” in making their position in the industry, must also broaden 
and what it is used for. sales. They seem to his selling policies to include this fight for 
The result has been that substitutes have take it for granted lumber in its proper place, and if he is to 
taken away some markets in which lumber that you will be will- occupy the position he has in the past and is 
was better than the substitute. Why? Be- ing to pay them what entitled to in the future, he must accept the 
cause we have not known enough about the will return a reasonable profit provided they challe nge and _recognize that his vege 
uses to which our product could be put and give service and quality. This would be a prosperity is tied up with that of the mills, 
have not been in sufficiently close touch with new school of thought in the lumber business He must help his cust mer sell his products 
the ultimate consumer. So here is one of the where cost has never had any reiation to or and spend more of his time and enersy mm 
real opportunities for those interested in that effect upon the price quoted or obtained. widening his markets to obtain his margin 
phase: tesearch in the merchandising field. . than on seeing how cheaply he can buy. 
Need of Technical Research 
Commenting on the need of technical train- : ; . 7 
ing for salesmen, Mr. Taylor said: Stressing the need of technical research in Curtail Operating Program 
“ oa mens SE She Potters sinet Suen oe oo Bagge nS Se BELLINGHAM, WASH., June 18.—Following a 
wood.” He must be able to make technica Mngs, Said: : a ne oe . ae. ag 
surveys of his pesathie maskets. Wis ebeull f venture the opinion that had the lumber recent staff conference, J. N. a 
know the relative value of lumber to compet- industry put aside a minimum of $100,000 ant to President iA H. Bloedel, of the > loede 
ing materials in dwellings and other con- a year for the last 15 years for purely ex- Donovan Lumber Mills, announced a drastic 
struction. He must find out to what new uses perimental purposes, “boards,” as such, would curtailment program. Operations at the cargo 
his product can be applied and why substi- today bear the same relationship to the lum- mill will be curtailed, and the number of work- 
tutes have taken some markets away. He ber industry that beef does to the meat in- ers reduced from about 400 to about 100, or a 
Should be taught that when he finds a cer- dustry (what would a beefsteak cost today Resta ae All logging operations will 
tain market has been lost by reason of the if it weren't for the by-product?), and, fur- skeleton crew. zt 1088 al I hi a aT 
fact that the substitute is economically better ther, that there are a number of mills built cease about June 20. The Larson shingle mu 
he should not waste his time trying to get within that period for making “boards” will close at the same time the cargo mill 
the market back, but look for other outlets which would either never have been built or curtails. Logging operations, which have been 
Where he can prove his product to be su- would be much smaller in “board” capacity — eonfined to Clallam County, will be suspended 
- r-—there are many. * * * and merely adjuncts to Rd alge —— for an indefinite time. In making this announce- 
e should know that prices ought to be On the contrary, as an industry, we have no : ° 3 gpa 

held in proper soneienatiiin with the cost of even spent enough money to protect our- ment, Mr. gap ng Pope Ree be ne 
other materials with which he is competing selves against substitutes where our own pany will do in the fall will depend upon marke 
and that when he has gone to that level no products were superior to the substitutes conditions. 
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Urges 30-Cent Coast-to-Chicago Rate 


A striking analysis of the position of Douglas 
fir in Chicago and other markets east of it 
has been prepared by Lord & Bushnell Co., of 
Chicago. It may be considered in three parts— 
(1) The impossibility of railroads meeting 
water competition on present rail rates. (2) 
The desirability of marketing fir in the rough 
in the middle West. (3) The possibility of 
raising western railroad revenue through higher 
loading minimums at lower rates. 


All-Water from Coast to Chicago 


The company states that it has just entered 
into a contract to lay down on its doel- on 
the Chicago River, lumber which is to be 
shipped from Portland and Seattle, through 
the Panama Canal, up the Hudson River to 
the mouth of the Erie Canal, there transferred 
to a barge which will go through that canal 
to the Great Lakes, be again transferred, to a 
Great Lakes steamer, and brought down through 
Lake Michigan to the Chicago River—a total 
distance of between six thousand and seven 
thousand miles. The lumber will move at less 
cost than it could direct by railroad for a third 
of the distance. 


Railroads May Compete in Some Territory 


Even if intercoastal boat rates were raised 
250 percent, to their previous peak of $25 or 
$30 a thousand, lumber would still move by 
water, as it did in the past, to the Atlantic 
seaboard—though there could no longer be a 
back-haul to as far west as Buffalo and Pitts- 
burgh. As intercoastal water rates are now 
$8.50 to $10 a thousand, to Atlantic ports, rail 
competition for much of this business is evi- 
dently impossible. There is a possibility of 
competition in such a State as Ohio, however, 
but of the fir lumber used in this State dur- 
ing 1931, 70 to 80 percent moved through Nor- 
folk, Va., and then by rail 700 miles west. 


Dressing Green Has Hurt Trade 


Douglas fir, says the statement, should be one 
of the largest-selling woods in the Chicago 
market. In considering the marketing of this 
species in Chicago, the company clearly differ- 
entiates between timbers, on the one hand, and 
common boards, dimension and plank on the 
other—and between these two groups and up- 
pers. The select and better quality of the log, it 
says, can be successfully marketed as a finished 
product if transported in closed, lined cars, and 
these uppers should carry a higher rate. The 
lumber produced from the knotty part of the 
log—including timbers and common yard stock 
—has not been successfully refined at the mills, 
largely because it is dressed green. “The green 
dressers among the manufacturers have dragged 
down the dry dressers.” Fir yard lumber, if 
dressed green, shrinks after being held in stor- 
age at Chicago for a while, and has “the worst 
appearance of any of the woods,” so that the 
customers “can not possibly be well pleased 
with lumber that was dressed in Washington 
from six months to two years prior to the con- 
sumer using it in his work.” 


Rough Stock Gives Greater Strength 


Even if yard lumber is first dried on the 
West Coast and then dressed, it is not as sat- 
isfactory to the ultimate consumer as is rough 
lumber, because he gets less in the piece, and 
larger sizes of rough would be preferred be- 
cause of their greater strength. “In the old 
Norway and white pine days in the Chicago 
district, these woods were largely delivered to 
the consumer in the rough, and sized for 
width,” and 75 to 85 percent of the joist and 
plank used in the Chicago market were put 
into the buildings rough. The shipping of 
rough Douglas fir has been one of the greatest 
factors contributing to the upbuilding of fir 
markets in the Chicago region in the past, it 
asserts. “When we bring in rough plank and 
timbers, they dry out here, and a large amount 


can be marketed by sizing up the edge, and the 
timbers of course can be surfaced, producing 
a very pleasant and satisfactory effect on the 
ultimate consumer when delivered on the job.” 
When there is a demand in Chicago for big 
fir timbers, the yards buy practically all of 
them in the rough, because the saving in ship- 
ping dressed timbers as against shipping rough, 
is practically nothing. When it comes to di- 
mension and plank, the saving in shipping 
dressed is so great that it can not be over- 
come. It is unreasonable, the statement con- 
tinues, to make the same rate on rough and 
on finished lumber, which are two different 
commodities, for “the sawmill is forced to put 
a poor (dressed) product on the market, and 
leaves a considerable amount of shavings on the 
Coast which should be permitted to come into 
the ultimate consumer’s hands.” 


Wants Low Rates and Big Carloads 


The remedy for the situation proposed by 
the company is a drastic lowering of rail rates 
on fir. A small cut in the rail rate to Chicago 
would be of no avail, it asserts, in recovering 
tonnage for the railroads. It suggests 30 cents 
a thousand on rough, with a minimum of say 
72,000 pounds a car—which it says in actual 
practice is more likely to be 90,000 pounds on 
open cars. The lumber could be shipped on 
flat or open gondola cars, and by this method 
of shipping the railroads would benefit, because 
there would be fewer claims, and there would 
be no damage to box cars through shifting of 
dressed lumber. The railroad engine, the com- 
pany points out, needs verv little additional 
power to move heavy carloads, and in this 
contention it is upheld by a statement of the 
Pacific Northwest Advisory Board, which ap- 
peared in the AMERICAN LUMBERMAN of April 
30, page 25. A car of rough fir, weighing 
3,300 pounds a thousand, moving on a 30-cent 
rate, would cost $10 a thousand for shipment to 
Chicago. Such a sharp decrease in haulage 
expense would result in an increase in building 
consumption in the Chicago market; would give 
Chicago its fir needs on the same basis as the 
Atlantic coast ports supply theirs, and would 


A Demand 


According to recent statistics at hand from 
the building commissioner’s office, Chicago has 
within her borders, 135,184 residences and 301,- 
544 apartment buildings of one or more apart- 
ments subdivided in the following groups: 


25,551 one-family homes. 

30 homes in rear of stores 

03 homes over stores. 

3,951 apartments over stores. 

,589 apartments in rear of stores. 
41,059 two-flat buildings. 
0,613 three-flat buildings. 
332 apartment buildings 


9 
,4 


« 


ho cle woe a 


Z. of 4 
flats. 


e or more 
Based on our city’s 1931 census of 3,500,000 
people, and using the guide of the Cook County 
Unemployment Relief Bureau of four to a fam- 
ily, this comprises about 850,000 families, but 
these standing structures considering replace- 
ment and modernization needs provide shelter 
protection for 750,000. Apartment hotels of one- 
and two-room suites are not included. Four 
years ago, when the building recession actually 
set in, and high rents were prevalent, these 
kitchenette apartments had an economic appeal. 
Among the newly married this is manifest to- 
day. No one is legally bound to a lease, as they 
are rented upon the weekly or monthly plan. 
This class are potential renters and prospective 
home owners, and will resume housekeeping 
duties with the brightening of business skies. 
Since 1929 there has been practically no build- 
ing of residences and apartment buildings. In 


give Chicago distributors an opportunity to re. 
cover their markets as far back as Pittsburgh 
and Buffalo. 


Chicago Could Ship Big Rail Tonnage 


The railroads themselves are presumed to 
use about one-third of the lumber consumed 
in the United States, and always buy enormoys 
quantities that come through eastern seaports, 
in order to service their lines as far back as 
the Indiana State border. If Chicago got fir 
on a low rate, it would be able to re-ship by 
rail to supply the needs of eastern railroads 
all the way to New York City and Pennsyl- 
vania, and would be able to compete for con- 
struction needs in Indiana, Michigan, Ohio, 
New York and Pennsylvania. The railroads 
would therefore recover a large lumber ton- 


nage, and secure revenues that are now being | 


lost. 
Offers to Ship 50 Cars at Low Rate 


The company winds up by offering to ship 
a trainload of 50 cars of rough lumber, run- 
ning from 75,000 to 100,000 pounds, to Chicago 
on a rate of 30 cents, which would give trans- 
continental western railroads a gross revenue 
of about $13,125. 
handle 45 of these cars through Baltimore and 
New York. The other 5 will have to be han- 


dled by rail in any case, and will give the rail- | 


roads a revenue of about $1,800. They have 
the choice of taking in the difference of about 
$11,000 on a low rate, or allowing the inter- 
coastal water shippers and back-hauling east- 
ern railroads to get the business. 

The Lord & Bushnell Co. takes a dig at 
the ruling of the Interstate Commerce Com- 
mission, refusing permission to the Southern 
Pacific Railway to meet intercoastal water 
rates, its reason for such refusal being that 
proposed lower rail rates were non-compensa- 
tory. The company asserts that what is a non- 
compensatory rate is a matter of guesswork in 
any case. And it adds that if the Panama 
Canal is not now meeting fixed charges, surely 
the rate being charged intercoastal steamers 
for its use is non-compensatory. 


for Housing 


view of the average 300,000 daily attendance at 
the 1933 Fair, hotels and apartment hotels will 
be rushed, accommodating the influx of tourists. 
Conservatively 125,000 more or less of the com- 
bined 436,728 residences and apartment build- 
ings listed are in blighted or semi-blighted dis- 
tricts, and undesirable for living purposes. It 
is more profitable for owners to tear down, con- 
sidering their obsolescent status. Approximately 
75 percent of the tax applies on building valua- 
tion and 25 percent on land. 
centage of tax money is saved through oblit- 
eration. The expense of building anew would 


At present rail rates, it will | 
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This large per- | 


not vary to a large degree in comparison to put- | 


ting such obsolete structures in a structurally 
sound condition. Even our desirable residential 
sections possess buildings that have been, or are 
being demolished, because they have outlived 
their usefulness and vacancies, reduced rent 1- 
come, and heavy taxes are burdens their owners 
could not endure indefinitely. 

Others of this 125,000 group, while not as 
deplorable, lack modernization refinements etc., 
and do not measure up to current day shelter 
requirements. Deducting this 125,000 from 436,- 
728 leaves 311,728 desirable residences an 
apartment buildings at the disposal of 850,000 
families. 

Apartment vacancies are traceable to wide- 
spread doubling up of families for economic 
reasons. This vacancy surplus will hardly sup- 
ply the desires of those seeking their own pri- 
vacy when employment conditions are on the 
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mend. Reliable sources say about 15 to 20 per- 
cent of the 150,000 families doubling up would 
absorb them. At least 100,000 additional apart- 
ment buildings and residences would be neces- 
sary to satisfactorily house all. 

These figures may be disputed, but the longer 
the business slump continues, the more feverish 
the housing demand when our general business 
situation is corrected. Our growing metropolis 
has to keep in step with her mounting popula- 


Lincoln an 


Lumber is to be well represented at the 
World’s Fair in Chicago next year, no matter 
what formal action is taken by the industry. 
The Abraham Lincoln exhibit, located on the 
Lake front, just south of the replica of Fort 
Dearborn, is already attracting visitors, having 
just recently been thrown open to the public. 

From the lumbermen’s standpoint, an interest- 
ing feature is that the entire exhibit is built of 
wood, some old, some new, including some of 
the first pieces of longleaf yellow pine ever 
shipped to Chicago. 

From old rail fences, such as were made by 
“Abe, the rail splitting President” which lead 
up to the exhibit, down to new northern woods 
which went into much of the construction of 
the Wigwam, lumber and timbers are found 
on all sides. 

Sesides the Wigwam replica, one of the 
most interesting sights is that of the Lincoln 
birthplace, with its hand hewn door, the Indi- 
ana home, with the wooden pegs leading up 
to the loft where he used to sleep, and the 
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tion, and since the 1871 fire has never failed 
to register a yearly population expansion.— 
Bulletin Building Construction Employers’ As- 
sociation, 





DeEsPITE a slowing up of building over the 
country generally, a total of 171 commercial and 
107 municipal airports are recorded by the De- 
partment of Commerce as having been added to 
the airport map in 1931. 


Lumber at 


half, a most effective fence has been secured, 
both outside and inside. 

The construction of the birthplace cabin, then 
the Old Salem home, and the famous Berry 
store in which Lincoln first worked, was a 
problem, as it was necessary to make the old 
logs fit correctly, and at the same time to use 
union labor. It was desired to used old shakes 
for shingles, which, of course, would naturally 
show from both sides. To make such a struc- 
ture waterproof, and still use old curled shin- 
gles, demanded an intermediate surface, which 
was provided by utilizing another wood prod- 
duct, Masonite tempered presdwood. In build- 
ing the floor of one of the cabins, it was found 
there were not sufficient hewn floor boards, so 
southern pine was secured, hewn and _ finally 
tracked down with mud until it took on an old 
time appearance. 

In building the Wigwam replica, which is 
two-fifths the size of the original, it was felt 
that as northern woods undoubtedly had been 
used in the original construction, Wisconsin 
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Closes Woods Operations for 
Indefinite Period 


Anpbrews, S. C., June 20.—The Atlantic 
Coast Lumber Corporation has closed down its 
woods operations for an indefinite period. The 
shops, which are located at Andrews, will con- 
tinue in operation until the logs that have been 
cut are hauled to the mills in Georgetown. 


orld’s Fair 


come from the mill at Norfield, Miss., (now 
operated by Natalbany Lumber Co.) and were 
practically clear longleaf. Some of these tim- 
bers are now holding up the gallery of the 
Wigwam. Outside of nail and bolt holes, they 
are still in wonderful shape; in fact, samples 
of them appear to show the stock “as good as 
new.” 

In the construction of the gallery proper, 
of the Wigwam, both Douglas fir and yellow 
pine joists were used. 

The Lincoln birthplace replica catches the 
first glance of the visitor, on account of its 
great historical interest and the fact that it 
has but one small, paneless window, with an 
old hewn door. The greatest interest undoubt- 
edly will center around the Indiana home with 
its model of young Abe, the rail splitter, lying 
on the floor in front of the large fireplace, 
studying “Weem’s Life of Washington” and 
making notes on a solid wooden shovel. En- 


tering this single room log cabin, one is struck 
by the fact that the door is not only hewn, 











Lincoln Berry store in background, Lincoln’s home in center, and his 
birthplace in foreground 


Lincoln Berry store at Salem, which is now 
filled with interesting exhibits. 

Months of study, including visits to the of- 
fices of the AMERICAN LUMBERMAN, preceded 
the actual work of construction. Fortunately 
public libraries as well as that of the Chicago 
l'ribune contained good accounts of the origi- 
nal Wigwam, probably the most unique con- 
vention hall ever used in America. In addi- 
tion, the builders were fortunate in being able 
to call on the memory of a well known Chi- 
cago lumberman, A. Fletcher Marsh, vice presi- 
dent, Marsh & Truman Lumber Co., who ap- 
parently had the only record of the first yel- 


low pine timbers ever shipped into the Chicago 
area, 


Logs Carefully Secured 


The Lincoln birthplace logs were secured 
from old log houses in southern Illinois, each 
carefully marked before being taken down, then 
brought to Chicago. Included was one walnut 
log, hewn, about an 8x10, 36 feet long. While 
these old logs were being collected, Wisconsin 
was furnishing spruce posts, pointed at the 
ends, to make a fence enclosing the entire ex- 
hibit, similar to the stockade around the home 
of Thomas Lincoln. By splitting the posts in 

















Replica of the old Chicago Wigwam where Lincoln was nominated for 


President of the United States 


and Michigan should be called on for most of 
the material used. To give a rough unfinished 
appearance, it was determined to use rough 
hemlock which would quickly age. The win- 
dows and doors of the original building con- 
tained patterns which are now out of date, but 
with the original photographs at hand, the Ed- 
ward J. Bahe Co., of Chicago, made special 
frames and windows comparable with the orig- 
inal white pine frames. 


Old Yellow Pine Timbers Used 


Inside the Wigwam were posts to hold up 
the gallery, which housed the elite of Chicago 
and of the nation, and here again another 
source of wood was used. It had developed 
two years ago when the wholesale plant of 
Marshall Field & Co. was being demolished, 
that when this building was erected in 1886, it 
had been impossible to secure large enough 
white pine timbers for its construction and it 
was decided to take a chance on longleaf yel- 
low pine timbers, as a substitute. As the 
planing mills in the South were not then of 
sufficient size, the pine timbers were brought 
to Chicago to the planing mill of Marsh Bros. 
& Ransome, and were there dressed. As near 
as could be remembered, these timbers had 


but is a three-slab door, with wooden hinges 
and wooden door catches; in fact, the only 
item not wood is the buckskin latch string. 
Off to the left may be seen the wooden pegs 
leading up to the loft, where Lincoln slept. It 
took master craftsmen to build such doors and 
windows, the sash being made from hand split 
hickory clapboards for muntins and stiles, the 
glass being set with wooden strips of the same 
material and wooden pegs in place of nails. 

In building the floor of this cabin, it was 
found impossible to secure sufficient old hewn 
planks, so through the resourcefulness of 
George Niles, superintendent of construction, 
yellow pine plank were hewn, then covered 
with mud, so that it is impossible to differen- 
tiate between the old and the new. 

A slight departure from the historical facts 
has been made in the construction of the Rut- 
ledge tavern, as this is somewhat oversize and 
does not contain any sleeping rooms, but is for 
rest and refreshment. This building overlooks 
the lake and is so constructed that in fine 
weather tables may be located where visitors 
can rest and look out over the blue water, 
while the children ask questions about the 
Great Emancipator, and read letters about his 
early life, 
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Check Results on Improvement 
Campaigns 


Rock, ARK,, 
ing mechanics will 


LITTLE June 20.—Expert build- 
call in person on 5,000 
home owners here to check the results of the 
building and labor survey recently conducted 
under the sponsorship of the Chamber of Com- 
merce and to ascertain whether the property 
owners have had repairs or improvements 
made the survey was started, Ken Cole, 
general manager of the employment and labor 
development committee, has announced. The 
mechanics will seek to secure work for them- 
selves on projects that home owners may see 
fit to start now, said Mr. Cole. 

Pine Briurr, Ark., June 20.—The survey 
recently completed by the unemployment relief 
committee of Pine Bluff reveals that there are 
a number of structures in the city that are 
“beyond repair” and it is understood that the 
city council will be asked at its next meeting 
to issue an order condemning such structures 


since 


and instructing owners to raze the buildings. 
\ survey, made here under the direction of 
G. E. Stewart, and George Merkel of the 


Chamber of Commerce, 
amount of new 
from the city 
than $150,000 
tracted for 


has resulted in a large 
work being started. Reports 
engineer's office show that more 
worth of work has been con- 
since the survey was started. 





Los Angeles aren 


[Special telegram to AMERICAN LUMBERMAN] 


Los ANGELES, CALIF., June 22.—Cargo 
arrivals at Los Angeles harbor during the two 
weeks ended June 18 amounted to a total of 


10,671,000 feet, there having been sixteen car- 
goes of fir with 10,549,000 feet, and one of red- 
wood with 122,000 feet. Arrivals the preceding 
two weeks amounted to 15,494,000 feet, consist- 
ing of twenty-one cargoes of fir with 14,452,000 
feet, and four of redwood with 1,042,000 feet. 
Unsold lumber on the harbor totaled 4,942,000 
feet on June 18, compared with 5,323,000 feet 
on June 4. Sixty-three vessels were reported 
laid up and forty-nine operating on June 18, 
the same as for June 4. 





Presses for Decision on Gulf 
Port Charges 


New Orveans, La., June 20.—Opposition to 
the motion, of majority conference members, 
for dismissal of Docket 78 by the United States 


Shipping Board, has been filed by the Lake 
Charles (La.) Harbor Commission, through 
its trafhe manager, C. D. Arnold, on the 


grounds that the law and Shipping Board de- 
cisions call for final disposition of the cases 
after hearings have been conducted. No change 
has been made in the situation at Lake Charles, 
alleged Mr. Arnold, and the change in the 
status at New Orleans in violation of the 
status quo order of the board. 

The majority steamship lines of the Gulf- 
French Atlantic-Hamburg Range Freight Con- 
ference, on Dec. 10, 1931, adopted a resolution 
calling for imposition of an unloading charge of 
1% cents a 100 pounds on hardwood lumber 
delivered in box cars on shipside marginal 
tracks. Since conference lines accepted hard- 
wood lumber in transit sheds at New Orleans, 
the resolution was recognized as a step to 
equalize charges in Gulf ports, in order to 
halt diversion to the out-ports because of sav- 
ings involved. 

The resolution was opposed by the Water- 
man Steamship Corporation, operators of Mo- 
bile-Oceanic Steamship Lines, with the ports 
interested intervening. Meetings were con- 
ducted by the Shipping Board after an order 


1S 


was issued suspending the resolution. Subse- 
quently the conference lines, not only to the 
Continental range but also United Kingdom, 


agreed to accept hardwood shipments on mar- 
ginal tracks at New Orleans, offering transit 
shed delivery at shippers’ option. 
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The framers of the resolution then petitioned 
for dismissal of the formal docket, as the entire 
situation had changed. The opposition of the 
Lake Charles board is designed to force the 
matter to a final issue, with the Shipping Board 
passing on the four principal points involved. 





Shingle Roof Was Toasted But 
Not Burned 


New York, June 20.—The building industry 
and building engineers, particularly those who 
specialize on city code framing, were afforded 
another excellent “field test’’ of fire hazard to 
adjacent frame buildings and wood roofs. 

A $50,000 fire destroyed the Stapleton Club 
on Staten Island Saturday morning, May 28. 
The building, which had a first story of brick 
and frame inside walls, with brick-nogged frame 
superstructure, was destroyed by fire, probably 
caused by lightning, after having escaped hu- 
manly caused fire for eighty-seven years. The 
Stapleton Club was built in 1845. It was four 
stories high, the first of brick on the two street 


facings, and of the generally heavy interior tim- 
ber construction common in the days of its 
building. Even after its interior had _ been 


gutted, the front frame wall remained standing. 
Within four feet of its burning walls, a frame 
dwelling with shingle roof and, across a nar- 








Shingle roof 
remained unscathed 


row street, the frame constructed Steuben Club, 
went unscathed. The popular error concerning 
the fire hazard of wood shingles and the use of 
wood buildings in general has been pointed out 
many times, but it has been difficult to “get 
over” to the layman the extent to which this 
hazard is exaggerated. The Stapleton Club fire 
adds another realistic demonstration of the real 
tacts. 
—_—_—_—_—_—_— 


Loadings of Revenue Freight 


A report of the car service division of the 
American Railway Association shows that the 


revenue freight loadings for the two weeks 
ended June 21, 1932, totaled 949,147 cars as 
follows: Forest products, 33,493 cars (a de- 


crease of 3,160 cars below the amount for the 
two weeks ended May 28); grain, 47,926 cars; 
livestock, 29,610 cars; coal, 129,927 cars; coke, 
5,658 cars; ore, 5,326 cars; merchandise, 331,685 
cars and miscellaneous, 365,542 cars. The total 
loadings for the two weeks ended June 21 
showed a decrease of 87,265 cars below the 
amount for the two weeks ended May 28. 
_ 


SURPLUS FREIGHT CARS in good repair May 
31 totaled 750,574, an increase of 18,782 over 
May 14; coal car surplus of 296,569 showed an 
increase of 4,795; box car surplus of 380,527 
was up 11,741; stock car surplus, 31,221, had 
increased 1,343, but refrigerator car surplus 
showed a decrease of 918 to 14,566. 


40 led 


within four feet of $50,000 fire © 
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Oak Slighted in Bids for Airpor —_ 

. 12.5 

Material nog 

New Or-eaAns, La., June 20. Considerabj aod -?- 

e Cedar 1s 

interest is felt in hardwood circles as well af white as 

among lumbermen generally in the UNsuccessfyl J Pine log: 

efforts of a representative committee of Many. | in south’ 
facturers, retailers and millwork establishment sissippi, 

to have the Orleans Levee Board utilize whi ( ™Y “ ‘ 

oak instead of apitong in the buildings to hi invites : 

erected on the Shushan Airport. Despite the “ weed 

assurance of officials of the board that Speci. a 

fications and bids would cover both species, ar $15 f 

the domestic wood was excluded. No reason ff sissippi, 
beyond personal preference for apitong has been $10.50. 


advanced, it being stated by Arthur Koehler.f 
silviculturist in charge of that department off 
the Forest Products Laboratory, that white oak 


- 











is superior to apitong. In his letter, addressed f 

to King W. Bridges, of the Pearl River Val. 
ley Lumber Co., he said: Reduct 
Apitong is a Vhilippine hardwood having group to 
about the same weight as our — oaks which th 
It is classed by the Philippine Bureau of dered to 
Forestry as “fairly durable,” which probably§ postpone 
means that it is less durable in damp loca-} commiss' 

tions than the heartwood of white oak, but! 
is more so than that of red gum. We know order af 
of no outstanding properties that _ of May 
has which will make it superior to certain order sw 
southern hardwoods for airplane hangar Upon 
doors. and of | 
=rumepnene ' nental ! 

_ 

Vancouver Log Stocks Larger | my &: 
Log stocks in the water adjacent to the Van- It is 
couver market on May 23 were 144,363,000 — these P 
board feet, reports the lumber division, Depart- by tte * 
om Fe a July 14 
ment of Commerce. April 30 total was 99,500-B potice, 
000 board feet: March 31, 86,500,000 feet: come ef 
Feb. 29, 100,000,000 feet, and Jan. 31, 118,000- 7 30 

000 feet. In May, 1931, however, log stocks 
were 197,500,000 feet. sce h 
——— i remain 

New Mexico Sonal Resumes 

Operation 

3ERNALILLO, N.M., June 20.—The New 
Mexico Lumber & Timber Co.’s sawmill, which, Min: 
as the White Pine Lumber Co., shut down} cota 
more than a year ago, resumed day shift for gation 
both head rigs June 20. The woods operations their v 
at Porter resumed early in ~ spring, the logs Federa’ 
being sold to the mill of the George EF. Breece commit 
Lumber Co., at Albuquerque. commu 
Ss > ciation 
— oe » the fig 
Mississippi Tells Farmers for re 


Prices Will Be Higher 


In a recent market 
County Agents by 
Lauderburn, Jackson, 


N 


report, prepared for 
Extension Forester D. EF. 
Miss., he warns farmers 










against throwing their wood products on a slug- , Tac 
gish market at low prices, and predicts a rise inf fe) 
the market starting six months or a year ahead ©! 4 : 
and reaching higher values than ever before, § ange 
basing his conclusions on sixty-seven replies re} a V 
ceived, from points including Chicago, New} ; 
York, New Orleans and St. Louis. Curtailment —- 
in lumber output and reduction in stocks, and aa 
remedial Federal financial legislation, are rea ou hi 
sons for expecting a stronger market for forest} No. 
products. plated 

Stumpage, he reports, currently sells at the utin 
following figures: Hardwoods, in north Mis- Th 
sissippi, $2, to $6 for those located close t0® file 
Memphis, Tenn. Delta hardwoods, in south- tribut 
west Mississippi, $1@4; in south Mississippi, | Paul, 
$1@3. Gum, in east Mississippi, $1@5. The Brool 
lower figures are nearest correct. PIM quick 
stumpage for saw logs in central MississipP! § where 
brings $1@3; in south Mississippi, $1.50@7.§ f 
Red cedar brings $10 on special cedar scale, § 0 , 
Black walnut, average quality, is $20. Pract: 

Log markets could not be much worse, he § Pact 
says. Hardwoods and cypress, in the Mem-§& amt 
phis market, are $14@18, up to $25 for the® wood 
best; in the Delta, $10@14; in northeast » distri 
Mississippi, $10@15; at Jackson, $14; in south®® Door 
Mississippi, $7@14; cottonwood and cypress put ¢ 
$10: willow, $8; gum, oak and poplar, $% whic’ 
large poplar and magnolia, $12.50 in south- 
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west Mississippi; sap gum in the Meridian 
market, $10; oak, in northeast Mississippi, 
$10@12.50; elm and hackberry, $10@12.50 
where adjacent to hoop mills. Veneer logs 
are $9@18, averaging 316 for finish venecrs. 
Cedar is $18@20; black walnut, $25@30; 
white ash, adjacent to oar factories, $20@50. 
Pine logs in central Mississippi are $5@6.50; 
in southwest Mississippi, $6@8; in south Mis- 
sissippi, $6@10. Very fancy, curly-grain logs 
may be marketed, however, and the forester 
invites the farmers to send him descriptions 
of any such logs they may have. 

Lumber, portable mill production, is $4@12, 
averaging $7. Wholesalers pay an average 
of $15 for yellow pine. In southwest Mis- 
sissippi, log-run oak, gum and pine average 
$10.50. 





Coast Rates to East of Illinois- 
Indiana Line Suspended 


Reductions in rates from the North Pacific 
group to Central Freight Association territory, 
which the Interstate Commerce Commission or- 
dered to become effective July 14, have been 
postponed, by an order of division 4 of the 
commission dated June 11. Details of the first 
order appeared in the AMERICAN LUMBERMAN 
of May 14, page 52. An excerpt from the 
order suspending the rate follows: 

Upon further consideration of the record, 
and of petition filed on behalf of transconti- 
nental lines on June 10, 1932, for postpone- 
ment of the effective date of the order, and 
good cause appearing therefor: 

It is ordered, That the order entered in 
these proceedings on March 28, 1932, which 
by its terms was made effective on or before 
July 14, 1932, upon not less than thirty days’ 
notice, be, and it is hereby, modified to be- 
come effective on Oct. 14, 1932, upon not less 
than 30 days’ notice, instead of July 14, 1932. 

It is further ordered, That said order of 
March 28, 1932, shall in all other respects 
remain in full force and effect. 





Commend Congressmen for 


Fight for Wood 


MINNEAPOLIS, MINN., June 21.—Ten Minne- 
sota congressmen have received the commen- 
dation of the Twin City Hoo-Hoo Club for 
their work in supporting the use of wood in 
Federal building projects. The trade extension 
committee and the president of the club have 
communicated to the congressmen their appre- 
ciation for the representatives’ work, although 
the fight for wood did not achieve the hoped- 
for results. 

—_—_—_—_—_—_—_— 


Make Changes in Official 


Personnel 


_ Tacoma, WasH., June 18.—George A. Wil- 
liams has resigned as general manager of Pa- 
cific Mutual Door Co., here, to take a much 
needed rest. He has been prominently identi- 
fed with the firm almost since its inception. 

H. S. Murphy, who has been with the com- 
pany for many years, was made western man- 
ager, and P. J. Peltier, also an old employee, 
was chosen eastern manager. Both are thor- 
oughly experienced sash and door men. 

No other changes were made or are contem- 
plated in the personnel of the Pamudo distrib- 
uting warehouses and sales offices. 

The Pacific Mutual Door Co. maintains dis- 
tributing warehouses and sales offices in St. 
Paul, Kansas City, Chicago, Indianapolis and 
Brooklyn, which enables the company to give 
quick and dependable service to dealers any- 
where in the United States on the long line 
of “Guaranteed Pamudo Products” embracing 
practically every lumber item used in building 
except common lumber. Literally hundreds of 
Pamudo millwork items and Douglas fir ply- 
wood are carried in stock regularly in these 
distributing warehouses. The Pacific Mutual 

oor Co. also exclusively sells the entire out- 
put of two large Douglas fir plywood factories 
Which are affiliated concerns. 
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Recommends Going Back to the 
Country 


In every section of the country where lumber 
is produced, manufacturers are giving serious 
thought to the problem of how to provide for 
their employees during the time when opera- 
tions are curtailed and the men are out of 
work. In many places the men are being 
helped to secure garden plots; they are doing 
work in other lines in which the manufacturers 
are interested, and everything that is humanly 
possible is being done to help the employees 
tide over this time of stress. In this connec- 
tion, M. J. Fox, president of the Von Platen- 
Fox Co., Iron Mountain, Mich., has sent a 
letter to all of the unemployed men in his com- 
munity, suggesting that at this season when 
farmers are needing help it would be desirable 
for as many of the men as possible to get back 
to the country where work is needed. In a 
letter addressed “To Our Unemployed Friends,” 
Mr. Fox said: 

We are sorry that conditions are as they 
are, but we can not change them. We have 
been feeding between 2,000 and 4,000 men 
meals the past year and sleeping hundreds in 
our mill and camps. We have done every- 
thing possible to operate our camps and mill 
both here and at Newberry, Mich. 

My suggestion is: This time of the year 
farmers need help. Do not stay around the 


cities, do not stay around the railroads, but 
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tax payment plan is designed to aid small home- 
owners. 

Manufacturers, wholesalers and retail lum- 
ber dealers in Louisiana will be called upon to 
pay a corporation tax of $1 for each $1,000 of 
capital, surplus and undivided profits. It is an 
additional levy to be shouldered with present 
taxes. 

The lower branch of the Louisiana legisla- 
ture has approved bill 169, declaring logs, tim- 
ber etc. in navigable streams for a period of six 
months or more, to be the property of the State, 
and authorizing disposition. The measure is 
now pending in the senate, with final adoption 
indicated, 





Hardwood Manufacturer Installs 
Lumber-Built Kiln 


Richwoop, W. VA., June 20.—The Cherry 
River Boom & Lumber Co., of Richwood, be- 
lieves in “practicing what it preaches”—using 
lumber in construction work wherever possible. 
The latest addition to its immense hardwood 
plant here is a high-powered, modern dry kiln, 
the building being constructed of wood through- 
out. 

The kiln is the latest design Moore reversible 
cross-circulation system, with the new patented 
feature of variable-speed circulation. The build- 
ing is 21 feet wide and 120 feet long, with 
double-tracks, and the 











kiln is operated pro- 
gressively. 

The kiln building is of 
wood-frame construc- 
tion, double-ceiled in- 
side, and sheathed out- 
side, and is painted with 
acid-proof protective 
paint. The company 
points out that wood, 
besides being one of the 
best insulating materials 
suitable for dry kiln 
construction, is also the 
cheapest. When a kiln 
is properly designed and 
built of wood—that is, 
protected with the right 
kind of paint —it will 
last a long time, par- 
ticularly if used with 
the modern, low-tem- 





This wood-frame progressive type kiln dries hardwoods green from the 
saw, using variable speed circulation 


get back in the country where your work 
is needed. You can get plenty to eat, a good 
place to sleep, and prepare for the winter. 
Chipmunks, squirrels and porcupines lay up 
nuts for the winter. No doubt the camps 
will open up at winter time, but very doubt- 
ful much before. We are sorry such a con- 
dition exists, but it is world-wide and we 
hope that it will soon be over. 

You have our sympathy and we want to 
help you; hence this suggestion. 


New Louisiana Bills Affect Lum- 


ber Business 


New Or.eans, La., June 20.—Senate bill 173 
creating a State contractors board, and regu- 
lating the business of contracting and sub-con- 
tracting, was approved by the upper branch 
Louisiana legislature 30 to 5, and appears slated 
for final adoption. House action is still re- 
quired. The house approved a bill, 359, pro- 
hibiting any but Louisiana partnerships or cor- 
porations or qualified electors, from doing pub- 
lic work. 

A bill providing for payment of taxes in quar- 
terly installments (effective in 1933) in parishes 
outside of New Orleans, has been adopted by 
the Louisiana legislature, and a companion bill, 
providing for tax payment in three instal!ments 
in New Orleans, has passed the house and is 
pending in the senate, is slated for approval. This 











perature method of 
drying which also 
employs fast circula- 
tion. 

The variable-speed circulation is a feature of 
particular interest in this new progressive 
Moore kiln. The fan system is so designed that 
a very fast, cross-circulation is produced in the 
“green” end of the kiln. As the loads of lumber 
progress to the middle of the kiln, they reach 
a zone where the circulation is less rapid, and 
in the “dry” end of the kiln the circulation is 
still slower. This patented variable-speed cir- 
culation makes for greater efficiency, and lower 
operating cost, by providing fast circulation only 
where it is needed most. 

The Cherry River Boom & Lumber Co. is 
kiln-drying Appalachian hardwoods such as 
beech, birch, maple, wild cherry, basswood, 
chestnut, also red, white and rock oak. Many of 
these hardwoods come green from the saw to 
the dry kilns. The high quality of these kiln 
dried hardwoods is receiving the enthusiastic 
endorsement of the trade. 





Time Operation 


EvANSVILLE, IND. June 20.—The Brown 


Bros. Lumber Co. at Dale, which has been 
working its plant part time for six months 
past, has started operating full time and em- 
ployment has been given additional workmen. 
Several nice orders have been received recently 
by the company. 
encouraging omen, 


These are regarded as an 
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Seek to Alleviate Hardwood Conditions 


Production of 16!/2 Percent in Southern and 7!/2 


Percent in Appalachian 
Reasonable Under Timber 


New Or.eEANS, LA., June 20.—Determination 
to test the sentiment among hardwood manu- 
facturers to ascertain whether steps can be 
taken in unison for the alleviation of conditions 
within the industry was reached in a joint meet- 
ing here of the Southwestern Hardwood Manu- 
facturers’ Club and the Hardwood Manufac- 
turers’ Institute. After a thorough discussion 
of conditions now facing the manufacturers, it 
was agreed that a general mass meeting of op- 
erators on the west side will be called within 
the next two weeks at which action either 
favoring or disapproving a program will be 
taken. This meeting will be attended by a 
committee representing east side operators and 
if favorable action is taken, the committee will 
sponsor a mass meeting of its own group to 
advance any program determined upon. 

Facts, backed by figures, relative to the con- 
ditions facing the individual manufacturer were 
presented by J. H. Townshend, institute execu- 
tive, who also, in advocating uniform account- 
ing on costs, presented detailed calculations on 
present-day average costs, average prices dur- 
ing May, and the proper allocation of costs to 
log run cuts in the important species. 

Following a brief session of the Southwestern 

Hardwood club, the joint meeting was called 
to order. George Henderson, institute presi- 
dent, being prevented from attending by legal 
matters, W. E. Delaney was elected chairman. 
Mr. Delaney called upon Mr. Townshend to 
present some facts on the situation. 
_ The correction of unfavorable trade condi- 
tions is now, always, in your hands, de- 
clared Mr. Townshend. I can present the 
facts, analyze them, suggest what should be 
done but the corrective action rests upon 
the manufacturers. Production of hardwood 
is increasing, he said, due partly to the idea 
among some manufacturers they can make 
lumber on today’s market at a profit, and to 
others who think it best to replace old stocks 
with fresh cut. The latest figures, he said, 
showed production of 28.1 percent, orders of 
2 percent, and shipments of 27.5 percent. 
This district was quoted as having 31 per- 
cent production, 29 percent orders, and 24 
percent shipments. 


as 


err 


9.0 


Mr. Townshend called attention to the recom- 
mendations of the Timber Conservation Board 
and its forecast for 1932 demand as 65 percent 
of 1931, which was 40 percent of capacity. 
The board recommendation of hardwood stocks 
in southern and Appalachian regions was 
placed at 607 million feet, or approximately 
840,000 feet per unit, or 70,000 feet per unit per 
month. 

During the first four months of 1932, said 


Mr. Townshend, “stocks at southern and 
Appalachian mills combined were reduced 
294,000 feet per unit, or 105 percent of the 


recommended amount, leaving a balance of 
546,000 feet per unit to be reduced during the 
remainder of 1932 On this basis it would 
appear that the hardwood mills were con- 
forming to the recommendations of the 
board. 

However, this reduction has been accom- 
Plished through a demand in excess of the 
estimated demand of the board for 1932. The 
institute barometer for the first five months 
of 1932 indicates a demand in the southern 
and Appalachian territories, combined, of 31 
percent, or 78 percent of 1931. If during 1932 
the demand is to be 65 percent of 1931, or 26 
percent of capacity, and has now been 31 
percent of capacity for the first five months 
of 1932, it is obvious it can not continue at 
this rate during the remainder of 1932, in 
fact, can not exceed 23% percent of capacity 
to average 26 percent for the year. A de- 
mand of 23% percent during the remainder of 


Territories Suggested as 
Board's Recommendations 


1932 will require stock aggregating 183,300 
feet per unit per month or a total of 1,466,000 
feet per unit. 


Percent of Production Necessary 


To determine the percent of production 
necessary to supply the demand, and effect 
the reduction in stocks recommended by the 
Timber Conservation Board, the combined 
territories must be broken down and the 
determinations made separately in the south- 
ern and Appalachian territories. 

In the southern territory demand during 
1931 was 42 percent of capacity; 65 percent 
of this would indicate a demand during 1932 
of 27.3 percent or 2,555,000 per unit. Demand 
during the first four months of 1932 was 33 
percent or 1,030,000 feet per unit, leaving 
a demand balance for the last eight months 
of 1932 of 1,525,000 feet per unit, or 24% 
percent. In the southern territory, stocks 
were reduced 344,000 feet per unit during the 


first four months of 1932, leaving further 
stock reduction to be made during the last 


eight months of 1932 of 496,000 feet per unit. 
With a demand during the remainder of 1932, 
of 1,525,000 feet per unit, less a further re- 
duction to be made in stocks of 496,000 feet 
per unit, we find a required production of 
only 1,029,000 feet per unit, or 16% percent 
of capacity needed to accomplish the recom- 
mendation of the Timber Conservation Board. 

In the Appalachian territory, demand dur- 
ing 1931 was 34 percent of capacity; 65 per- 
cent of this would indicate a demand during 
1932 of 22.1 or 2,068,000 feet per unit. De- 
mand during the first four months of 1932 
was 27 percent or 842,000 feet per unit, leav- 
ing a demand balance for the last eight 
months of 1932 of 1,226,000 feet per unit or 
19.6 percent. In the Appalachian territory 
stocks were reduced 93,000 feet per unit dur- 
ing the first four months of 1932, leaving a 
further stock reduction to be made during 
the last eight months of 1932 of 747,000 feet 
per unit. With a demand during the re- 
mainder of 1932, of 1,226,000 feet per unit, 
less a further reduction to be made in stocks 
of 747,000 feet per unit, we find a required 
production of only 479,000 feet per unit or 
7% percent of capacity needed to accomplish 
the recommendation of the Timber Conserva- 
tion Board. 

Safety and security of the hardwood manu- 
facturing industry, stabilization of trade and 
gradual restoration of reasonably profitable 
price levels require that the recommendations 
of the Timber Conservation Board be car- 
ried out. 

In supporting the figures indicating a lessened 
demand for the last half of 1932, Mr. Town- 
shend stated information reaching him was that 
automobile and furniture industries have about 
reached the point of filling their needs for the 
year. a 

Discussion on Costs of Production 


Discussion hinged on costs of production, Mr. 
Townshend stating that the composite figure of 
costs for mills in the Louisiana-Mississippi- 
Southern Alabama group is $23.23. He said a 
wide range of cost figures had been received, 
some of which omitted overhead. Log pur- 
chases were put at $12.50, while it was said 
oak logs at Memphis are $18 delivered, there 
being a greater over-run on log scale than 
further south. 

Figuring stumpage at $6 or $7 and logs at 
the mill at $13, it is possible to put lumber in 
the car at $20 to $21, according to Phil Rogers, 
who said this figure depended upon reasonable 
taxes and interest. Mr. Rogers thought the 
mills should shut down, work out their stocks, 
and replace them later at this figure. 

A letter from a prominent operator suggested 
a trade letter on market conditions to be pre- 
pared with the aid of five outstanding men. A 


committee of 30 would be made up of six from 
each district. Each would be given a number 
and one man from each district serve secret}; 
in getting out the weekly letter. . 
Chairman Delaney, in referring to cost fig- 
ures of Mr. Townshend, said he thought $17.4 
is about in line for the gum market but the oak 
figure of $26.30 a little high. Mr. Delaney wer 
on to paint a gloomy picture of an unorganized 
industry, bankrupt, with stumpage off 50 per. 
cent in value, and having its only hope in or. 
ganized effort. He was followed by Carl Faust 
Jackson, Miss., with other speakers including 
|. W. Bailey, of Laurel, Miss.; R. L. Kellogg § 
of Monroe, La.; Ben Johnson, of Mansfield 
Hardwood Co., Shreveport, La.; Basil Kenny 
of W. T. Brown & Co.; frank Duane, of Mo. 
bile, Ala.; and Parrish Fuller, of Hillyer 
Deutsch, Edwards, Oakdale, La. " 


Conclusions Reached 


These discussions, established the following 
consensus : 

(1) That the increase 
demand is a serious 
curtailment sometime 
be certain, and, such 
can take a shut-down better in the summer 
than the coming winter; (3) unless the in- 
dustry balances itself it will never “pull out” 
and will be forced to take “buyers’ prices” 
when the upswing comes and other indus- 
tries are going ahead; (4) forced liquidation 
by banks should be halted, conferences being 
suggested at which the effect of forcing 
stocks on the market may be explained; (5) 
a clear idea of what actual costs are should 
be established on a comparable basis; (6) ne 
general program of betterment can be put 
over without the co-operation of 75 to 80 per- 
cent of the industry; and, (7) the present 
meeting is not sufficiently representative to 
endorse a program or launch one successfully 





of production over 
development; (2) that 
during the year will 
being the case, labor 


At the conclusion of the discussion a commit- 
tee of five was named to hold a luncheon con- 
ference, and to report some recommendation to 
the general session. The committee included 
J. W. Bailey (chairman), Carl Faust, R. L 
Kellogg, Parrish Fuller, and Ben Johnson, 

The committee subsequently recommended (1) 
that a committee of three manufacturers from 
the west side be named to call a mass meeting 
of that section to discuss whether a program 
of betterment should be undertaken; (2) that 
a committee be named to represent the east side 
mills (Mississippi and Alabama), which com- 
mittee is to attend the west side meeting. If 
they deem the west side meeting successful they 
are to hold a similar meeting for the east side; 
(3) if the second meeting is successful, regional 
(sectional) meetings will be carried on throug! 
the rest of the territory; (4) the meetings wil] 
not be held under the auspices of the institute; 
(5) a committee of five is to be named from 
each sectional meeting, empowered by the pledge 
of manufacturers to act, these committees t 
hold a central meeting; (6) those with author-| 
ity to commit their operations are to be asked} 
to the meetings; and, (7) the first meeting 1 
to be held within two weeks. 

Chairman Delaney named R. L. Kellogg 
Kellogg Lumber Co., Monroe, La.; Parrish 
Fuller of Hillyer Deutsch Edwards, (Inc.), 
Oakdale, La.; and H. Ben Johnson, Mansfieli 
Hardwood Co., Shreveport, as the west sid 
committee. The east side committee will i) 
clude Carl Faust, Faust Bros. Lumber Co, 
Jackson, Miss.; J. W. Bailey, Eastman-Gar- 
diner Co., Laurel, Miss.; W. F. McGowin, W.[ 
T. Smith Lumber Co., Chapman, Ala.; Basi 
Kenny, Brown & Co., Gordon Reynolds, Alf 
bany, Ga.; J. A. Denny, Hallett Manufacturing f 
Co., Mobile, Ala.; Frank Duane, J. M. Carle 
Co., Mobile, Ala. 


FREIGHT TRAFFIC of Class 1 railroads in Aprilj 
in net ton miles was 26 percent less than ™ 
April, 1931, and 39.1 percent less than in April, § 
1930. . 
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AMERICAN LUMBERMAN 


Recommend Uniform Method 
of Accounting 


New Orveans, LA., June 20.—Strong recom- 
mendation that eae methods of accounting 
be adopted in establishing costs as a means of 
clarifying the difficult competitive situation 
created by general conditions was urged by 


log run value of 4/4 gum is $17.64 a thousand 
feet at a Louisiana mill, and this average 
price allocated to the theoretical cost of 
$23.23 indicates the price at which each item 
must sell to return cost. These figures de- 
velop that on the assumed manufacturing 
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in determining the lowest price at which 
any item may be sold to return cost. 

The system outlined enables the executive 
to determine what species of woods are 
making a profit and which are losing money; 
what species it is more profitable to cut or 
to leave in the woods; and, in case of a mill 
buying logs, it will indicate the amount it is 
possible to pay. for logs of different species. 


General adoption of the system was urged 
by Mr. Townshend as a means of establishing 
a definite accounting system for use in deter- 
mining cost value of inventory, profit or loss, 
and as a fixed standard by which results may 











_ H. Townshend, secretary-manager, Hard- cost and actual market that 4/4 log run gum be compared. He also exhibited tables show- 
wood Manufacturers’ Institute, in a_ joint is today being sold at a loss of $5.59 per ing log run values and grade yields for gum. 
meeting of the Institute with the Southwest- thousand feet. oak, plain poplar, magnolia, cottonwood, and 

GUM OAK Allo- 

, a Allo- Grade yield May, 1932, cated 

Grade yield May, 1932, cated Thick- per M feet Mkt. Price Selling 
R Thick- per M t Mkt. Price Selling Kind Grade ness % Ft. Val. Amt. Price Amt. 
Kind Grade ness %o t Val, Amt. Price Amt. q Quartered white oak..FAS 4/4 2.5 25 $75.00 $ 1.87 $66.25 $ 1.65 
Quartered red gum... FAS 4/4 4.5 5 $46.00 $ 2.07 $60.58 $ 2.72 Quartered white oak..No. 1 C&S 4.0 40 45.00 1.80 39.75 1.59 
Quartered red gum...No. 1 C&S 6.0 60 23.00 1.38 30.29 1.82 Quartered white oak..No, 2 Com 1.5 15 18.00 27 15.90 24 
Plain red gum......- FAS - 3.5 35 43.00 1.51 56.63 1.99 Plain white oak...... FAS 4/4 7.0 70 57.00 3.99 50.35 3.52 
Plain red gum.....-+ No. 1 C&S 7.5 75 23.00 1.73 20.29 2.28 Plain white oak......No.1C&S& 15.5 155 27.00 4.20 23.85 3.71 
Plain red gum.......1} fo. 2 Com 2.5 25 11.00 -28 14.49 et Plain white oak......} Jo. 2 Com 6.0 60 17.00 1.02 15.02 90 
Quartered sap gum... BAS _ 4/4 8.5 85 22.00 1.87 28.97 2.46 Quartered red oak....FAS 4/4 1.5 15 54.00 81 47.70 72 
Quartered sap gum... No, 1 C&S 12.5 125 15.00 1.87 19.76 2.46 Quartered red oak....No. 1 C&S 2.0 20 41.00 82 36.21 72 
Plain sap gum....... FAS 13.5 135 31.09 398 3 3S Quartered red oak....No. 2 Com 5 5 17.00 .09 15.02 .08 
Plain sap gum.......No. 1 C&S 16.0 160 14.00 2,24 18.44 2,95 Plain red oak........ FAS 4/4 8.0 80 45.00 3.60 39.75 3.18 
Plain sap gum....... No. 2 Com 18.0 180 8.00 1.44 10.54 1.90 Plain red oak........} Jo. 1 C&S 17.5 175 25.00 4.37 22.08 3.86 
Plain sap gum.......! No. 3 Com 7.5 75 5.50 41 7.24 54 Plain red oak........ No. 2 Com 6.5 65 15.00 98 13.25 87 
7) eae ae S pees Mixed oak .......... No, 3-A 4/4 11.0 110 8.00 88 7.07 .78 
100.0 M ft. av. $17.64 $17.64 $23.23 $23.23 Mixed oak ..........No.3_ . 8.0 80 3.00 "24 3.09 .21 

‘ — Po 3-W 3.5 85 .00 . 4, ‘. 
ern Hardwood Manufacturers’ Club here June : atthe — = 6.08 63.06 20.58. 220 
15. He submitted the draft of a plan to be ” ’ : 100.0 M ft. $26.30 $26.30 $23.23 $23.23 
followed, basing the ratio of market price to The ratio of selling price to cost (aver- 


cost of manufacturing which, if used will indi- 
cate on what particular items a profit or loss 
is being made. But four items of information 


are necessary for allocating cost to market 
price, viz.: (1) Average monthly cost of man- 
ufacturing all lumber produced; (2) grade 
yield of lumber produced; (3) current selling 
price; and (4) ratio of current selling price to 
cost. 


Logging Cost 
Ordinarily the value or cost of stumpage 
and cost of purchased logs varies on the 


different species, and logs of different species 
would come to the cost statement at different 
prices, but for the purpose of this statement, 
stumpage on company timber is shown at an 
average price for all timber cut, and pur- 
chased logs of all species as bought at one 


price. In this instance the prices are based 
on May average costs at mills. The logging 
cost statement which follows is based on 
cutting and hauling 500,000 feet of company 
timber to the mills and the purchase of 
200,000 feet of other logs during the month. 
M Ft. 
Log 
: Scale Cost AV. 
Stumpage (own timber)...500 3,000 $ 6.00 
OE eS ae 1,750 3.50 
OO 3S eerie 500 1,500 3.00 
Purchased logs ...........200 2,000 10.00 
Cost of logs to mill..... 700 $8,250 $11.80 


Manufacturing Cost 


In preparing the manufacturing cost state- 
ment it is assumed that 500,000 feet of logs 


were sawn by the mill during the month, 
with 10 percent overrun, producing 550,000 
feet B.M. of lumber at the following cost: 
AV. 
Logs sawed, 500,000 ft. L. S. @ $11.80 
Der BE. (10% OVOPPUM) ... i ccs cccscsces 10.73 
Sawmilling bs tk sandcastle ah hs $3.00 
| __ ERaRae nsa ea eee cie teenies» 1.00 
ok... roe ee 1.00 
a: 5.00 
Shipping (actual shipments)....$1.00 
Selling (actual sales)........... 1.50 
Overhead (plant and general).. 5.00 
— 7.50 
Total average cost.........cccececes $23.23 
Gum and oak are the two principal species 
Produced in the southern territory and if 


these woods can not be cut at a profit a mill 
‘an not be operated successfully. 

Grade yields in these two woods on the 
basis of 4/4 thickness have been worked out 
against which the last average selling prices 
as shown in the Hardwood Manufacturers’ 
Institute have been set up, thereby deter- 
mining average log run value. Cutting 
thicker or thinner than 4/4 would tend to 
Increase the average selling price around 
$2 a thousand. 


The following statement shows the average 


ages) on the basis of May, 1932, was $17.64 
to $23.23, or 71.63 percent. The average 
cost for May represented 131.7 percent of 
the average selling price. 

The accompanying statement shows the 
average log run value of 4/4 oak is $26.30 a 
thousand feet at a Louisiana mill, and this 
average price allocated to a theoretical cost 
of $23.23 indicates the price at which each 
item must sell to return cost. These figures 
develop that log run oak is today being sold 
at a profit of $3.07 a thousand feet. (Note: 
It was stated in the meeting that this mar- 
gin no longer exists because of market de- 
cline.) [See statement above on oak.] 

The ratio of selling price to cost (above) 
is $26.30 to $23.23 or the price is 113.21 of 
the cost. 

The principle of allocating costs in rela- 
tion to market values is that in the end 
profit or loss realized by the sawmill opera- 
tor is determined by the return on the whole 
product of the log and to furnish figures 
that may be used by the sales department 


cypress in the one inch grades. Average sell- 
ing prices are at Louisiana mills in May, in 
comparison with prices per grade required to 
get costs. 


New Or.eEAns, LaA., June 23.—Progress made 
in the program outlined for the carrying out 
of the recommendations of the U. S. Timber 
Conservation Board, and for the re-establish- 
ment by an independent agency of a standard 
price list to be used by manufacturers of south- 
ern pine in quoting prices “on” or “off” was 
reviewed in district meetings held in the pro- 
ducing area during the last two weeks. Dis- 
trict 3 met on June 23, at the Jefferson Davis 
Hotel, Montgomery, Ala.; Districts 6 and 8 
at the Washington-Youree Hotel, Shreveport, 
June 22; District’ 4 at the Pinehurst Hotel, 
Laurel, Miss., June 17, and District 5 met at 
the Lamar Hotel, Meridian, Miss., June 15. 

Encouragement was felt in the recent show- 
ing of sales and production. 


Illinois Dealers in District Meet- 
ings Discuss Problems 


At Aurora, Ill., on Thursday, June 16, a well 
attended district meeting of dealers in that sec- 
tion, held under the auspices of the Illinois 
Lumber & Material Dealers’ Association, dis- 
cussed many matters of interest and importance 
to the retail trade. This was one of a series of 
meetings being held in various sections of the 
State, as authorized by the directors of the 
State association. This meeting was presided 
over by Arthur Todd, of White & Todd, 
Aurora, with J. F. Bryan, managing director of 
the State association, assisting. The morning 
session was devoted to a round-table discussion 
of intimate business problems, prominent among 
these being the somewhat unethical practices of 
some manufacturers and wholesalers. The dis- 
cussions that followed brought out rather defi- 
nitely that where the dealers in any county or 
district are closely co-operating, it is easier to 
control matters of this kind than in sections 
where the dealers are all acting independently, 
without conferring with their neighbors. 

Following an appetizing lunch, served in one 
of the dining rooms of the Elks’ Club, the for- 
mal meeting was held, with A. R. Clem, of 
the J. H. Patterson Co., Freeport, Ill., the 
principal guest speaker. Mr. Clem told in con- 
siderable detail of the campaign in Freeport for 


the re-employment of men and money. This 
campaign, which has been described at length 
in former issues of the AMERICAN LUMBERMAN, 
was a co-operative effort, with an oil man at 
the head and the lumbermen participating. The 
campaign was carefully and intelligently or- 
ganized, and as a result there was practically 
unanimous support of it by every organization 
in the city. Pledges were secured for more 
than $400,000 worth of business, the signers 
being asked to pledge themselves to spend for 
the purpose only in accordance with. present 
needs. Directly traceable to the pledge cards 
that had been returned, Mr. Clem reported that 
over $250,000 had been expended as the result 
of this campaign, and he felt that practically 
the entire amount pledged would be spent 
within a reasonable time. Through this cam- 
paign, employment has been given to a good 
many people and every one was well pleased 
with this way of bringing about the re-employ- 
ment of men and money. Mr. Clem urged that 
in any community where a similar campaign is 
put on, the efforts of the entire community be 
enlisted so as to avoid any suspicion that the 
campaign was being developed for the benefit 
of any individual business or industry. 

Mr, Clem’s talk was heard with much in- 
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terest, and he was given a rising vote of thanks 
for his splendid presentation of the subject. 

F. J. Sykes, of the Peru Lumber & Coal Co., 
Peru, Ill., talked on the value of co-ordinated 
effort, the activities of the LaSalle County 
Lumbermen’s Club being used as a shining ex- 
ample of what may be accomplished in this 
way. Mr. Sykes also paid a high tribute to 
the founder of the Hunter organization, of 
which his yard is a part, who had made a 
wonderful success in business through his abil- 
ity to develop a well planned, organized system 
among his various interests. Mr. Sykes did 
not minimize the seriousness of present busi- 
ness conditions, but sounded a distinct note of 
hope and optimism that was decidedly helpful. 

Other speakers included A. L. Ford, manag- 
ing editor of the AMERICAN LUMBERMAN, Tom 
Lehon, of the Lehon Co., and Roscoe Clark, of 


Dear Angle Worms, Cheap Eggs — a Lesson | 


SPRINGFIELD, Mo., June 20.—If the 75 lum- 
bermen, representing towns of southwest Mis- 
souri, who gathered here on June 11 for the 
sixth annual convention of Southwest Mis- 
souri Retail Lumber Dealers’ Association 
could not be called optimistic, neither could 
they be called pessimistic. In the words of 
their retiring president, T. N. Roberts, of 
Carthage, Mo., their attitude is best described 
as “hopeful.” 

Although no plans for the stimulation of 
lumber business in southwest Missouri were 
offered, the lumbermen expressed faith in the 
early return of prosperity and took no little 
comfort in the realization that with the re- 
turn of business, they, as a group, will be 
among the first to benefit thereby. 

The most optimistic speaker was E. E. 
Woods, of Kansas City, secretary of the 
Southwestern Lumbermen’s Association, who 
said: 

We are in the best business in the world. 
One reason it is a good business is because we 
are selling one of the necessities. The elemen- 
tary needs of man are food, clothing and shelter. 

They have to have building materials and the 
most comforting thought is the fact that when 
business does come along it is going to be 
exceptionally good for the lumbermen. 


Mr. Woods lamented the fact that manv 
citizens who have built homes are losing them 
and spoke in favor of the home-loan banking 
system. He urged the convention to adopt a 
resolution favoring the home loan bank bill 
now before Congress. Continuing he said: 

There are two usual reactions to such a de- 
pression as this. One is that in which a dealer 
gets unethical, reaches out into the other man’s 


territory. Many of them have already forgot- 
ten some of our fundamental ethics, among 
which is the fact that a dealer is better able 


than any one else to handle the needs of his 
own community. The dealer who hews to the 
line is going to come out better than the man 
who cuts corners. The other reaction is that 
in which dealers become downhearted and even 
discouraged. This is not a panic of want, but 
one of abnormal relationship and social break- 
down. It is my observation that some of the 
younger men who have not long been in busi- 
ness are among the first to grow discouraged. 
I would advise them to seek counsel with 
some of the old-timers who have weathered 
such storms as these. 


Tells of Changes in Shingle Industry 


C. J. McGrath, representative of the Jami- 
son Lumber & Shingle Co., of Kansas City, 
described and explained the revolutionary 
changes in the shingle manufacturing industry 
in the last year, by which the square pack 
has been unanimously accepted by dealers— 
more especially by which the former numer- 
ous grades of shingles have been reduced to 
three. 

He placed particular emphasis on the No. 
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the Vanlandingham-Cook Lumber Co., all of 
Chicago. 

At the informal morning session, Managing 
Director J. F. Bryan gave an inspiring talk and 
also participated in the discussions. At the 
afternoon session, P. L. Diederich, field man of 
the State association, also made an interesting 
talk, based on some of his observations while 
visiting the yards in his territory. 

A meeting similar to this was held at Rock- 
ford on Wednesday, June 15, at which E. E. 
Hinchliff, of Galesburg, vice president of the 
State association, presided and the principal 
guest speaker was J. Ross McClure, of the 
Simpson-McClure Lumber Co., Galesburg. Mr. 
McClure gave an interesting account of the 
successful campaign for the re-employment of 
men and “putting idle dollars to work” at Gales- 
burg, which campaign was described in an ar- 


for Lumbermen 


1 grade of perfect shingles, and explained that 
with the support and co-operation of the re- 
tailers it will be possible to transform the 
wood shingle business greatly since the pub- 
lic will be educated to the knowledge that 
cedar shingles are not just cedar shingles and 
that only those shingles bearing No. 1 trade- 
mark should be considered by the householder 
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Newly elected officials of the Southwest Mis- 
souri Retail Lumber Dealers’ Association. Left 
to right: President, Hiram J. Gann, Spring- 
field; vice president, Ed Speck, Joplin; secre- 
tary-treasurer, Hollis Wright, Springfield 


as the representative cedar shingle. 

In former years, he explained, the bulk of 
the shingle production was common grade 
shingles. Through education and better knowl- 
edge of the product the American people grad- 
ually have been buying a larger percentage 
of perfect grade shingles, and it is predicted 
that when the demand for perfect grade 
shingles has been developed the mills will find 
it possible by refinement in manufacture to 
produce over 80 percent of their output in 
No. 1 grades. 

E. A. Duensing, president of the South- 
western Lumbermen’s Association, slated to 
make the principal address at the convention, 
was unable to be present. 

J. A. “Andy” Bowman of the Burgner-Bow- 
man-Matthews line of lumber yards in Mis- 
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ticle published in the May 28 issue of the Angp. 
ICAN LUMBERMAN,. 

Mr. Bryan announced that meetings simila, 
to the Rockford and Aurora gatherings were to 
be held in other parts of the State thy 
had not yet been covered. In all of these meet. 
ings, Mr. Bryan is stressing the campaigns {o, 
putting idle men and idle money at work, an 
also creating a more general sentiment in fayo, 
of home owning. 

At both the Rockford and Aurora meetings Fd 
dealers were urged to put their influence bac 
of the effort now being made to secure enac. 
ment of the Federal home loan bank bill befor 
adjournment of the present Congress. Thi 
bill has passed the House and when these mee. 
ings were being held was before the Senat 
under a favorable report from 
finance committee. 


the Senate 


. 
souri, Kansas and Arkansas, in an = 


raneous address said: 


We've been carrying on two businesses—the 
lumber business and the banking business. We: 
sell lumber and take a chance that the cus. 
tomer will pay for it. We've tried to tak’ 
over the bank’s business in our credit depart. 
ments and stand off the man from whom w 
bought the lumber. 


We shouldn’t be ashamed to ask a man : 


wants to buy something on credit for which 
we paid cash how he is going to pay for it 


To extend credit just to sell a bill is a great 
mistake. 


As to the question of what is the matter 
with business today, Mr. Bowman drew an! 
example from real life. He told of a visit 
to Osceola, Mo., which during the last few 
weeks has been a veritable fisherman's para 
dise. Hundreds of fishermen, sitting closely 
side by side, on a dam, catch fish as fast as 
they can pull them in. One day there was: 
shortage of bait among the fishermen and af 
enterprising native started doing an excellent? 
business in angle worms at 15 cents a dozent 
At the same time, Mr. Bowman pointed out, 
hens in the neighborhood were laying eggs 
that sold for 9 cents a dozen. “There,” hel 
said, “you have the phenomena of hens eating 
15-cent angle worms and laying 9-cent eggs) 
That’s one of the things that’s the matter with? 
business today.” ; 

Retiring President T. N. Roberts, of Car- 
thage, Mo., presided at the business session. 
He urged a spirit of greater co-operation 
among the lumbermen and reminded them that 
their organization was never more capable 
of doing good than at present. : 


Election of Officers 


Hiram J. Gann, district manager at Spring- 
field for the Burgner-Bowman-Matthews Lum- 
ber Co., was elected president. Ed Speck, o 
Joplin, Mo., formerly a member of the boar] 
of directors, was elected vice president, ani) 
Hollis Wright, secretary and treasurer of the) 
Garrett Lumber Co. at Springfield, was electel 
secretary and treasurer. Mr. Wright also wa 
a member of the board. F 

Newly elected to the board of directors 
were W. T. Marrow, of Carthage, Mo., Georg 
Edds, of Joplin, Mo., and Fred Stigman, 07 
Springfield. Re-elected to the board wert 
Fred Jarnigan, of Aldrich, Mo., Ray Holt, af 
West Plains, Mo., and C. C. Meek, of Lock 
wood. 

The convention, which lasted but half a day, 
opened at noon with a dinner at the Kent 
wood Arms hotel. Mayor Harry D. Durst, 
of Springfield, delivered an address of well 
come, response to which was made by Mi © 
Speck, of Joplin. 
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What the Associations Are 
Planning and Doing 


July 12—Roofer Manufacturers’ Club, Columbus, 
Ga. 


July 14-15—Carolina Retail Lumber & Building 
Material Dealers’ Association, Seaside Hotel, 
Myrtle Beach, S. C. Summer meeting. 

July 29-30—Northern Wholesale Hardwood Lumber 
Association, Phelps, Wis. Summer meeting. 





National Exporters Set Semiannual 
Date 


MEMPHIS, TENN., June 20.—Directors of the 
National Lumber Exporters’ Association have 
definitely fixed Sept. 28 as the date for semi- 
annual meeting, according to announcement 
made by J. D. Huffman, secretary. It will be 
held at the Hotel Peabody, just prior to the 
annual meeting of the National Hardwood Lum- 
ber Association. 


PHILADELPHIA, Pa., June 20.—At a recent 
meeting of the Eastern Lumber Salesmen’s As- 
sociation, the following resolution with refer- 


ence to the tax burden was presented and 
unanimously adopted: 
WHEREAS, our aggregate taxes have in- 


creased from two and one-half billion dol- 
lars in 1913 to fifteen billion dollars in 1931, 
while our national income fell from eighty- 
five billion dollars in 1929 to fifty-two bil- 
lions dollars in 1931, and will undoubtedly 
be considerably less than fifty-two billion in 
1932, be it 

Resolved, that one day’s labor out of every 
three is more than we should pay for gov- 
ernment and as an organization and indi- 
vidually we should demand a reduction and 
consolidation of government departments 
and functions and a radical decrease in the 
cost of those continued. 








Northern Hardwood Whelesalers 
Summer Date 


MILWAUKEE, Wis., June 20.—The invitation 
of C. M. Christiansen, of the General Lumber 
Co., for its summer meeting to be held at 
Phelps, Wis., has been accepted by members of 
the Northern Wholesale Hardwood Lumber 
Association, and this meeting will be held at 
Phelps on Friday and Saturday, July 29 and 
30. Plans are being laid to make this the most 
outstanding meeting in the history of the as- 
sociation. Held during the vacation season and 
in “the playground of the North,” this meet- 
ing will have a double attraction. Phelps is in 
the heart of the great lake region of Wisconsin. 
There are a large number of lakes and trout 
streams nearby, and plans are being made for 
side trips throughout the scenic North for the 
entertainment of the ladies who will attend. 
Golf will be played at the Smoky Lake golf 
course. Headquarters will be established at 
the Long Lake resort of Charles Hazen. A 
cordial invitation is extended to anyone identi- 


fied with the lumber industry to attend this 
meeting. 


Western Pennsylvanians Favor Home 
Loan Bank 


PitrspuRGH, Pa., June 20.—At the regular 
mecting of directors of the Retail Lumber Deal- 
ers’ Association of Western Pennsylvania, held 
here on June 10, a strong resolution favoring 
the home loan tank bill was adopted and tele- 
graphed to the senators from Pennsylvania, and 
members of the association were urged to take 
similar action in contacting their representa- 
tives in Congress and their senators. 

A committee appointed for that purpose at 
the May meeting, after studying the problems 
of members who handle builders’ supplies in 
addition to their lumber products, reported that 








after a thorough investigation it was found that 
over 80 percent of the members outside of Alle- 
gheny County handle lumber and builders’ sup- 
plies, and it recommended that the association 
take over the problems of member dealers in 
matters concerning questions of builders’ sup- 
plies, and further recommended that dues be 
based on total volume of business. 

The directors also voted to hold the next an- 
nual convention on Feb. 8, 9 and 10, 1933, at 
the Webster Hall Hotel in Pittsburgh. 





Plans for Carolina Convention 


Cuartotte, N. C., June 20.—Principal items 
on the program for the annual summer con- 
vention of the Carolina Retail Lumber & Build- 
ing Material Dealers’ Association, to be held 
July 14 and 15 at the Seaside Hotel, Myrtle 
Beach, S. C., were arranged at a meeting of 
the program committee recently held at Darl- 
ington, S. C. 

Victor W. Wheeler, secretary-treasurer, has 
announced that the following speakers had ac- 
cepted places on the program: State Senator 
B. A. Spivey, of Conway, S. C.; Marion A. 
Wright, of Conway, S. C., attorney, who will 
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deliver an inspirational address; James B. Mur- 
phey, of Columbia, S. C., who will discuss the 
mechanics uniform lien law; A. L. M. Wiggins, 
of Hartsville, S. C., president of the South 
Carolina State Bankers’ Association, who will 
discuss the present economic situation; and C. 
C. Sheppard, of New Orleans, president of the 
Southern Pine Association, who will discuss 
the matter of educating the public with regard 
to the use of lumber. 

This will be known as a “dealer participa- 
tion” convention in an effort to have the at- 
tendance of dealers boosted up to that in the 
past of the manufacturers and wholesalers. The 
general theme will be “Merchandising.” 





B/L Managers to Meet 


Fifteen hundred building and loan association 
managers will attend the fortieth annual con- 
vention of the United States Building & Loan 
League to be held at French Lick, Ind., Sept. 
1 to 3, according to a statement issued this 
week from the League headquarters in Chicago. 

An interesting feature of the convention will 
be the seventh annual public speaking contest, 
sponsored by the American Savings, Building 
& Loan Institute, which is the educational unit 
of the nation-wide building and loan movement. 
This is known to building and loan circles as 
the Cup Contest, because of the silver cup 
which the institute awards each year to the 
speaker whose five-minute talk on some phase 
of systematic saving or home ownership is 
adjudged the best. 


Among the Lumbermen’s Clubs 


Wisconsin Clubs Active 


MILWAUKEE, Wi1s., June 23.—Don S. Mont- 
gomery, secretary of the Wisconsin Retail 
Lumbermen’s Association, and A. W. Holt, di- 
rector of service, merchandising council, of the 
National association, attended a series of meet- 
ings in Wisconsin this week. On Monday 
night, June 20, they visited the Central Wis- 
consin Lumbermen’s Club meeting at the Hotel 
Retlaw, Fond du Lac. Tuesday night a meet- 
ing was held by the Menominee River Building 
Material Dealers’ Club at Peshtigo; Wednes- 
day night by the Northeastern Wisconsin Lum- 
bermen’s Club at Green Bay, and Thursday 
night by the Wolf River Lumbermen’s Club at 
Clintonville. The Central Wisconsin Lumber- 
man’s Club also met on Thursday. 

—_—_—_—__— 


Hardwood Statistics Reported 
to Club 


Pine Buiurr, ARK., June 20.—At the regular 
monthly meeting of the West Side Hardwood 
Club, held last Wednesday, Secretary O. 
Robinson reported statistics compiled by him, as 
follows: Green flooring oak in stock, 1,280,000 
feet; dry, 710,000 feet; orders, 715,000 feet; 
orders for other woods, 1,175,000 feet; logs, 
65,000 feet; total lumber, 36,560,000 feet. Fig- 
ures for the previous month showed green floor- 
ing oak 700,000 feet; dry, 927,000 feet; with 
orders for this item, 735,000 feet; other orders, 
1,435,000 feet; logs, 240,000 feet; total stocks, 
34,860,000 feet, for the same number of mills. 
Prices paid for flooring oak during the last 
thirty day period were: Red oak, $10, $16, and 
$26, with: white oak bringing $2 a thousand 
more. Red oak is a scarce item, and very lit- 
tle dry red oak is to be found in this territory. 

Among the eighteen mills reporting 65,000 
feet of logs of all kinds, 90 percent are not 
operating, and it is uncertain when they will 
start up. 

Following a discussion as to the scarcity of 
4/4 plain sap gum No. 1 common, a census was 
taken that showed 1,275,000 feet of 4/4 FAS 
and only 617,000 feet of No. 1 common; 25,000 
feet of 8/4 FAS quartered, and 65,000 feet of 
8/4 No. 1 common, Stock of 4/4 No, 1 com- 


mon plain sap gum has been rapidly diminished 
during the last three months. In this imme- 
diate territory, the price has been $14@16 
f. o. b. mills for No. 1 common, and $22 for 
FAS, although some mills have offered this 
stock as low as $14 for common, and $18 for 
FAS. 

Mills in operation are producing practically 
no gum stock, and there will be very little gum 
put on sticks for some time. None of the 
flooring plants are running on full time, but 
there was a substantial amount of flooring oak 
bought during April and May. 

The next meeting of the club will be held at 
Pine Bluff on Wednesday, July 20. 

—_—_—_—_— 


Hear Report on Lumber Tariff 
Proposal 


TacoMA, WasH., June 18.—The Tacoma 
Lumbermen’s Club heard a report at its lunch- 
eon yesterday from Ralph Shaffer, president of 
the Shaffer Box Co., on his recent visit to the 
capital in behalf of the lumber tariff. Mr. 
Shaffer strongly favored the proposal to equal- 
ize tariffs on the basis of disparity in rates of 
exchange, which lost, and of protection for 
pulp. He was glad to see the lumber tariff 
added, but what interested him most, he said, 
was the log rolling and pork barrel methods 
in Congress, by which the members seek to 
intrench themselves against defeat at the next 
election. He suggested that the limiting of 
both congressmen and senators to one term 
each of six years would go far toward making 
them independent in thought and action. 

He was impressed in his trip across the 
country with evidences that crops will be good. 

Reports were heard that Canadian lumber is 
coming across the border in increasing quanti- 
ties in order to avoid the $3 tariff that will be 
added June 21. One report said that two car- 
goes of lumber, chiefly siding, had been 


brought from Canada to Bellingham, there to 
be stored. Most of the Canadian lumber has 
gone by rail to the middle West and lumber- 
men here report that it has had a demoralizing 
effect on the market, which may continue for 
months to offset any good that may be ex- 
pected from the tariff, 











Let Us Do 
the 
WORRYING 


e faster than “dead” stock. Good 
money “frozen” in merchandise that 
is not moving is a calamity that 
every lumber dealer must avoid. 


On the other hand, you can not 
expect to make a profit unless you 
have something to sell. 


The Sellers line of Built-in Kitchen 
Units offers you a solution to this 
perplexing problem. With this fa- 
mous nationally known line, you do 
not have a lot of money tied up in 
stock that is not moving. All you 
need are floor samples. You order 
units from the factory as you sell 
them. In other words, you let us do 
the worrying about stock. 


Sellers Built-in Kitchen Furniture 
is the Key to the most profitable 
market now open to every lumber 
dealer—the renovating or remodel- 
ing market. 


Women are more interested in 
remodeling their kitchens than any 
other part of the home. Show these 
women something they can visual- 
ize in their own kitchens—some- 
thing which offers them extra time- 
and labor-saving advantages which 
they can see and understand— 


Show them a colorful Sellers 
Kitchen with its many exclusive 
— features and you'll make 
sales, 


You can sell Sellers Kitchens at 
prices that compare most favorably 
with a nailed-together job installed 
and painted. For remember—Sellers 
units come enameled and equipped 
with the finest hardware. Merely 
set the units in place—tighten a few 
bolts—and the installation is com- 
pleted. 


Lumber dealers make a good net 
profit on every Sellers installation. 
This is why more and more deal- 
ers are turning to this money-mak- 
ing line. Write today for fuller 
details on our exclusive dealership. 
It may be the means of keeping you 
in the “black” this year. 


‘ President 
G. I. Sellers & Sons Company 
Elwood, Indiana 


SELLERS 


KITCHEN FURNITURE 
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Boost Building by Lowering 
Property Taxes 


ALBUQUERQUE, N. M., June 20.—The stimu- 
lation of building in New Mexico by the es- 
tablishment of an income tax to share with real 
estate the burden of present excessive taxes, 
was the proposition that climaxed the after- 
noon and evening meeting of round-table dis- 
cussions of the New Mexico section of the 
Mountain States Lumber Dealers’ Association 
held here June 18. Lien laws, delivery charges, 
quotation of job complete, investment building, 
unit control of sale, substitutes for lumber, small 
mill sales, and financing were among the other 
subjects considered. This was one of a series 
of district meetings being held, preceded by 
those at Lamar, Sterling-Yuma, Limon, Pu- 
eblo, Grand Junction, and Durango, Colo., and 
to be followed by similar ones at Cheyenne, 
Wyo., and Fort Collins, Colo. 


Solidarity Through Co-operation 


President R. C. Todd, of the La Junta Trad- 
ing Co., who has been in business in La Junta 
for 28 years, said he was beginning to realize 
the association covers a large territory, and 
consequently definite extension work was dif- 
ficult. He reviewed accomplishments at meet- 
ings held, and stated he had already found in 
Secretary Allan T. Flint a man of vision and 
capacity to put the association on its feet. He 
pointed out the fallacy of trying to create busi- 
ness by price cutting to gain a temrorary en- 
larged share of a definite quantity of business, 
and showed how much better is the co-opera- 
tive effort to enlarge the total business, this 
to be fairly shared by all dealers. 

Secretary Flint stated that while it is diffi- 
cult now to enlarge an association’s influence, 
it is the very time it is needed most. He 
showed the advantage of such co-operation 
even in a city where dealers are working in 
harmony, since with present truck transporta- 
tion possibilities inroads on such territory have 
been made from a town 90 miles distant in 
which price cutting was started. He prefaced 
his remarks by reading from page 1 of the 
AMERICAN LUMBERMAN’S June 11 issue on 
which appeared Wilson Compton’s address on 
“The Lumber Industry at the Cross Roads.” 
“Solidarity through co-operation in associa- 
tional effort,” was Secretary Flint’s theme, and 
he showed plainly how much more can be ac- 
complished than through individualistic meth- 
ods. “A desire for homes” he considered one 
of the most promising things the association 
can co-operatively create in any community, 
and pictured the different attitude toward the 
automobile of the public whose last year’s 
model is not good enough, but must be ex- 
changed for the latest and most up-to-date, 
whereas a home of the model of 10, 20, or 


even 30 years ago is still acceptable. He 
compared destructive competition with con- 
structive, such as to make the yards more 


attractive until they draw patrons; of exhibits 
showing what can be done with lumber; and 
of making lumber yards so well known they 
are no longer the hardest places in town to 
find. 


Desirability of Exhibits 


George W. York, vice president George E. 
3reece Lumber Co., enlarged on the subject of 
exhibits, describing one in the heart of Cleve- 
land he saw on a trip from which he had just 
returned. A. Teachout & Co., who have a 
sash and door plant and several branch houses, 
here maintain for the information of their 
salesmen, as well as the public, a large room 
in which are shown advantageously walls of 
pecky cypress and knotty pine, log siding, floors 
and roofs of many kinds, built-in features, 
miniature houses, and the like, 
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W. S. McDonald, of Denver, representative 
of the Northwestern Fire Insurance Co., was 
introduced, as was A. Y. Baker, of Seattle 
vice president of the company 


Business Going Upward 


“All business, including the lumber business 
has reached the bottom, and can go but one 
way and that is upward,” declared Mr. Baker. 
“Retailers have depleted their stocks and are 
now compelled to buy from the manufacturer, 
thus stimulating that side of the business.” He 
and others expressed the sentiment that cedar 
shingles are becoming more popular. Mr. Mc. 
Donald stated that Denver is enlarging the 
zone in which wood shingles may be used, 
Surprise was voiced, however, at the scarcity 
of wood shingle salesmen and promotion work § 
in this territory. 

Speaking of “unit costs,” Kenneth J. Bald- 
ridge, manager of the J. C. Baldridge Lumber 
Co., Albuquerque, said he found home builders 
prefer to do business with the lumber dealer 
directly, even for a small job, thus avoiding 
looking up and dealing with 4 or 5 different 
people, some of them unknown to him. With 
blackboard he illustrated simple ways of show- 
ing prospective home builders the cost of home 
owning, and how to meet the cost as they have 
been paying rent; and indicated the trend to- 
ward the sale of homes complete, when the 
key will be turned over upon payment of 20 
or 25 percent down and the payment of $65 a 
month. He spoke of eight homes his company 
had financed. 


George Doolittle, of the Albuquerque Lum- 
ber Co., decried the unfairness of sharing with 
realtor and contractor profits equal to those 
received by the lumberman, neither of the 
former having anything like the investment 
and expense the lumberman carries. He finds 
the present trend is to buy homes complete, 
rather than contract for parts. ig 

H. E. Davidson, of El Rio Lumber Co., him- J 
self a former contractor, believed prospective 
home owners are very glad to buy finished 
homes and avoid the “grief” of construction | 
problems. 


A Good Time to Correct Abuses 


Mr. Todd suggested that when business is | 
slack it is a good time to correct abuses; for 
example, contractor discounts, or free delivery 
where disadvantageous to the patrons who do 
their own delivering. In Albuquerque 5 per- 
cent discounts are given contractors’ orders, and 
other patrons buying $100 or more; also for 
cash payment. In Santa Fe the 10 percent 
contractor discount has been abolished ; and for § 
delivery a 50-cent minimum charge is made, | 
or $1.50 a ton. ' 

Following an informal dinner, Harry Wilson, 
Albuauerque lawver, discussed “New Mexico § 
Lien Laws and Their Relation to the Building 9 
Industry. Mr. Wilson recommended that 27 
Jumbermen’s committee submit to the next leg- 
islature a draft of a “general contractor lien 
law” that would eliminate the trouble of filing F 
numerous liens. 


Clarence Iden, of Las Vegas, former prest- 
dent of the association, described the move- 
ment to provide for a State income tax to sup | 
plement the property tax, now so high as tof 
constitute one of the principal barriers to build- J 
ing. He recommended that appointment be 
made of a representative of the lumbermen to 
the general committee of the New Mexico Fed- 
eration of Taxpayers’ Association, and Chair- 
man Baldridge announced the selection of A. J. © 
Sine, secretary of the New Mexico Lumber &F 
Timber Co, a 
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predominating by reason of the thinness of their 
sap ring. 

It is the heart pine which is durable, the sappy 
portion of any tree being non-decay resistant. The 
sap wood may be soft and look well when cut up 





: a into lumber, but it will not long endure. 
work § 
structed of wood, which have been preserved to us 
will show the exposed portion to have been built of 
heartwood. 

Madera Sugar Pine is physically and botanically a 
true and durable white pine. It is cut from virgin 
forests of mature old growth timber, the sap ring of 
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Their forest primeval has always been a great 
ses ; source of inspiration to American people, and this 
ness is z E feeling has ever found expression in prose, poetry, 
es: for to: : and song. Our stately trees typify all that is good in 
lelivery | = aM every one of us; for it is evident in every specimen 
who do or i that it has battled to gain its foothold, struggled for 
5 per- its place in the sun, and endured through the cen- 
ors, and © Y = § turies the buffeting of storm and wind. It has become 
Iso for @ pare a thing of beauty and utility despite adversity. 
percent | (a The white pine forests of the East were more 
and for | ,* Ss extensive and contributed in larger degree to the 
made, OO + ae housing of our growing nation than those of any 
eS other section. At one time they were thought to be 
Wilson }.. Se inexhaustible, but ultimately we found our markets Madera Sugar Pine is physically and botanically a 
ae drawing upon the timber resources of the North, true and durable white pine. It is cut from virgin 
South and West in ever growing quantities. forests of mature old growth timber, the sap ring 
The white pines, go where you will, are character- of which is very thin. 


MADERA SUGAR PINE CO., Madera, Calif. 


{PIONEER CALIFORNIA PINE PRODUCERS} 
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GOLDSBORO 


N. C. PINE 


Our “Jiffy Service,” by rail 
and water, will keep you 
supplied with all items in 


YARD STOCK 
SHED STOCK 


Let us prove it on your next order 


JOHNSON & WIMSATT 
le Washington, D. C. 


CYPRESS 


We annually produce 40,000,000 feet of 
Louisiana Red Cypress 
! Lumber, Lath 
and Shingles 
Also Tupelo Lemtes, 9p6 ts and _ > Comptote 


Dibert, Stark & Brown Cypress Co. Lid 


Manufacturers DONNER, LOUISIANA 
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LONG and SHORT LEAF 
ALSO) Yellow Pine 


WM. SCHUETTE CO. 
Pittsburgh. Pa. New York, N. Y. 











North Carolina Pine and 
West Virginia Hardwood 














D Man: = CASING, 
goa BASE AND 
Capacity, 50,000/eet MOULDINGS 
~ Mixed Cars Our Specialty. 
WILLSON BROTHERS LUMBER CO. 
1530-35 Oliver Bldg., PITTSBURGH, PA. 
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Is Just Whatthe Name Implis ALSO USE AND SELL— 
“Parker’s’’ Calking Putty. “‘Parker’s’’ Steel Sash Putty. 
“Parker’s’’ End Wood Sealer Keeps Out Moisture. 
Write for Prices and Information. 


IRA PARKER & SONS CO., Oshkosh, Wis. 
Ro RS 







O TIMBER ESTIMATORS O 
JAMES W. SEWALL 


Consulting Forestry 
JAMES W.SEWALL PHILLIPS & BENNER 


Old Town, Ruttan Block, 
Maine Port Arthur, Ontario 











BOOKS—B00 KS—BOOKS—Here’s the place 


to get them. Write now for catalog. 
American Lumberman, 431 S. Dearborn St., Chicago 
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The resolution of the National-American Wholesale Lumber Association, in regard to 


motor truck regulation, 


which won expressions of commendation from business leaders, 


appeared in the AMERICAN LUMBERMAN of May 14, page 52; and an article in regard to 
the situation in Texas appeared in the issue of Feb. 20, page 30.—Eptror. 


Regulating Truck Operation 


Retail lumbermen have been stirred up 
about the evil effects of unregulated motor 
truck operation, which was the subject of 
resolutions passed at recent conventions of 
the Texas and Kansas conventions. Federal 
regulation is considered desirable by many, 
but, so far, efforts to secure it have been 
blocked by those interested in commercial 
trucking promotion. In various States, how- 
ever, measures are being enacted that are 
so much more drastic than any proposed 
Federal rules, that opposition to Federal 
regulation may possibly be withdrawn 


Texas and Kansas Laws Upheld 


For the following summary of the decision of 
the United States Supreme Court in cases in- 
volving the constitutionality of laws enacted by 
Texas and Kansas, the AMERICAN LUMBERMAN 
is indebted to R. G. Hyett, executive secre- 
tary of the Lumbermen’s Association of 
Texas, Houston, Tex.: 

As a result of the two cases brought before 
the United States Supreme Court, upon appeal 
from the district courts in Kansas and Texas, 
regulation of trucks on the highways was 
recognized by the court as within the police 
power of the respective States. It also found 
that the Federal Government had not imposed 
any restrictions on motor carriers, and, there- 
fore, there could not be a conflict as between 
Federal and State laws. The right of Kansas 
to impose a highway tax on both private and 


public carriers, in addition to the regular li- 
cense tax, was recognized by the Supreme 
Court. 


Kansas Distinctions Held Reasonable 

The Kansas law was first attacked by the 
Continental Baking Co. et al vs. Woodring 
etc., as placing an unreasonable burden upon 
privately owned trucks, by reason of their 
being compelled to pay a highway tax equal 
to that assessed against common carriers by 
truck. The Supreme Court held this feature 
did not create an arbitrary discrimination as 
between those operating trucks upon the 
highways, recognizing that each created a 
hazard, and was equally destructive to high- 
ways. The only exemptions to the special 
highway tax were those carrying livestock 
and farm products from the farm to markets, 
and it held with the district court that this 
casual use of the highways, for transporta- 
tion of these exempted commodities, differed 
from the use of the highways in transporting 
commodities for commercial purposes. It 
also took notice that even for the occasional 
carrying home of groceries in trucks or motor 
vehicles, the general license tax assessed was 
adequate compensation to the State, and dif- 
fered from the everyday pounding of high- 
ways by commercial fleets. The Kansas law 
was also attacked upon question of class 
legislation, because the additional highway 
tax was not assessed against owners operat- 
ing within twenty-five miles from their estab- 
lished place of business. The court was of 
the opinion that distinction had to be made 
some place, and that this appeared to be a 
reasonable restriction. 


Texas Regulations Constitutional 

The Texas Law reviewed by the Supreme 
Court on the same date, and brought by Ed 
Sproles et al vs. T. Binford, Sheriff, et al, 
was upheld by the Supreme Court as valid, 
and within the police power of the State. 
The Texas Motor Vehicle Act, which was at- 
tacked, provided that no commercial motor 
vehicle, truck-tractor, trailer, or semi-trailer 
shall be operated on the public highway out- 
side of the limits of an incorporated city or 
town with a load exceeding 7,000 pounds on 
any such vehicle or train or combination of 
vehicles, and that no motor vehicle, commer- 
cial motor vehicle, truck-tractor, trailer or 


semi-trailer having a greater weight than 
600 pounds, per inch width of tire upon any 
wheel, concentrated upon the surface of the 
highway, shall be operated on the public 
highways outside of the limits of an incor. 
porated city or town. The Supreme Court held 
that it does not violate the due process clause 
of the Fourteenth Amendment on the grouna 
that the limitations are arbitrary and op- 
posed to sound engineering opinion. The Act 
constituted a valid exercise of the police 
power, to prevent the wear and hazards due 
to excessive size of vehicles and weight of 
load; the statute is not repugnant to the 
commerce clause of the Constitution, inas- 
much as Congress, in the exercise of its 
power to regulate interstate commerce, has 
not enacted legislation withholding from a 
State its police power to conserve the highways 
in the interest of the public. The statute does 
not discriminate against interstate commerce, 
and is within the established princip!e that, 
in matters admitting of diversity of treat- 


ment according to the special requirements 











This Caterpillar tractor, operating in the 
jungles of Siam, is displacing the elephants 
and steam donkeys formerly used in logging 
operations. The Sriracha Lumber Co., of Sri 
racha, Siam, has two “60” logging cruisers 
equipped with single-drum Willamette winches; 
and two “15,” one with single and one with 
double drum winch, used for loading on to 
railroad cars 





of local conditions, the States may act within 
their respective jurisdiction until Congress 
sees fit to act; nor does it impair the obliga- 
tions of contracts of motor carriers, 
lation of the contract clause of the Federal 
Constitution; nor is the statute in violation 
of the equal protection of the last clause of 
the Fourteenth Amendment because  inap- 
plicable to buses or because heavier vehicles 
and loads are permitted when the vehicles 
are used to transport property from the point 
of origin to the nearest practicable common 
earrier receiving or loading point or from 
such a loading point to destination by the 
way of the shortest practicable route; the 
exemption in favor of such vehicles is not 
void on the ground that the term “shortest 
practicable route” is too vague to be under- 
stood. 


State May Determine Size of Vehicles 
Another section of the law attacked was 
the limitation as to length of 35 feet for 
single vehicle, or 45. feet for combination 
vehicles, neither exceeding a width of 96 
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jnches and height, with load, of 12% feet, 

and with no load extending three feet beyond 
a front of vehicle and four feet from the 
rear. This was also found to be within the 
province of State legislation. The Texas 
Motor Vehicle Act limiting the size of ve- 
hicles operated on the public highways is not 
in violation of the equal protection of the 
laws clause of the Fourteenth Amendment, 
because expressly made inapplicable to im- 
plements of husbandry, including machinery 
solely for the purpose of drilling water wells, 
and highway building and maintenance ma- 
chinery temporarily propelled or moved upon 
the public highways. The term “implements 
of husbandry” has reference to such imple- 
ments as tractors, plows, trucks, hay presses 
etc. used by farmers and, so construed, the 
classification is reasonable. 

This final authority upon the Texas law 
will dissolve the many injunctions already 
applying against arrests for maintaining and 
operating heavier loaded equipment than pro- 
vided for in the law. 


lumbermen, writes J. N. 
secretary Central Kan- 
sas Lumbermen’s Association, felt that there 
should be legal regulation of rates, such as 
the railroads are subject to, and their feeling 
arose from such conditions as these: The 
trucks move into larger centers with loads 
of freight for which, probably, a reasonable 
and adequate rate is charged. Then they are 
often obliged to make the return trip empty. 
To avoid this they, too frequently, load up 
with Portland cement. This they consider 


Kansas retail 
Elliott, Salina, Kan., 


“velvet,” since otherwise they would have no 
revenue-producing load. And for this cement 
they often charge a very inadequate rate— 
a rate far below the published tariffs of the 
railroads. The dealer doesn’t need cement 
every time there is a truck coming home 
with no revenue-producing load. But the 
trucker soon learns that he can haul home 


a load of cement and sell it to his neighbors 
for less than they can buy it for from the 
dealer. 


Kansas license fees are probably so gradu- 
ated as to discourage the operation of heavy 
trucks. A truck with a carrying capacity of 
4 and not over 5 tons pays $100 a year; $40 
additional is charged for each ton or fraction 
thereof over 5, and trucks with solid tires 
pay double these amounts. 


Mississippi—Perhaps the most drastic form 
of State restriction on the operation of com- 
mercial trucks is the ton-mile tax. Missis- 
sippi enacted a law May 18, effective July 1, 
which bases some of its truck taxes on 
12,000 miles of operation. <A flat privilege tax 
is, however, charged on commercial vehicles. 
A commercial truck of 2% tons carrying ca- 
pacity pays $84 a year license fee, but there 
is a charge for each one-half ton additional, 
increasing to a maximum of $360 a year, 
while fees for trailers increase up to $300 a year, 
and two or more solid tires on any vehicle 
increase the tax on that vehicle by 25 per- 
cent. A truck of 2 to 2% tons carrying 
capacity pays $72 a year, based on 12,000 
miles of operation, and after 12,000 miles a 
mileage tax of 1 to 6 mills a mile is charged, 
graduated on the carrying capacity of the 
vehicle. This may properly be called a ton- 
mile tax. 


Wisconsin has enacted a ton-mile tax also, 
but, writes Don S. Montgomery, Milwaukee, 
Wis., secretary Wisconsin Retail Lumber- 
men’s Association, “Much of the good that 
we had hoped would come from the ton-mile 
tax law has been taken away by a decision 
of the State supreme court.” This decision 
is that the ton-mile tax law applies to the 
net weight of the truck—its weight empty; 
the law does not apply to trucks weighing 
less than 6,000 pounds empty, and there are 
only about 2,400 or 2,500 trucks operating in 
the State that weigh over 6,000 pounds empty. 
Mr. Montgomery says that the association 
members had been hoping that the ton-mile 
tax law would lessen the unfair and un- 
desirable competition arising from truck de- 
liveries. I am sure, he says, that the Wis- 
consin retail lumber dealers would almost 
unanimously favor the enactment of regula- 
tory measures applying to all trucks which 
compete direct with the railroads. The deal- 
ers see the loss of control of sales of com- 
modities as soon as same are made available 
for trucking. It would seem almost ruinous, 
he asserts, to crucify the railroads, and to 
commit suicide as lumber and building ma- 
terial dealers, by building up trucking. He 
adds that the State’s highways are congested 
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and pounded to pieces by the terrific weight 
pressure of heavy trucks, with only a nomi- 
nal return to the State treasury. Railroads 
pay tremendous taxes, and on the soundness 
of their securities rests the financial stability 
of many such financial institutions as insur- 
ance companies. 


Minnesota has attempted to regulate the 
operation of motor trucks by a law which 
divides them into three classes: T—Used to 
transport farm produce to place of shipment, 
and may haul return loads of goods for use 
or consumption on the farm of the owner. 
Y—used as common carriers for compensa- 
tion. X—All other. The T class trucks are 
forbidden to haul return loads for hire, but 
some of them claim to have definite contracts 
for such back-hauling. Temporary injunc- 
tions against them have been granted at 
three points in the State, and a permanent 
injunction at one, but the law has yet to face 
a test case in the State supreme court. It is 
contended that if rail carriers are forced out 
of short-haul revenue by motor truck com- 
petition, they may have to raise long-haul 
rates to make up for the loss. This seems 
unlikely, however, as water competition is 
forcing radical reductions in all long-haul 
rates, especially those from the West Coast. 
There is a possibility that Mississippi barge 
lines may soon be carrying this waterborne 
competition for lumber shipments into Min- 
nesota territory. 


Kentucky.—New motor laws became effec- 
tive in Kentucky on June 17. Under the new 
laws, governors must be placed on all trucks 
of more than a half-ton capacity, to regulate 
maximum speed. The new laws also provide 
for mileage toll taxes on the public highways, 
for contract and public carrier trucks; regu- 
late trucking rates; prohibit use of trailers 
beyond a 10-mile limit of a city; and regu- 


late maximum body and over-all sizes, and 
also prohibit gross weights of more than 
18,000 pounds beyond the 10-mile zone. The 


new regulations are intricate. 

Indiana enacted a measure limiting the 
weight and dimensions of motor trucks, 
which was to have become effective Jan. 1 
this year, but on that day a suit was filed 
and a restraining order issued. This order 
has been dissolved and the constitutionality 
of the law upheld by the State supreme court. 





A New Development in Kiln 
Drying 

A publication that will be of interest to every 
user of dry kilns, present and prospective, is the 
pamphlet issued by the National Dry Kiln Co., 
at Indianapolis, Ind., fully describing and illus- 
trating the National Injectaire internal fan kiln. 
The National Injectaire method of forced circu- 
lation is described as “a radical improvement 
over all methods in previous use. This 
method eliminates all question as to whether 
the air actually gets into the middle of the pile.” 
Another feature claimed for this method is “Be- 
cause of its advantageous arrangement, the 
National Injectaire method circulates through 
the pile more than twice as much air as is usu- 
ally calculated and probably four times as much 
as usually reaches the center in any other 
method. This is done with considerably less 
than one-half the power required by other 
methods.” 

Probably no feature connected with the manu- 
facture and use of lumber is receiving more in- 
tensive study than that of adequate seasoning 


and this booklet, which may be had upon re-. 


quest from the National Dry Kiln Co., Indian- 
apolis, Ind., will be helpful to anyone interested 
in this subject in any way. 





Plant Reopens Under New 


Management 


THOMASVILLE, GA., June 20.— The lumber 
plant formerly known as the Variety Works 
and located in Thomasville, will reopen next 
week after being shut down for some time. It 
will be under new management and will be 
known from now on as the Bracey Lumber Co. 
Fifty men will be employed by the reorganized 
company. 
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TURKEY 





Board” 


You can talk “real turkey” when 
you talk about INSO BOARD or 
INSO LATH. And they will talk 
“real turkey” to you in the in- 
creased profits you show at the 
end of each month. 


INSO LATH is the ONLY Free- 
Expanding, Non-warping insulat- 
ing plaster base board you will 
find. This means sales — sales 
where otherwise you could not 
make them. In no other board 
will you find shiplapped, beveled 
edges and ends, which provide 
permanent expansion space all 
the way around the lath. 


INSO LATH is the ONE plaster 
base board that will sell on its 
merits alone. And it’s backed by 
a wide-awake, sure fire, sales 
making dealer plan. 


Send in the coupon and let us 
explain more fully. 














STEWART INSO BOARD CORP. 
St. Joseph, Missouri. 


Please send me complete details of your product, 
_— LATH, and of your “dealer-profit” Selling 
an. 





BU/LOING INSULATION 








O|EWART INSO-BOARD CORP 


ST. JOSEPH. 
MISSOURI. 
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ZON: “he *r—Haisteé 4 » 
COLORADO. Colorado Springs—United Mills , ARIZONA. Chandler Halstead Lumber Co. sue. The wo 
know, from experi- (Inc.) opening planing mill. Ap a ete , : : And, Ww 
i FLORIDA i alien ee ee ARKANSAS, Otis—Hoch & Haverland succeedeg li 
ence, that such tim- tan achoheenio tee ean Samenerty Art by B. B. Maveriand Lamber Co.; self to Als 1e, 
» ing wholesale lumber business. Otis Lumber Co. And ma 
. GEORGIA, McRae—L. L. Folsom starting a CALIFORNIA Gilroy—Gilroy-Central Lumb ] 
5 4 4 a aA. 7 5 é 4 e 
ber produces th e retail lumber business, Co. sold to Southern Pacific Milling Co. it Indoors 
IDAHO. Colburn grown Timber Co. opening F’'LORIDA Daytona Beach—Halifax Lumber ¢ ; 
- \ JORIDA. ay é é 4 ax L 0. 
strongest, most dur sawmill. : (Inc.) succeeded by Clarke Lumber Co. (Inc.), A hou: 
able lum be r and . en F a Seren opened sawmill on north Hampton Springs—H. E. Baird moved to Leb. name 
F ranch of the learwater. anon, Tenn. And th 
: : at INDIANA. Indianapolis—E, L. Barr has opened GEORGIA. Augusta—Richmond Lumber (po, An 
structural material. . an office as lumber manufacturers’ agent. sold to Charles C. Royal. But all 
A Indianapolis—Fred H. Stanford has started a Commerce—Commerce Brick & Lumber Co, stock A d be 
Insure your cus- ' f commission lumber business. sold to Mose Gordon Lumber Co. An k 
* Westport—Dunlap & Co. opening new branch: Dublin—Dublin Veneer Co. sold to J. C. Deacon That s 
= headquarters in Columbus, Ind.; lumber and build- Co., headquarters, Chicago. 
tomers greater sat , : ing materials. Milledgeville—Bland Lumber Co. succeeded by fo fir 
. . ‘F . ver os 2 ; ‘ Baldwin Lumber Co. Y ust W' 
isfaction and better MICHIGAN. Dearborn—Michigan Lumber Co. Thomasville—Thomasville Variety Works 
a Ore os « Save * as > ae & . § suc- ‘ 
t tl t : oo = 36 pe atte ii ceeded by Bracey Lumber Co. : Indoor: 
- SSO t Carro ‘ ‘ousins T ver Co re P 
CORT Seaee by =e ' . cently opened chamed — Pn aly ~ eee A andl ILLINOIS. Chicago —Irving Park Lumber « Sup- 
ommending the use Liberty, handling peint. hardware and sroceries, ply bag changing name to Paul T. Diener Lum. It 
but not lumber; has recently opened a lumber pe) resus 


‘“ 99 Mg ty é “ae : Chicago—Mid-West Coal Co. discontinuing lumbe 
of ““WIER” Long- Pam = yard at Slater oa 


business. 





















































































s “i NEW YORK Gloversville—Thos, L. Way Lum- Crossville—Pollock Lumber & Coal Co. closing J ‘TRa\ 
leaf Yellow Pine én ber mee soe office, sales and display room in local yard. Bill, tl 
¥ a sponnoble Bidg Edwardsville—Stolze Lumber Co. (Inc.) sold local § : ( 
products. ’ : OREGON. Eugene—J. 1. Wood and A. M. Mat yard to Illinois Lumber Co. (Inec.). is dea 
¢ ; lock have engaged in business under name of Hutsonville—Otey-Sherwood Lumber Co. closing Ma! 
‘ ts D = Lumber Sales & Service Co local yard. 
Hae : : - ' Lakeview—W oodcock Lumber Co. establishing a Lemont—I. N. R. Beatty Lumber Co, closing local hotel 
0 ISAS a erties sawmill yard, é : ; ‘ } didn’t 
Ti. : lts the FIBER that counts / The Dalles MeMillan & Sorenson have started a a Percy Krum Lumber Co, discontinues local 
sawmil vé . 
Cee aoe ee Eee New Holland—New Holland Lumber Co. 
. — PENNSYLVANIA. Erie—Kuhns Lumber Co. eamemion — ne — 0. out of & 
W ER LOAIE LEAF LUMBER (0 Parade ree Pap  headine sates i 3 OhIman—Hargrave Lumber Co. closing local Wh 
ar es ets; also andles m ork anc nbe yard. : 
. wal ~~ ay Olsen-Kulp Lumber Co. opening at Royalton—I. Inger & Bro. out of business. is to 
slits —_ . St. Charles—Harold C,. Harbaugh succeeded by 
HOUSTON, [a -> o-\P TENNESSEE Jackson—YVindell & Conger adds Chas. Harvaugh Lumber Co. j Anc 
Mills: Wiergate, Texas. lumber to building material line Staunton—Stolze Lumber Co. (Ine.) sold local to th 
TEXAS Bis Spring—Mid-West Lumber Co yard to Illinois Lumber Co. (Inc.), of Edwards- chain 
opening new retail lumber, paint, building ma- ville. — ‘ : , 
terial business —__ -McAfoos Lumber Co. discontinues We 
WASHINGTON Snohomis a4 Cc zh ane Ree ; : 
Axel Olsen ome ane - = ag a gel _ INDIANA. Indianapolis—Barr-Stanford Lumber mana; 
tail lumber yard; will handle other building ma- C©®. dissolved; E. L. Barr opens as manufacturers An 
terials also. agent; Fred H. Stanford in commission lumber secein 
apa oo wae — ’ business. 
(LE TT (en mm - oe Ie chen nt - oe a —“r KANSAS. Randall—C,. W. Bradshaw sold inter- 4 lem. 
y ateen” kote. a aimee local —— oe eS est in Hart-Bradshaw Lumber & Grain Co. to his 
Timbers a. APE., OPSRImg ica: oOmce. partner, J. S. Hart, of Kansas City. A son, James § Yo 
Hart, will have charge of the business in Randall. § . b 
° ° 7 it, De 
New Mills and Equipment KENTUCKY. Mt. Sterling—Greer & Williams | addr 
UiTl er have sold to the McCormick Lumber Co. and Home 
CALIFORNIA Stockton Stockton Box Co Lumber Co., stock, yards and equipment, including If 
building power plant. lease. Will continue contracting business. 
at afm LOUISIANA, Shreveport—Allen Mfg. Co. will LOUISIANA. New Orleans Otis Mfg. Co enou; 
e . rebuild burned lumber mill at Cedar Grove. merged with Astoria Importing & Mfg. Co. as Yo 
Shin les NORTH CAROLINA. Concord—F. C. Niblock Otis-Astoria Corporation. 1 but 1 
Co. rebuilding lumber plant recently destroyed by MASSACHUSETTS. Boston—Horace W. Hall B 
. fire with loss of about $10,000. Lumber Co. moving to Newton Center, Mass. g U 
For our high grade dressed stock— pes aio ; passe a ; : . 
WA te Wholesaler" TEXAS Dallas—Texas Oak Flooring Co. will Lowell—Burnham & Davis Lumber Co, being recei 
$ e jolesaler rebuild the warehouse recently burned with loss reorganized. Edgar H. Douglas, manager. bad 
° of $190,000 MINNESOTA. Duluth — C. Baumgarten suc- 
Th Al -S I CANADA. ONTARIO. Milton—Sawmill, shingle Ceeded by C. Baumgarten & Son. F¢ 
e ger u ivan mill and plant of Milton Wood Products (Ltd), A. NEBRASKA, Garland—J. S. Hatcher Co. sold copi 
H. Cropp, manager; plans for construction being local yard to Yates Lumber & Coal Co. pi 
um er  @] prepared Woodruff—Yates Lumber & Coal Co. sells local here 
e Sault Ste. Marie—Algoma Hardwood Co. will yard to J. S. Hatcher Co. ' WV 
erect large mill on Carp River, according to Pres TRU _ . i reneheer ‘ j 
CENTURY, FLORIDA ag Ad NEW HAMPSHIRE. Nashua—vUtility Table Co. § 
. W. H. White. succeeded by Wood Novelty Co. (Inc.). t: that 
° NEW YORK. Binghamton—P. A. Kent & Son § | 
Casualties (Inc.) sold to Edward D. Van Antwerp of Kirk- Ff Pr. 
PON a . , : ee wood. , 
ARIZONA. Tucson—Planing mill of W. E, Ruda- Buffalo—Blanchard Lumber & Millwork Co. will last 
sill damaged by fire liquidate. 
CALIFORNIA Lemoore—R. O. Deacon Tum- Dunkirk—Stow Lumber & Coal Co. sold to Harry T 


u 
ber Co., loss by fire on Riverdale yard, $10,000. F. Sallhoff. of Fredonia. 


t+EORG "s T P ine New York—Gordon J. McDonald Co. (Inc.) mov- § av 
GEORGIA Cairo—Thomas- Robinson Lumber : wm . 
VON PLATEN-FOX |} o.22891 0.0 Geri ing to Bronkigae so” 7 MeDonala Co. Giae) mar Be 
“aes “a : a 7 NORT CAROLINA. Charlotte- eadquarters § 
C *,OMPANY = ey Lt — Pine Sawmill of Hanson of Southern Sash & Door Co. moving to Greenville, E T 
iengees aestrovec Vv Ire, Ss. Cc. ' pric 
o = IOWA. Postville—Postville Lumber Yard, branch Goldsboro—Clinton Lumber Co. moving general & 
Iron Mountain, Mich. of Dubuque Midwest Co., damaged by fire; loss, office to Clinton, N. C., where the mill is located. T 
29 () = ~ - 
$20,000. OKLAHOMA. Konawa—Peoples Lumber Co. sold ders 


MASSACHUSETTS. Boston—Griffith Keiver & to H. E. Ketchum Co. 
Manufacturers of 17 Co., fire loss $15,000. Texhoma—Foxworth-Galbraith Lumber Co. sold T 
° ° NEW JERSEY. Keyport—Keyport Lumber & stock to other local yards and discontinues. oe 
Different Species ° Plumbing Supply Co.; fire loss about $50,000. ; Woodward—cC. E. Sharp Lumber Co. ae ” d 1 
tome Co. ; Ash- 


NEW YORK. New York—F. A. Mulgrew Ma- Home Lumber & Supply menGquarters ' 
NORTHERN hogany Mills, loss by fire. anc, aoe tell 


OREGON. Portland—Copeland Lumber Co. and 


_NORTH CAROLINA. Thomasville—North State J. W. Copeland Yards (Inc.) moving from Pacific § 7 
HARDWOODS Veneer Co., loss by fire, $50,000; Alvas Boyles, Bldg. to E. 2nd and Main streets. 




















manager. - Sisclicehg ph i : . rad 
2NY *hilade — s. 
‘ s OREGON Portland—Builders Lumber Co., loss I ENNSY LV ANITA. - . ee = Coulbourn Bro a ', 
by fire, $3,000 moving to Commercia rus dg. . : 
+ Bist : : Pittsburgh—Pennsylvania Door & Sash Co, stock “A 
SOUTH CAROLINA. Orangeburg—Orangeburg sold to Adelman Lumber Co. ° 
Millwork Co. and Bamberg Lumber Co., fire loss, SOUTH CAROLINA. Columbia—Palmetto Lum- 


4 


AANDY BOOKS FOR LUMBERMEN ao Norfolk—White Lumber Co., loss ber Co. sold to W. C. Goodwin, who will continue 


- . ; : business as Goodwin Lumber Co. 
A COPY FREE ON REQUEST. ADDRESS by fire, $60,000; will rebuild. TEXAS, 


wreeemnanes " <olbeck Lath 2 F Houston—Joe Huggins Lumber Co. sold 
SCONSIN. Argonne—Kolbec 4ath Manufac- * 
AMERICAN LUMBERMAN, 431 So. Dearborn St., CHICAG. = turing Plant destroyed by fire. (Continued on Page 65) 
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Outdoors for Boys 


The finest place for boys, if big or small, 

Is never really any place at all; 

It’s just outdoors, with room to run and race, 

A place too big to even call a place, 

The woods, the wall, the ceiling just the sky, 

And, when you're tired, the grass on which to 
lie, 

And maybe sleep and never hear a noise— 

Indoors may do for men, outdoors for boys. 


A house has numbers and the streets have 
names, 

And this one someone owns or that one claims, 
But all outdoors belongs to all mankind, 

And boys especially, you'll always find. 

That’s why I say, no matter, big or small, 

The finest place is just no place at all, 

Just woods and fields and hills and other joys— 
Indoors may do for men, outdoors for boys. 


lt Never Happens in a Shop 


TRAVELING SALESMAN—And you say that 
Bill, the old hotel clerk who was here so long, 
is dead? What happened to him? 

MANAGER—Why, a fellow took a handful of 
hotel stationery, and brought back what he 
didn’t use. 


Chain Letters 


What Chicago ought to do with her gangs 
is to change them into chain-gangs. 

Another man we would like to see sentenced 
to the chain gang is the man who starts a 
chain letter. 

We have always suspected he is the sales 
manager for the postoffice department. 

Anyway, what to do with a chain letter you 
receive has always been a good deal of a prob- 
lem. 

You can’t mail it back to the man who started 
it, because you don’t know his name, or his 
address. 

If you only did, and had a gun, or money 
enough to hire a gunman! 

You may know the man who sent it to you, 
but he may be a good customer, or something. 

But we think we have solved it. When we 
receive a chain letter that says we will have 
bad luck, 

For nine years, unless we make nine good 
copies and mail them to nine other people, 
here’s what we do: 

We pick out the nine people in the world 
that we dislike the best. For example, 

The woman who talks about the bridge hand 
that she held at the Shakespeare Study Club 
last Friday, 

The man that the wife thinks has made such 
a wonderful success manufacturing nuts and 
washers, 

The competitor who believes in peace at any 
Price, and also business, 

The hostess who serves lemon cream pie, un- 
derdone chicken, and puts goo on salad, 

The speaker who steals one’s stuff and 
doesn’t even say who wrote it, 

The person just home from a movie who 
tells you all the details, 


The leading lady of the studio staff of any 
radio station, 


i The telephone switchboard operator who says 
All rightie,” : 
And any one of an I 

any y number of people that 
anybody could mention, 


And then we mail them each a copy and tell 
em to make nine copies and so on. 


th 


So, if you get a chain letter on our station- 
ery, you will know just how you stand with us. 

Of course, if you have no enemies, there is 
another simple way out of the difficulty: 

Just make the nine good copies and then 
throw them into the waste basket. 


We See b' the Papers 


_ The need of the hour is not leadership but 
followship. 

Congress seems to be all ayes and noes and 
darn little brains. 

Some of these circus performers who are out 
of work might try balancing the budget. 

Personally, we always start at the back of 
the paper and read the important news first. 

Electric lights are being installed at the 
Coolidge farm, Even Cal had to come to it. 

The only difference between the novel of 
today and the dime novel of our youth is $1.90. 

Soaking the rich might be all right, but what 
some people want to do is to wring them dry. 

The country is in no danger of inflation, if 
you can judge by the condition of other people’s 
rear tires. 

Why do we call them “political workers”? 
If there is one thing a political worker doesn’t 
do, it’s work. 

Political observers say that the farmer is still 
in the saddle. But somebody seems to have 
taken the horse. 

Few modern books now are fit for women 
to read. They are written that way so women 
will read them. 

In these days of cheap building materials the 
man who is willing to live in a poor house will 
probably get his wish. 

In South America they may have comic opera 
revolutions, but in American cities we have 
extravaganza government. 

Most governments now have two great prob- 
lems: To keep the country out of the red, and 
to keep the reds out of the country. 


Till the Weather Clears 


A man can see for twenty miles from-this old 
hill of mine. 

Before him half a county smiles, when ev’ry- 
thing is fine. 

Yet when the blue sky turns to grey, the sun- 
shine turns to rain, 

A fence a hundred yards away is hardly half 
as plain. 


But, when the woods have grown too wet to 
labor out of doors, 

A fellow finds some pleasure yet in doing other 
chores. 

He doesn’t think that summer’s through but, 
when the rain appears, 

Finds things around the house to do until the 
weather clears. 


We can not see as far ahead as once we thought 
we could— 

A sunset doesn’t seem as red, the weather look 
as good; 

But when the blue sky clouds a bit, the rain 
begins to fall, 

A fellow doesn’t need to sit, do not a thing 
at all. 


Dark weather always is the test: the proper 
sort of man, 

Who can not do the very best, then does the 
best he can. 

Although -we can not see as far, the distance 
disappears, 

Around us other duties are until the weather 
clears. 
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MEADOW 
RIVER 





BRAND—— 


FLOORING 
Red and White Oak 
Maple 
Birch 
Beech 


TRIM AND FINISH 


Chestnut 
Ash 
Birch 
Poplar 
Oak 


MOULDINGS 


Oak 
Chestnut 
Poplar 
Birch 
Basswood 


STEPPING and RISERS 


Oak 
Birch 


BEVEL SIDING 
Poplar 




















ALL 


IN ONE CAR 


Here is a buying mixture that is 
making a tremendous hit with deal- 
ers throughout the country. You 
se!l more or Iess of all these items. 
You will find it to your advantage 
to buy all of them in one car—the 
Meadow River way. 


Meadow River stock is quality 
stock—all well manufactured from 
soft-textured West Virginia timber 
—the Cream of the Appalachians. 
And, quality considered, Meadow 
River products are low priced. 


If you feel that a car of this stock 
is too much for you to buy at one 
time, perhaps you can make ar- 
rangements with some neighboring 
dealer so that you can make up a 
carload and both profit. It will be 
a pleasure for us to quote you 
prices. 


We also ship large quantities of 
Meadow River stock L.C.L. and 
in straight cars. Let us have your 
inquiries, 


THE MEADOW RIVER 
LUMBER CO. 


RAINELLE, W. VA. 




















RABCOCK 


SPRUCE LADDERS 


Air Dried Full Strength 
In CLEAR 
SPRUCE 










SAFE 
LIGHT 
STRONG 
Cadmium 
Plated 
Hardware 
Udylite 


Process 


For 
Every 
Purpose 


Victor Step 
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Fruit Single Extension 


WRITE 


Taper Single 


NOW for our latest booklet 
and Price Sheet 


W.W. BABCOCK CO. 
BATH, N.Y. 
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Wasuincton, D. C., June 23.—Six associations for the two weeks ended June 18, reported 

as follows: 
Week No of 
Softwoods ended Mills Production Shipments Orders 

Southern Pine Association (North Carolina June 11 123 21,741,000 24,024,000 26,355,009 | 

SE EE po cccchccnbanskeaes seseenae ae 116 20,931,000 24,507,000 22/008" p99 

West Coast Lumbermen’s Association....... June 11 216 53,728,000 53,537,000 58,519,009 

une 18 216 50,437,000 66,476,000 59,455 000 

Western Pine Association (Inland Empire June 11 121 35,545,000 33,260,000 30,162,009 

and California mills)............ Senna June 18 122 34,238,000 34,002,000 30'915'099 

Northern Pine Manufacturers...... eesenensee ¥1 7 1,500,000 2,393,000 3,272,009 

June 18 7 1,530,000 5,644,000 —4°413' p09 

Northern Hemlock & Hardwood Manufac- June 11 15 195,000 805,000 614,000 

Se EE. beaks cwntedeesbeneand June 18 17 104,000 1,140,000 796,000 

OSE eT TE June 11 482 112,709,000 114,019,000 118,922,000 

" 73 7,24 31,769,00¢ 7.587.000 

Hardwoods June 18 478 107,240,000 131,769,000 117,587,009 

Hardwood Manufacturers’ Institute......... June 11 164 9,748,000 9,558,000 8,867,000 

June 18 166 8,289,000 9,801,000 9,845,000 

Northern Hemlock & Hardwood Manufac- June 11 15 471,000 876,000 390,000 

Se Gs bbaseowces theta weae cvecunsmee 25 17 482.000 1,024,000 987,000 

r a 

MED gewadaceeeus panwnene (-tenenesesense ae 179 10,219,000 10,434,000 9,257,000 

June 18 183 8,771,000 10,825,000 10,832'099 





West Coast Waterborne 


SEATTLE, WASH., June 18.—The Pacific Lum- 
ber Inspection Bureau has issued the following 











report of waterborne shipments from _ the 
Northwest during May: 
Domestic 
INTERCOASTAL— 
1932 1931 
Atlantic coast ...... 55,065,291 119,409,344 
CoASTWISE— 
CEEOOEED cnccécencce 45,669,283 105,889,124 
DE 6806cx odes e4 < 498,918 1,035,734 
OTHER— 
Panama Canal Zone 65,894 2,473,757 
Hawaiian Islands ... 4,903,337 6,820,166 
Philippine Islands 170,478 379,365 
WROIMONENOE 6 ccccccsce 4,959,562 3,510,057 
Total domestic ..... 111,332,763 239,517,547 
Export 
AUSTRALASIA— 
pT 11,187,274 6,561,067 
New Zealand ....... 40,355 73,260 
South Sea Islands... 80,323 34,829 
Pe EE Geena lke eieed 3,235 
LATIN AMERICA— 
South America 
(east coast) ...... 2,069,718 3,295,384 
South America 
(west coast) ..... 1,322,790 1,238,460 
West Indies ........ 1,882,980 2,358,652 
rere wcgasenae  vaenaa we _ 161,194 
ORIENT— 
eee eres 14,086,178 41,601,510 
I: «cae or arate Os ee ie 10,890,064 66,438,208 
Pe. daxad ben a kee ou 387,121 284,889 
EUROPE— 
United Kingdom .... 15,745,922 19,068,464 
Norway and Sweden 44,161 18.026 
PEE. screviveaxes <bean ee 148,150 
0 aa 596,838 1,195,466 
 * —E ee 2,229,125 2,655,406 
PE cee weeaedes 91,280 1,468,891 
Ee oe 305,759 501,896 
De t2tnereracenae “weeaa eae 540,416 
ER eer 222,198 225,706 
Unclassified ........ 75,020 357,645 
AFRICA~—~> 
Mouth ACrics ...cee- 1,863,101 1,568,424 
we DD inceeese “omusadten 149,799,178 
Grand totals ....... 63,120,207 389,316,725 


Districts of origin of shipments during May, 
1932, are given as follows: 


Lumber Logs 
British Domestic Export and Bolts 
Columbia 11,961,984 22,468,450 1,517,089 
Wash’gton 67,806,962 28,703,969 7} 


1 
Oregon 31,563,817 11,947,788 1 





Totals 111,332,763 63,120,207 

Following are lumber footages for 
five months: 1932, 
1,601,744,142 feet. 


5,048,057 


the first 
1,004,623,689 feet; 1931, 





FARM MACHINERY that is kept housed when 
not in use lasts just about twice as long as that 
which is exposed to the weather, surveys by 
the U. S. Department of Agriculture have 
shown, 


California Redwood 


San Francisco, CAuir., June 20.—The fol- 
lowing information is summarized from the re- 
ports of 11 mills to the California Redwood 
Association for May: 

—Redwood— White 
Percent of Wood 


Feet production Feet 
Productien ..... 9,311,000 2,647,000 
Shipments ...... * 204, 000) 2,055,000 
Piet UNE .iccce 1,252,0005 166 212,000 
Orders— 
Received ..... 12,952,000 139 2,635,000 


Om DOME 2. ice 19,273,000 4,641,000 
Detailed Distribution of Redwood 


Shipments Orders 
Northern California*.... 6,500,000 4,883,000 
Soutnern California*.... 2,577,000 2,542,009 
Pa ear 137,000 139,000 
NN ee pee 4,051,000 4,468,000 
Foreign ane hee eae ale 936,000 820,000 
EE awh ntatewike ace bacae 14,204,000 12,952,000 


*North and south of line running through 
San Luis Obispo and Bakersfield. 


7Washington, 
¢All other 


Oregon, Ne 


States and Canada. 





Proposes Nationwide Coloniza- 
tion Plan for Unemploy- 
ment Relief 


Houston, Tex., June 20.—As candidate for 
congressman at large from Texas on the Re- 
publican ticket, Harvey W. Gilbert, of Beau- 
mont, was in Houston recently and explained 
the sweeping program of unemployment relief 
which he believes will do much to relieve the 
present conditions and “prevent a possible seri- 
ous upheaval.” Mr. Gilbert, a lumberman, 
comes from a long line of lumbermen, his 
family having been engaged in that business 
since the pioneer days. His plan for relief con- 
templates a nationwide colonization of idle land 
under Government auspices, and placing ap- 
proximately 7,000,000 unemployed families on 
farms where they might become self-support- 
ing. Commenting on his plan, Mr. Gilbert said: 

I would have the Government purchase vast 
areas of idle land in many States. This land 
then could be sold on long time loans to 
needy families, tcegether with funds to build 
a small house and to purchase the necessary 
implements for tilling the soil. Each family 
would get 20 acres of land, a plow, two 
spades, two hoes, and a horse, together with 
enough cash to finance the first season’s Op- 
erations. The loans, which would average 
about $500 per fam:ly, would be payable to 
the Government over a period of 30 years. 


Mr. Gilbert also advocates adoption of the 


5-day week, the 6-hour day, or both, as addi- 
tional unemployment relief measures. 


| 


vada and Arizona. | 
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National Production, Shipments and Orders 


Wasuincton, D. C., June 20.—Following is the National Lumber Manufacturers’ Association report for two weeks ended June 11, and for 
twenty-three weeks ended that date, covering mills whose statistics for both 1932 and 1931 are available, and percentage comparison with statistics 
of identical mills for the corresponding period of 1931: 


Two — 
ods: 
enee Pine Association (Including North 
Carolina pine) ...... tote e tense eens «seenes 
West Coast Lumbermen’s Association........ 
Western Pine Association (Inland Empire and 
California mills) ....... pobens bhee ee ness one 
Northern Pine ManufacturerS............e+0 
Northern Hemlock & Hardwood Mfrs.’ Assn.. 


Total softwoods 
woods: 

ee amen Manufacturers’ Institute.......... 

Northern Hemlock & Hardwood Mfrs.’ Assn.. 


Total hardwoods ...... Keemedwnbammews mewn 
Grand totals ..... Std nheeweeeeeeeewenen seve 
TWENTY-THREE WEEKS 
Softwoods: 


Southern Pine Association (Including North 

Carolina pine) <Sabe cme 
West Coast Lumbermen’s Association........ 
Western Pine Association (Inland Empire and 

California mills) ....... apiaeeeh Care iim karaaice 
Northern Pine Manufacturers..........ccee0- 
Northern Hemlock & Hardwood Mfrs.’ Assn.. 


Average No. of Production Percent Shipments Percent Orders Percent 
Mills 1932 of 1931 1932 of 1931 1932 of 1931 
107 40,998,000 72 42,000,000 71 42,693,000 70 
201 99,990,000 48 121,689,000 56 121,048,000 58 
103 61,961,000 50 60,083,000 56 58,765,000 BA 
7 3,033,000 36 5,125,000 92 5,031,000 97 
16 458,000 10 1,686,000 62 1,228,000 59 
434 206,440,000 51 230,583,000 59 228,765,000 60 
132 14,357,000 58 17,047,000 63 15,018,000 62 
16 19,000 15 1,845,000 53 1,050,000 36 
148 15,176,000 51 18,892,000 62 16,068,000 59 
566 221,616,000 51 249,475,000 59 244,833,000 60 
108 457,984,000 62 531,825,000 66 541,947,000 67 
201 1,278,610,000 53 1,468,597,000 59 1,383,675,000 57 
103 460,506,000 46 781,625,000 67 776,130,000 67 
7 11,478,000 18 44,902,000 69 39,622,000 62 
19 12,031,000 26 19,977,000 64 20,143,000 OH 
Total softwoods ...... Seer ere ee 438 2,220,609,000 52 2,846,926,000 62 2,761,517,000 61 
Hardwoods: 
Hardwood Manufacturers’ Institute..... time. 182,335,000 57 247,201,000 66 232,099,000 62 
Northern Hemlock & Hardwood Mfrs.’ Assn.. 19 20,862,000 28 33,534,000 66 29,939,000 59 
Potal harGwoeGs .ccccsccccecese iaakieiohbleis coca 2a 203,197,000 51 280,735,000 66 262,038,000 62 
Gem GOEMED scccccsccences Kaine pwiaw ads 592 2,423,806,000 52 3,127,661,000 63 3,023,555,000 61 





West Coast Review 


[Special telegram to AMERICAN LUMBERMAN] 
SEATTLE, WASH., June 22.— The 216 West 
Coast Lumbermen’s Association mills giving 
production, shipments and orders during the 
two weeks ended June 18 reported: 


Preduction 104,165,000 
Shipments 120,013,000 15.21% over production 
Orders 117,974,000 13.26% over production 


A group of 321 mills whose production re- 
ports for 1932 to date are complete, reported as 
follows: 

Average weekly operating capacity 285,997,000 
ee weekly cut for 24 weeks— 

931 


Ss iacierur ith ck ih Caer ad ets Wat edict at aerate 108,072,000 

ere ey Ne ae ye eae nee a oe 65,872,000 
Average cut for two weeks ended 

PN EP s.ceacisiwes ental eulee ea 56,637,000 


A group of 216 mills, whose production for 
the two weeks ended June 18 was 104,165,000 
feet, reported distribution as follows: 


Unfilled 
Shipments Orders Orders 
eee 40,104,000 38,992,000 44,593,000 
Domestic 
cargo ... 46,880,000 41,819,000 54,430,000 
Export 19,775,000 23,909,000 47,006,000 
Local ..... 13,254,000 pra 8 errr. 





120,013,000 117,974,000 146,029,000 


A group of 201 identical mills, whose reports 
of production, shipments and orders are com- 
plete for 1931 and 1932 to date, reported as 
follows: 


Aver.of two 


weeks ended Average for 24 maeme 
1 


June 18, 1932 1932 
Production 51,452,000 55,215,000 104,497,000 
Shipments 64,029,000 63,920,000 168,114,000 
Orders 58,101,000 61,453,000 106,556,000 





Relation of Unfilled Orders to Stocks 


Wasuincton, D. C., June 20.—Following is a statement for five associations of the gross stock 
footage June 11, and the percentage relationship of unfilled orders to stocks: 





Western Pine Summary 


[Special telegram to AMERICAN LUMBERMAN] 
PorTLAND, OreE., June 22.—The Western Pine 
Association reports as follows on operations of 
Inland Empire and California mills during the 
two weeks ended June 18: 


Average number of mills reporting, 123%: 


Total production for two weeks.. 70,209,000 
ee Apes 67,894,000 
SUGCES POOSIVER cc ccccncovscusecee 61,761,000 
Report of average of 104 mills: 

Average weekly capacity........ 128,483,000 
Weekly aver. for 3 previous years 82,793,500 
Actual production, weekly average 32,900,000 
Report of average 122% mills: 

Average weekly production...... 61,626,000 


Unfilled orders—June 18 (121 mills) 133,253,000 


Weekly averages of identical mills, average 
number, 104; 

-—Two Weeks Ended—, 

June 18,1932 June 19, 1931 


PreGmctios. ..sscecces 32,900,000 63,532,500 
REGED. ..cocccccces 22,224,000 55,047,000 
Orders received ..... 30,209,500 52,985,000 


Identical mills— 


Production, weekly average for 3 
previous years (average number 








Orders of of milis, 121%)...... S ‘ ‘s ae 61,582,000 
aes Si O No. of Gross Unfilled Stocks— n vune On June 
Aencctntion Mills Stocks Orders Percent 18, 1932 19, 1931 
Southern re 110 625,904,000 56,951,000 9 Unfilled orders (120 
West Coast Lumbermen’s Association.......... 171 1,149,268,000 117,078,000 10 MOD ac asaewoenee 133,175,000 167,220,000 
Western Pine Association (Inland Empire and On June On June 
_ California DD cnhinéikvn nwa daweaaeneme eee en 120 1,542,846,000 147,312,000 10 11, 1932 12, 1931 
Northern Pine Manufacturers’ Association 7 212,354,000 13,072,000 6 Gross stocks on hand 
Hardwood Manufacturers’ Institute ........... 154 773,619,000 79,978,000 10 eh 2: eee 1,566,875,000 2,077,646,000 
Variety For Mixed C ar Buyers REMON 
Keep your inventory low and your lumber HARDWOODS 


need it and 
ALL IN ONE CAR 


Items... 


Red and 


CHICAGO OFFICE: 





moving. That’s the secret of building a profit- 
able business. Tremont mixed car service en- 
ables you to order just what you need as you 


Longleaf Pine Lumber and Dimension . . . Shortleaf 
Pine Finish, Trim, Mouldings . . . Shed and Yard Stock 
Oak and Gum Trim and Mouldings. . . 
White Oak Flooring, Plain or Quartered. 
Industrial and Railroad Timbers Our Specialty. 


Check up now on the stock you need and then get our quotations. 


TREMONT LUMBER COMPANY rocue te. ta. 


8307 North Michigan Avenue 













OAK FLOORING 


Tremont “Dugdemona” 
Forked Leaf White 
Oak and Cherry Bark 
Red Oak Flooring 
is always accurate- 
ly milled with 
ends square and 
edges clean 

and straight. 


















THERE’S ALWAYS 
A MARKET 
FOR eee 


**Go Getters”” 


Brown's Supercedar closet lining 
of 


course more intensive efforts are 


dealers are getting business! 


required than in “Balloon days”— 
but there is plenty left to be had. 
Brown’s Supercedar closet lining 
has a distinct appeal to the aver- 
age “Thrift buyer” of these times. 
lined 


actual value to a home or apart- 


A supercedar closet adds 


ment—and it’s a big talking point 
to the renter. 


GEO. C. BROWN CO. 


Memphis, Tenn. 


Largest Manufacturers of Aromatic 
Red Cedar Lumber in the World 


























How Much Profit 
MUST You 


Earn? 





That’s a vital 
question today 
for all lumber 
manufacturers 
and dealers to 
consider. 


Here’s a 


New Book 


“Pricing 
for Profit”’ 


By 
W. L. Churchill 


This book is truly A Guide to Profitable Busi- 

ness because it clearly and_ specifically 

answers such important questions as: 

@ Where should your profits come from? 

e How must you determine right prices? 

e How shall you get the right prices?, 

e ‘ What is the correct ratio of sellingicost 
to profit? 









@ How do you synchronize your sales and 
production? 

@ Where should your price corrections 
begin? 


Every Lumberman Needs 


This Book--Order Today! 
B15 Pages — $3.00, Postpaid 
For Sale by 


American Lumberman 


431S.Dearborn St. 
Chicago, Illinois 
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New England Trade News 


[By F. J. Caulkins] 

Boston, MAss., June 20.—The most exciting 
developments in lumber trade circles here in 
many months came with the passage by Con- 
gress of the new budget-balancing revenue bill, 
for the immediate result was the placing of a 
premium upon speed in moving consignments 
out of Canada and into the United States ahead 
of the effective hour when the import duty of 
$3 on rough lumber applies. There has been 
great activity at the sawmills in the Maritime 
Provinces in an effort to load and dispatch 
cargoes of random spruce and hemlock to reach 
United States ports prior to June 21. There 
has been some question as to whether the new 
tariff on lumber applied on shingles and lath. 
The New York and Boston customs officials 
have ruled that it did not, subject of course to 
final interpretation by the Treasury Depart- 
ment at Washington. Prior to the enactment 
of the new tax law on June 6, contracts for 
the shipment of Canadian lumber either from 
the east coast or west coast were developed 
with extreme caution, and usually carried a 
clause making the duty, if any, payable by 
the seller. The same care was necessary in 
transactions between local wholesalers and 
the yard men. 


Will Canadian Mills Absorb Tariff? 


Opinions vary as to the effect upon local 
prices for lumber imported from Canada. As 
early as June 8 one prominent Maine mill 
advanced its price list on all lumber items 
by the exact amount of the new duty, $3. 
The all-absorbing question with wholesale 
and retail dealers Will this duty of $3 
be absorbed by the Canadian shipper, or will 
it be passed along to the ultimate consumer? 
In lumber circles here the consensus is that 
very little lumber will cross the line from 
Canada during the next three months, as the 
yard men will resist all efforts to add this $3 
to the cost of their coarse building lumber. 
Under pressure to find a market for their 
sawmill product, it is felt that, under current 
market conditions, the mills will gradually 
reduce their prices and absorb most or all of 
the new duty. 

A report from Ottawa states that at the com- 
ing Imperial Economic Conference in Ottawa 
an effort will be made to secure a substantial 
preference for Canadian lumber in the British 
market. In the Maritime Provinces, a British 
preferential tariff would be of little value 
to the spruce mills, for, with Maine virtually 
out of the export deal business with Great 
Britain, there is no competition from this 
side of the ocean. 

West Coast Fir and Hemlock have lost 
price ground in the two weeks period cov- 
ered by this report. Mill orders are placed 
today at fully $1 below the June 6 quotation. 
The official freight rate is still $10, but it is 
felt that some charters are being written 
below this figure. The base price for fir 
sizes should now range $18 to $19 off page 
11% of the West Coast price manual, with 
the differential for hemlock favoring the 
buyer by 50 cents to $1. Buyers are pressing 
hard to find the lowest level. This is par- 
ticularly true of fir and hemlock boards 
f. o. b. cars or trucks at the terminals. The 
asking prices are $17 for No. 1; $15.50@16 
for No. 2, amd from $14@15 for No. 3. A 
little brisk buying would quickly clear the 
market of all surplus stocks held here. Five 
eargo ships brought a total of 4,857,319 feet 
for discharge at Boston in the first twenty 
days of June, not including receipts by the 
regular liners at Commonwealth Pier, not 
yet available, and, as there are no further 
arrivals listed for June, the total will be in 
close balance with May. Most parcels arriv- 
ing or afloat are covered by mill orders, as 
the intercoastal distributors are cautious 
about overplaying the market with unsold 
offerings... By reason of the new tariff charge, 
shipments from British Columbia mills will 
be cut off entirely during the next three to 
six months. 

Eastern Spruce is very much “in the air” 
as regards price levels.. There have been 
few if any sales of Canadian spruce at quo- 
tations which provide for payment of the 
$3 tariff by the buyer. The suggestion comes 
from an important Canadian shipper that he 


is, 


can still book orders at the old price 
delivery in “the States” if the buyer wij 
settle in American dollars for, at the present 
discount rate of the Canadian dollar at Mont. 
real, 86 cents, there would be margin enough 
on $20 lumber to cover most of the tariff 
levy. But the American buyer has long ging 
learned to insist upon settlements based oy 
the Canadian discount rate, and he will 
surely watch developments from this angle. 
The price list quoted two weeks ago has 
been generally followed in local wholesale 
offices, starting with a base price for small 
dimension ranging from $23@25, and running 
up to $34@35 for the 12-inch. For random 
the Maine mills have held the smaller sizes 


of scantling at $19.50@20, with the 8-iney 
at $23@24 and 10-inch at $30@32. As the 


Canadian mills have been quoting $1@2 be. 
low these figures, it is more than likely that 
the shippers on both sides of the line wilj 
be able to add some of the new duty to their 


selling prices, and actually make gales, 
Spruce covering boards, 5-inch and up Dis, 
are offered freely at a range of $19.50@29, 





with the 6- and 7-inch matched boards at 
$22@ 24, 

Hemlock—Eastern and northern clipped 
boards are steady at $29@21, with the rap. 


dom widths and lengths at a range of $18@20, 
There are West Coast hemlock boards in 
storage here that are offered as low as $14, 
with fresh lots of bright boards held at 
$15 @15.50. i 


Shingles and 


Seana 


Lath—Standard 
lath are a trifle easier at $3.60@3.75 for the 
1%-inch, and $4.50 for the 15-inch. It is 
assumed that there will be no duty on lath, 
and the Provincial mills are pressing hard 
for orders at 25 to 50 cents less. Standard 
brands of white cedar shingles are 25 cents 
lower, and should be quoted at: Extras, $4; 
clears, $3.50, and 2nd clears, $2.75. Wash- 
ington and British Columbia red cedars, on 
the per square basis, are held at $3.09 for 


Maine slab 


a 


atin 





the 16-inch XXXXX; $3.44 for the 18-inch 
Perfections. 


Boxboards—The supply of round edge na- 
tive pine on the mill yards in Massachusetts, 
New Hampshire and Maine is still excessive, 
and demand is light. There have been sales 





as low as $17@18, and as high as $25 fora J 


good run of wide stock, delivered at the box 
plants. 

Clapboards are steady. Supply and 
mand are in good balance, and sales of stand- 
ard 6-inch boards are uniformly at $120. 


School Learns About Structural Grades 


There was a very good attendance of 
“students” at the final session for the season 
of the Boston Lumber School, held in the 
rooms of the Cambridge Industrial Associa- 
tion, in Cambridge, on Friday evening, June 
10. The speaker was Stuart Huckins, of the 
Tim-Manson-Huckins Co., of East Boston, 
and his subject, “Structural Grades of Tim- 
ber, Joist and Plank,” was handled with 
clarity, and exhibited a keen knowledge of 
the uses to which the structural grade of 
southern pine and fir may be put. With the 
aid of a blackboard, he showed many defects 
found in timber, and presented diagrams by 
which the effect upon the load-carrying ca- 
pacity of each piece would be determined. 

The Sliver Club held a golf tournament 
June 14 at the preserves of the South Shore 
Country Club, with a light attendance, due 
to inclement weather. A second tourna- 
ment will be held June 30 at the Belmont 
Springs Country Club, in Belmont. Ernest 
K, Ingalls, of Watertown, is the 1931-32 pres- 
ident of the club. 

Boston plasterers have just announced 4 
voluntary pay cut of 25 cents an hour, bring- 
ing the daily wage to $11 from $13 a day. 
The wage scale for bricklayers in the entire 
Boston district has been cut from $1.50 to 
$1.30 an hour. 


News of Prominent New Englanders 

Charles P. Woodworth, executive head of 
the Woodstock Lumber Co., 131 State Street, 
Boston, accompanied by Edward (Ted) Rich- 
ardson, of Brookline, long the New England 
representative of Southern Pine Sales Cor- 
poration, are attending the twenty-fifth ane 
nual reunion of the Dartmouth College Class 
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25, 1932 


June 


of 1907 at Hanover, N. H., June 17 to 21. 
Mr. Woodworth is the permanent secretary 
of the class. 

Chester C. Whitney, treasurer of Perry 
Whitney Lumber Co., 148 State Street, Bos- 
visited his office on Wednesday, June 15, 


ton, , 

for the first time since March 1. He has 
peen the victim of a series of attacks of 
grippe, but is now well on the road to com- 


plete recovery. : 

Chester Shaw Morrison, who was long 
identified with the Boston market as a seller 
of southern pine, and for the last six years 
associated with Godfrey Lumber Co., died 
June 9, following a long illness. He would 
have been 48 years of age on June 15. His 
widow survives. She was Georgia Heywood 
Lamb, daughter of the late B. F. Lamb, who 
prior to his death in 1910 operated a southern 
pine yard in Albany Street, Boston. 

A two-alarm fire on Thursday night, June 


16, in the woodworking plant of Griffith 
Kiever & Co., on Western Avenue, in the 
Brighton district, caused damage estimated 


at $15,000. 


Metropolitan Market Con- 
tinues Sluggish 


New York, June 21.—Lumber buying has 
slumped still further, so that no species nor 
grades of lumber are in demand. Yard sales 
have not picked up, and industrial and rail buy- 
ing is reaching new lows, with not even tenta- 
tive inquiries being circulated. While a good 
deal of this decline can be called seasonal, most 
lumbermen felt that the spring was so unusually 
quiet that the summer months would keep the 
same level, and they would profit by hand-to- 
mouth buying, since the usual buying for stock 
was not done at the usual time this year. 

Building and construction is practically halted, 
except for the Rockefeller City project, and 
some New York Central jobs. The men usually 
prominent in conservative building, are devoting 
most of their efforts to having the mortgage 
money situation improved before they will risk 
any new projects. 

Westchester to Finance Home Building 
In Westchester County, a $1,000,000 fund to 


finance new homes has been set up by a 
group known as the Westchester County 
Home Loan Committee. This group is made 


up of various real estate, savings bank, title 
and mortgage, contracting and building ma- 
terial interests, and will be operated by the 
Bowery Savings Bank, of New York, working 
with the Westchester Title & Trust Co., the 
New York Title & Mortgage Co., and the 
Lawyers Westchester Title & Mortgage Co. 
The sum of $1,000,000, the committee an- 
nounces, is merely a starter. The money will 
not be loaned for speculative purposes, but 
only on new homes to be occupied by the 
owners in Westchester County. The loans 
are to run between $5,000 and $9,000. Some 
similar plan is projected for Long Island. 
Douglas Fir 
irregular at a 
would net 


sales are small, with 

very low level. Sales 
only $1 a thousand at the mill 
have been reported, but these are accounted 
for by the fact that the intercoastal rate, 
Supposed to be firm at $10 for June and July, 
has been broken to meet the competition of 
lumber companies operating their own ship 
lines, The Intercoastal Conference is consid- 
ering a rate of $11 for August, but lumber- 
men say that they see no reason why this 
should be any firmer than the present rate. 

Southern Pine sales are suffering from the 
reluctance of the railroads to place orders 
Yard business is non-existent, and there are 
few industrial inquiries and no_ orders. 
Southern pine specialists foresee no improve- 
ment in the next month. 

Western Pines are quiet. Sales of Ponde- 
rosa were more frequent early in the month 
but, in the third week of June, business 
slumped off sharply. There are some inquiries 
being circulated for mixed ears, but they are 
not very live. Ponderosa and Idaho pine 
commons are beginning to share attention 
with the selects. 


prices 
that 


Hardwood prices are still falling, and local 
business is slack. The new tariff has suc- 
ceeded in killing off any interest that for- 
eign buyers might have felt in American 
hardwoods, 
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AND 
PROFIT BY IT 





HIS hardwood manufacturer tested 
Lignasan by dipping only one end of 
sap gum boards in the solution before stack- 
ing them in the seasoning pile and proved 
definitely that Lignasan controls sap stain. 


You probably have battled sap stain for 
a good many years. No doubt some treat- 
ments have been partially successful in 
controlling it . . . others costly. Perhaps you 
have endracked lumber . . . and found it 
stained during rainy seasons. So we don’t 
expect you to adopt Lignasan overnight, 
without first being convinced of its effec- 
tiveness and economy in your own sea- 
soning yard. 

That’s why we want you to test Lignasan 
for yourself, and not take our word for what 
we say about its effectiveness. Mills that 
try Lignasan usually continue its use. The 
average cost reported is about 12c per M ft. 


How to Test Lignasan 


Dip one end of newly sawn sap gum or pine 
boards in Lignasan solution. Leave other 
end undipped. Mark boards and place in 
middle of seasoning pile. Leave there for 
3 weeks—3 months! Take down the piles. 






53 


SEEING IS BELIEVING—See the difference between 
the LIGNASAN-dipped ends of these boards and the un- 
dipped ends. This mill tested Lignasan under the most 
severe conditions, found it effective and installed a vat. 
Now they dip and flat pile sap gum, and keep it bright. 
There’s no more costly endracking. 





LIGNASAN 


Keeps Lumber Bright 


Prevents Sap Stain 


Undipped ends will usually be stained. 
Lignasan-dipped ends will generally be “bright 
as a dollar.” 

Over 150 mills have already proved that Lig- 
nasan combats sap stain effectively. But self- 
proof is most convincing. So try Lignasan your- 
self. Mail coupon today. 














do this, also prices on Lignasan. 





E. I. DU PONT DE NEMOURS & CO., Inc., Organic Chemicals Dept., Wilmington, Delaware 
Gentlemen: I want to test the effectiveness of Lignasan in my mill. Please send me full details of how to 
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City and State. ......cccccccccccccsscescccees 
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cost. 


Eastern Office 
Grand Central Terminal Bldg., NEW YORK CITY 











If you had your choice. 
WOULD YOU FLY BLIND? 
So with credits — Why chance the perils 


of bad credit risks when up-to-the minute 
credit information is available at such low 


The Lumbermen’s Blue Book is helping lumbermen daily to avoid 
bad accounts. It will help you. 


The Lumbermen’s Blue Book, Ine. 


It’s the industry’s own service. Write for special offer. 


323 South Franklin Street, CHICAGO 


Western Office 
465 Stuart Bldg., SEATTLE, WASH. 
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More and More of 
the Lumber Manu- 


facturers and 


Wholesalers 


are turning to the RED BOOK 
for aid in collecting their accounts 
or other claims. 


This marked swing to the Red Book 
has speeded up rapidly in the acid test 
of conditions of the last few months, 
which have demonstrated that this or- 
ganization has the greatest aggrega- 
tion of experts in the country for 
handling lumber and allied accounts 
and claims. 


Our representatives all over the 
United States and Canada have been 
coached by us in many instances a 
good part of our 56 years of operation. 


You, too, can have this service, and at 
our regular low rates, even if you are 


not a subscriber to this Association. 


To try it, you need only send to our 
nearest office, advice of the amount 
and date of invoice, if account is un- 
disputed ; if disputed, let the complete 
file follow as soon as possible. 


No collection—no charge 


LUMBERMEN’S CREDIT 
ASSOCIATION 


Executive Office 
608 SO. DEARBORN ST. 


CHICAGO 


oo 


Eastern Headquarters 


99 WALL ST. 33 NEW YORK CITY 
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Seattle, Wash. 


West Coast Markets—Rail—This important 
market continues lethargic. Fir lumber and 


shingles in badly mixed cars are commonly 
ordered. 

Intercoastal—C, i. f. prices are being made 
that do not permit competition. Though 
other lines are holding to the $10 inter- 


coastal rate, a Ford boat is known to have 
left here with 1,600,000 feet net at a rate 
of $8.50. One or two other American tramps 
are declared to be due here for loading; these 
are owned by the Shipping Board and repre- 
sentations to the board to stop them are ex- 
pected to be made. The rate uncertainty is 
declared to be the cause of less buying the 
last ten days. 


Export—A slightly better movement to 
Japan, and more orders from the United 
Kingdom and Continent, were significant 
in the export market the last two 
weeks. The entire export situation showed 
some improvement. Rates to Japan are 
still very low, baby squares’ going at 
$3.25, and large squares at $3.50. China trade 
is very quiet. South America is in the 


market for a few lots. The increase in buy- 
ing from the United Kingdom and Continent 
is believed to result from a desire to benefit 
by the low prices now obtaining for lumber. 
Not a few orders are being placed for ship- 
ment on tramp steamers. The conference 
is still maintaining the $10 rate to the Con- 
tinent, but cargo has been moved at 47s 6d 
and $9. 


Shingles—This market is softer. 
come from widely scattered points. 


Orders 
Stocks 


continue very low. Production throughout 
the red cedar area is about 40 percent of 
mill capacity. One wholesaler reported a 


larger volume of orders from the Chicago 
area. 


Logs—Inventory of logs in Puget Sound 
as of June 1 reveals an increase of 67,915,000 
feet over May 1. The principal increase is in 
fir and hemlock. Further increases are ex- 
pected in June, which will provide sufficient 
logs, at the present rate of consumption, to 
last more than sixty days if no logs are pro- 
duced in July and August. As there will be 
some log production during these months, it 
is safe to say that on Sept. 1 there will be 
plenty of logs on hand regardless of shut- 
downs during the fire season. The inventory 
showed 237,815,000 feet on hand, divided as 
follows: Fir—164,955,000 feet; cedar—21,- 
545,000 feet; hemlock—14,115,000 feet; and 
spruce—11,200,000 feet. The large number of 
logs available has weakened prices. Fir logs 
are quoted at $8, $12 and $16. One informant 
declared that many flat sales at $8 and $9 
are being made, with small logs going as low 
as $7. Hemlock logs move at $7 and $8. 
Shingle cedar logs bring $9 and $10. Lumber 
cedar demand has softened, so that, instead 
of $19 and $20, $16 represents sales average. 


St. Louis, Mo. 


Southern Pine representatives state that 
sales are dragging, with the price tendency 
downward, particularly in upper grades. 
Railroad buying is slow. An increase in 
sales to local builders of river craft has been 
noted. No. 2 boards and shiplap, 8- and 10- 
inch, small-mill, are $15.50; large-mill, 
$17.50@18.50 for random loadings; $1 addi- 
tional for specified loading. No. 1 dimension, 
2x4-inch, 10- to 20-foot, small-mill stock, is 
$17.50@18.50; large-mill stock, $20.50@21.50; 
8-, 9- and 10-foot, $16@17. Flooring, 1x4- 
inch, B&better flat grain, small-mill stock, 
is $23; large-mill stock, $24.50@25.50 for ran- 
dom loading, with straight cars of 10- and 
20-foot, $21@22; 16-foot and longer, $27.50@ 
28.50. B&better car siding, 1x4-inch, 9-foot, 
is $28; 10-foot, $25. No. 1 common car lining, 
1x6-inch, 16-foot, is $23@24; 18-foot, $26.50@ 
27.50 for air dried stock; kiln dried stock, $2 
additional. All above prices are f. o. b. St. 
Louis, 


West Coast mill representatives continue to 
report that business is light, although there 
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has been some increase in mixed-car buying 
Prices remain unchanged. j 

Hardwood representatives report that their 
business is running very light. There js a 
small amount of buying of construction ma. 
terial and railroad timbers. Demand for rai}. 
road ties is somewhat better. Oak flooring 
sales volume is showing some upturn, but 
not, however, as much as was logically ex. 
pected. 


Tacoma, Wash. 


West Coast Woods. 
Tacoma during the 





in the Tacoma district have curtailed pro. 
duction gradually to keep pace with demand, 
until this week only four mills, the St. Pau] 
& Tacoma Lumber Co., Dickman Lumber Co., 
Defiance Lumber Co. and Clear Fir Lumber 
Co., were running, with the Mountain Lumber 
Co. down part of the time. Production js 
estimated at 19 percent of capacity. All 
markets are declared to be quiet. 


Minneapolis, Minn. 


Northern Pine.—Although manufacturers 
have as yet had little trouble in filling the 


mixed car orders that are in the majority, | 


there are indications that stocks of a number 
of items will become short in the near fu- 
ture, because only one mill has been in oper- 
ation in this region. Prices are fairly firm, 
but at low levels. Lumber dealers in this 
area are awaiting with interest the effect of 
the new duties. A slight spurt in business 
with mills in Canada, to get in ahead of the 
tariff, has died down, and demand continues 
light, industrials being only sporadic buyers. 


Millwork sales are still below last year’s, | 


but of late have improved perceptibly, par- 
ticularly in rural sections. In the larger 
cities, like Minneapolis and St. Paul, a num- 
ber of small residences are under construc- 
tion, and some large buildings are being 
erected in the latter city, but the chief em- 
phasis is on modernizing work. 


Northern White Cedar.—There is a fair 
volume of northern white cedar sales in 
some areas of the Northwest, 
responding dullness in others. Crop pros- 
pects are excellent, and future business will 
depend upon prices of farm products. Deal- 
ers report that a fair proportion of inquiries, 
particularly those received earlier in the sea- 
son, are developing into sales. 


Memphis, Tenn. 


Southern Hardwoods.—Few orders have 
been received by hardwood manufacturers 
recently from either foreign or domestic con- 
sumers. Prices remain at exceptionally low 
levels, though a shortage of many items is re- 


ported. It is very seldom any big orders are 
offered, and they carry an extraordinarily 
low price. 

Domestic Market.—Automobile manufac- 


turers are operating part time and place an 
occasional order. Furniture makers buy only 
a small volume, in hand to mouth lots. Re- 
tail dealers have been fairly active since 
warm weather began, and there is a slightly 
better demand from manufacturers of sash 
and doors and interior trim. Manufacturers 
of oak flooring report business exceptionally 
dull, so little flooring oak is in demand. 
Manufacturers of boxes and crates are in 
the market for some lumber. 


Overseas Trade is not up to expectations, 
and prices are low. English buyers have 
been practically out of the market during the 
last two weeks. Continental demand is com- 
paratively better than United Kingdom. 


Production is less than 30 percent of nor- 
mal. 


Ocean Rates.— Extension through August of 
present ocean freight rates on hardwood from 
Gulf ports to United Kingdom ports was 
recently announced by the United Kingdom 
Freight Conference. To London, Liverpool, 
Manchester, Glasgow and Avonmouth rate 











Cargo shipments from . 
last two weeks, both 
domestic and foreign, have fallen off. Mills 
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will be 25 cents a hundred pounds on heavy 
hardwoods; 31 cents on light. To Dublin, 
Belfast, Newcastle and Hull rate will be 
37% cents on heavy, 25 percent more for 
light. The Belfast rate has been 25 cents 
on heavy hardwoods. Rapid changes in the 
Antwerp rate have been protested by ex- 
porters. Rate to Antwerp from all Gulf 
ports, which was 20 to 30 cents recently, will 
be 25 cents through July. Ghent rate is to 
be 37 cents. Other Continental rates remain 
at 30 cents. The rate on heavy wagon oak 
plank, 3-inch and over thick, weighing 5 
pounds and over, has been reduced to $10 a 
thousand feet to London, Liverpool, Man- 
chester, Glasgow and Avonmouth, good 
through August. 


Cincinnati, Ohio 


Hardwoods—Buying of Appalachian hard- 
woods continues spotty, but there is fair in- 
quiry from furniture factories, implement 
makers, the panel trade and from wholesalers 
in the North and East. Dealers are inclined 
to think that the inquiry from wholesalers 
is being made for informative purposes. 
Prices are being revised downward on top 
grades of oak, poplar, chestnut, maple and 
gum. Inquiries in general are hard to turn 
into orders. Wholesalers continue to com- 
plain about the direct selling of southern 
hardwood mills to consumers, and to the 
retail trade. One responsible firm reported 
that its prices had been undercut $10 to $20. 
There is a little more activity in oak flooring, 
but prices are very low. A fair volume of 
dimension inquiry is developing also, some 
of which originates in the automotive and 
body factories, and some in the implement 
and furniture trades. Prices are being re- 
vised downward on top grades of oak, poplar, 
chestnut, gum and maple, but with little re- 
sult. Exporters are more optimistic in re- 
gard to United Kingdom business, but say 
prices are highly competitive. 


Southern Pine prices continue unsatisfac- 
torily low, with mill offerings liberal. Book- 
ings are confined to less than car lots of 
common boards and dimension for yards, and 
small lots of shop lumber for planing mills. 
Rural retailers are busier delivering truck 
lots for repair work. Money for building is 


still tight here, with construction of resi- 
dences far behind the average for summer, 
and city trade in this region is dull. 


Cypress movement is dull, only occasional 
orders being placed for factory lumber, and 
for a few fill-in lots of finish for yards. 
Prices are unimproved. Interior trim and 
flooring are slow, but repair work maintains 
fair sales of finish and siding, and also of 
tank for industrial uses. 


Louisville, Ky. 


Hardwood business is affected by small de- 
mand from exporters, or from domestic auto- 
mobile, furniture and building trades users, 
and even box plants. Distress lumber—stock 
sold by banker or court direction, or stock 
that has been on sticks so long that the 
seller would rather sacrifice it—is depressing 
prices. Just a little red oak, common inch, 
has been sold for export recently, but ash, 
gum, cottonwood, poplar, white oak, maple, 
elm, walnut ete. are slow. Price variations 
are wide. 





Softwoods.—Pine business has been dull, 
due to very light building. Cypress has been 
looking up a trifle, and fair business has 
been reported in 4/, 5/, 6/ and 8/4 select 


and shop. 
Buffalo, N. Y. 


The lumber trade is quiet in all branches, 
and both builders and industrial users are 
doing much less buying than usual at this 
time of year. Lumbermen feel that the bot- 
tom has been reached in demand and prices, 
though they do not expect much revival of 
trade before next fall. One wood which has 
been fairly active lately is northern pine, 
which has been coming in from Canada to 
a greater extent than ordinarily, the buyers 
having laid in stocks in advance of the new 
$3 duty, which takes effect June 21. 


Hardwood demand has been dull so far 
this month, and dealers do not look for much 
change in the near future. Most industrial 
plants are running light, though some body 
plants have been fairly busy and buying lum- 
ber. Dealers say that a scarcity of stock is 
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TO SERVE 


2 PLANTS ves5n2 
MIXED-CARS 


Pine Lumber & Factory Products 


PONDEROSA PINE 
IDAHO WHITE PINE 


7 Long Lake Lumber Co 


—-oR— 
PINE FRAMESTRIM 
AND MOULDINGS 


/2 SpokanePine 
ProductsCo. 


SPOKANE, 


| WASH 


| 
MIXED CARS 


Order JustWhat 
You Need In := 
YARD AND 

SHED STOCK 


Including 
Bevel Siding, 
Mouldingys, Lath, 

Shingles 


WHITE RIVER. | 
LUMBER CO., 


ENUMCLAW , \*/ASH. || 





























Pacific Northwest rates to east of IIli- 
nois-Indiana line suspended, July 14 to 
Oct. 14.—See story page 39. 


Ocean rate from Pacific Coast to 
Europe has softened.—Seattle, Wash. 


West Coast log inventories, Puget 
Sound and British Columbia, show in- 
creases, and log prices are lower.— 
Seattle, Wash., and story on page 38. 


Intercoastal cargo has been taken by 
Ford boat at $8.50; reports say com- 
panies owning ships are figuring in cost 
at less than Conference rate of $10.— 


Seattle, Wash., and New York City. 


Coast woods in New England market 
show further loss in  price.—Boston, 


Mass. 


North Carolina pine has reached so 
low a price level that it is taking busi- 
ness from western fir—Baltimore, Md. 


_Shipments of pine from South Caro- 
lina are being made to Baltimore by 


— following inside route.—Baltimore, 
Nid, 


Unusually heavy rainfall restricts man- 





Outstanding Developments in Lumber Markets 


ufacturing, shipping and consumption.— 
Jacksonville, Fla., and Kansas City, Mo. 


Small mills in Alabama face paying 
tax on each set-up which will so increase 
costs as to prevent operations.—See story 
page 29. 


Tariff on Canadian white pine causes 
spurt in demand from consumers.— 


Buffalo, N. Y. 


Southern hardwood mills complain of 
very low prices being offered by domes- 
tie and foreign buyers——Memphis, Tenn. 


Distress shipments of hardwoods exer- 
cise a strongly bearish influence on 
prices.—Louisville, Ky., and Cincinnati, 


Ohio. 


Ocean rates on hardwoods from the 
Gulf to Europe have been extended; 
some destinations get new rates.—Mem- 
phis, Tenn. 

Westchester County, New York, has 
formed group to finance homes for own- 
ers; Long Island has similar plans.— 
New York City. 

Building tradesmen of Boston take 
further wage cuts.—Boston, Mass. 








A lgoma Soft Textured 
California Soft Pine 


CLEARS, SELECTS, FACTORY PLANK, 

BEVEL SIDING, COMMON 

BOX SHOOKS wee 
Est. 1905 jer Folens’ 


Building, 
Algoma Lumber Co., jos iNiceies CALIF. 























NORTHWEST SPRUCE CO. 
Stuart Bldg. - Seattle. 


Dependable shippers of fine quality 


SITKA SPRUCE 


(Clears & Factory grades) 








runsh Lhe Best There Is 


Fir Finish, Casing and Base 


In straight Inside Trim cut to lengths 
cars or Thich Finish K. D. or Green 
pac — Inside Door Jambs cut to length 
yare stoc Moulding and Gutter. 
JOHN D. COLLINS 
wa Lumber Co. 











BOOKS—BOOKS—B800KS$—Here’s theplace 


to get them. Write now for catalog. 
American Lumberman, 431 S. Dearborn St., Chicago 
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STRAIGHT OR MIXED 
CAR SERVICE 


Order anything you need in: 


8 _ 
ALL CEDAR SIDING 
FIR & HEMLOCK SHINGLES 
ITEMS CAR MATERIAL 
2 * 





Send us your orders and inquiries. 


THE GRISWOLD LUMBER CO. 
Portland, Ore. 
MILLS AT: Carlton and Philomath, Oregon 











PORTLAND,OREGON 


Soft Yellow Fir 


Flooring Siding Ceiling 
Finish Mouldings 


Thick Clears 
Factory and Industrial Stock 





FIR PLYWOOD 
SPRUCE, CEDAR 
WESTERN PINE 

HEMLOCK 





Lt SOTELS Co 








DAVENPORT 
HOTEL 


Spokane, 
Washington 
Complete hotel and 
dining service. In- 
formal. 600 
rooms, outside. 
Fireproof. 
Rates and 
prices are most 


moderate. 


LOUIS M. DAVENPORT, President 


Rendezvous of 
Lumbermen of 
the Northwest. 























Bird Houses 
Boys Can Build 


Providing homes for birds adds interest to the 
homes of people, helps to reduce the insect popu- 
lation, gives pleasant recreation for boys, teaches 
them skill with tools in the working of wood 
and performs a valuable social and economic 
community service. All this is promoted by the 
use of the book, “Bird Houses Boys Can Build,” 
which contains plans and instructions for build- 
ing scores of varieties of bird houses. Bound in 
heavy paper, 60 pages. Price delivered, 65 cents. 


American Lumberman, 431 So. Dearborn St., Chicago 
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disclosed in Nos. 1 and 2 common white oak, 
but the demand is also light. 

Northern Pine.—More buying has been tak- 
ing place lately, because the tariff of $3 was 
about to become effective. Prospects are for 
a falling off in the buying from this time on. 

Western Pines trade is almost at a stand- 
still, as retailers and industrial users are dis- 


inclined to add to their stocks until more 
activity prevails in building and general 
business. Prices are mostly depressed. 


Baltimore, Md. 


Southern Pine—The 
pine is about 
mand little, if 
feeling of 


market for Georgia 
holding its own, with the de- 
any, improved, but with the 
confidence perhaps a little more 
decided. The buying is still restricted to the 
most urgent requirements. Here and there 
production is increased or mills resume op- 
erations, and reductions in manufacturing 
costs and in overhead or freight rates make 
it possible to market lumber to better ad- 
vantage. North Carolina pine is now decid- 
edly lower in price than competitive stocks 
from the Pacific, with the result that demand 
for shortleaf has increased, and North Caro- 
lina pine producers are encouraged. 


Fir has felt the competition of stocks pro- 
duced in the East to a more marked degree 
of late. Producers of eastern stocks have 
found means to furnish lumber at figures un- 
der those which distributors of fir must ask. 


Cypress—Demand continues to lag, for as 
long as there is a possibility that the quota- 
tions may decline still further, potential buy- 
ers will hold back. Stocks in the yards here 
are held down to small proportions, and no 
additions of consequence are being made. 


Hardwoods—Members of the trade express 
disappointment at the absence of any definite 
signs of expansion or of a lift in the quota- 
tions. Stocks have undergone a further re- 
duction. Foreign conditions remain about as 
they have been. 


Kansas City, Mo. 


Sales are showing a decided improvement 
over the meager volume of the fore part of 
the month, and last week registered a further 


increase, despite the fact that the modest 
building activities being carried on in this 
section were badly hampered by _ rainy 


weather. Shipments, of course, suffered, too, 
but mill stocks were prevented from increas- 
ing too rapidly by adjustment of operating 
schedules. Logging operations in some parts 
of Arkansas were abandoned temporarily, be- 
cause of the rainy weather. 


Retail.—Orders were received from widely 
scattered points, although the principal vol- 
ume was from yards in the Southwest. Yard 
managers say that while demand could hardly 
be characterized as active, nevertheless there 
is a steady call for small amounts. Retailers 
in agricultural districts are finding their bus- 
iness somewhat slower because of the ap- 
proach of harvest, but an improvement is 
looked for immediately thereafter. 


Railroad buying has shown no promise of 
improvement, although scattered lots of car 
siding are moved now and then, but in no- 
where near the volume of previous years. 
The probability of a small harvest is re- 
sponsible, as railroads will use fewer cars 
than ever this year. 


Industrial buying experienced a bulge last 
week, but it was regarded as only temporary, 
and producers participating in the business 
reported buyers held out for sharp conces- 
sions. In many cases the business went to 
smaller mills when concessions were not 
granted by larger producers. 


Southern Pine mills generally reported 
liberal increases in orders last week, but 
difficulties were experienced in shipping be- 
eause of rainy, unsettled weather. The 
trend of production was generally down- 
ward. Arkansas soft pine mills report they 
are selling mostly shed stock, and that de- 
creased production is making it difficult to 
fill badly mixed oriers. Prices are firm. 


Western Pine mill representatives report 
an increase in order files, although some re- 
tailers are still hesitant about adding to their 
small stocks, saying that they believe prices 
will go lower before they improve. This 
attitude is doing a lot toward weakening the 
market, despite the efforts of producers to 
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maintain it through limiting production, 
There is very scanty industrial business, anq 
railroads seem to be out of the market ep. 
tirely. 

Hardwoods.— Railroads purchased Spar- 
ingly of tie stock during the last fortnight 
Industrial buyers found the market more to 


their liking, and added small amounts tp 
their light stocks. Prices are generally 
lower, despite very limited production, 


Douglas Fir representatives say mill stocks 
are slowly decreasing, and that production 
is. being carefully watched, with a view to. 
ward creating a better undertone to the 
market. Demand continues small, the only 
sales being those to retailers whose stocks 
have run out entirely, and to airplane manu. 
facturers in very small amounts. 


Cypress mills are curtailing production jy 
line with demand. Retailers not 
ested in buying. 


are inter- 


Shingles and Lath.—Continuation of rainy 
weather has brought out a number of shingle 


orders, very unusual for this time of year, 

particularly when building is so slack. Lath 
are dull, but prices are steady. 
Norfolk, Va. 

North Carolina Pine demand has _ beep 

light. A pretty good volume of new busi- 

ness came in during the first week to ten 


days of this month, but in the last week new 
orders have been scarce. Production is de- 
creasing, so a number of items are going to 
be hard to get for quick shipment. 


Uppers—There has been little demand for 
4/4 edge B&better. Yards are still inter- 
ested in mixed cars of stock widths, rough 
and dressed, and a slightly better demand for 
these items has developed recently both in 
the North and the South. Prices are rather 
low. Most Atlantic coast wholesalers con- 
tinue to restrict their credit lines. Retail 
yards in the South are doing a little more 
business. 

Box makers during the first week in June 


placed a few more orders, and allowed mills 
to make a little heavier shipments, but re- 
cently have been holding up shipments. The 
retail yards are buying a little more stock 
box. There has been no further change in 
prices of box lumber. There has been a little 
better demand for crating stock, which in- 
cludes 4-inch box, dressed, and 4/4 box bark 
strips, dressed. 


Shed Stock.—Sales of flooring, thin ceiling 
etc. continue very light, and prices are much 
unsettled. Mills getting out uniformly high 
class stock refuse to meet all existing com- 
petition. Roofers; both air dried and kiln 
dried, have been quiet, but prices have not 
shown any further change. 


Jacksonville, Fla. 


Southern Pine production during the last 
two weeks has been severely handicapped by 
adverse weather; rainfall over practically the 
entire State of approximately nineteen inches 
was about half the normal for a year. 
and wholesalers report a decrease in in- 
quiries from railroads, but inquiries received 
call for a more desirable assortment of cut- 
ting, including some of the smaller sizes 
mixed in with timbers, also a little shop 
material and car decking. Decking has not 
been at all in demand for practically a year, 
and the mills, although not cutting any more 


than absolutely necessary, have plenty on 
hand, therefore, prices have been low. In- 
dustrial inquiries declined, only necessary 


items being purchased, and prices have been 
only fair. Yard schedules from the North 
and East are scattered among a few 
largest mills and wholesalers, and demand 
from yards is slow. Orders are for badly 
mixed cars, of special sizes and lengths. No 
large domestic inquiries or orders are being 
received, except an inquiry from 
Central Railroad for 5,000,000 feet of sap 
pine, to be creosoted—about 3,100,000 feet of 
ties, and 1,900,000 feet of lumber. Most 
Florida timber, however, is hard pitch pine 


Cypress mills shipping yard and 
stocks find business rather dull. Orders are 
badly mixed, with a heavy proportion of 10- 
and 12-inch widths in demand, and lengths 
running strongly to 16 feet. 
keep well balanced stocks find these difficult 
Higher grades of inch FAS and clear heart, 
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A and B, are not moving at all well. Orders 
are specifying C grades for finish work, and 
there is some demand for D grades and No. 1 
common as substitutes, Such grades as Nos. 
» and 3 common and box are slow because of 
stiff competition. Orders for thick stocks, 
such as 8-, 10- and 12-inch, have shown a 
decrease lately. FAS and tank grades of 
thick stocks are slow movers. Pecky cypress 
is in good demand, and especially in 8-inch 
widths, and prices are good. Shingles and 
lath are scarce. The 5x18-inch shingles are 
hard to buy, while there are some mills 
earrying small lots of 4x18-inch. Mills in 
this section discontinued making shingles 
and lath and stocks are too low to take care 
of present demand, 

Hardwood demand continues to be largely 
for export. Low grade sap gum and tupelo 
gum have been rather dull for the last two 
or three weeks, but prices are considerably 
stronger. Quartered and plain red and white 
oak are moving well for export, and lead in 
demand. The domestic movement of the oaks 
is showing a slight improvement, but is far 
behind export demand. Prices are consid- 
ered fair. Ash is off in demand, and prices 
are weak. Poplar demand is showing some 
improvement, and demand is fair for both 
domestic and export shipment; prices are not 
quite satisfactory. 

Production of hardwoods 
tailed by the heavy rains. 


has been cur- 


Export.—The mills have a fair amount of 
export orders on hand, and more inquiries 
are being received. This week an inquiry for 
a South American schedule amounting to 
1,000,000 feet is being figured, also a schedule 
of 450,000 feet for England will probably be 
closed during the week. Exporters are opti- 
mistic in view of the increase in inquiries, 
and shipments by the mills have been very 
good in spite of the bad weather. So far 
during June 1,700,000 feet has been shipped, 
England taking 859,000 feet; Cuba 471,000 


Les Angeles, Calif. 


There has been a shrinkage in the footage 
of incoming cargoes during the last two 
weeks. Several changes in stocks of excess 
items have occurred since the last report. The 
list of such items at this writing includes: 


Fir lath; 1x6-inch No. 2, worked; 1x6-inch 
No. 3, worked; 2x4-inch common, worked, 
No. 2, worked, and No. 3, worked; 2x8- and 


2x12-inch common, rough. Market conditions 
are about the same. Building permits have 
not been picking up, although it is expected 
they will show an increase during the latter 
part of the month and bring up the total to 
above that for May, which was exceptionally 
low. 


Shreveport, La. 


Southern Pine.—Mills state that 
broken 


they have 


stocks, and are having the utmost 
difficulty in filling mixed orders, but whole- 
salers are of the opinion that a number of 


mills can handle orders for almost anything 
on the list. Customers get fairly prompt 
shipment, and until they have mixed orders 
turned down a few times, will continue to 
demand difficult assortments. It is stated 
that some mills, not too far apart, are co- 
operating by sending their trucks to each 
other for items necessary to complete an 
order. This scraping around to get items 
from nearby mills, or running stock through 
dry kilns, somewhat hinders good results 
being achieved by curtailment, for it is be- 
lieved the market would be stronger if mills 
refused orders they could not fill. A number 
of the large mills are completely out of 
Nos. 1, 2 and 3 dimension, No. 2 shiplap, and 
other items of common; such items have to 
be run through the kilns before shipment. 


Macon, Ga. 


Roofers—There has been no im- 
in the roofer market. June busi- 
ness was not up to the volume expected, and 
fell below the previous month. Small mills 
continue to turn out stock, finding some de- 
mand, especially for dimension. Prices ap- 
pear to be as low as they can be driven. 


Georgia 
provement 


Longleaf Pine—Instead of getting expected 
orders from railroads in: the latter part of 
June, longleaf manufacturers in southern 
Georgia find a decided slackening in business 
from that source. The peach crop has been 
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cut short by unfavorable weather—it fur- 
nishes a big item of railroad revenue every 
year at this time, and the melon crop will 
hardly be up to normal. Mills are finding 
some demand for construction and repair 
work, as there is still considerable building 
being done in the Southeast. Some longleaf 
is finding its way to the metropolitan area, 
and some is being shipped to the seaboard 
for export. 

Hardwood manufacturers say that there is 
practically no business. Some of them are 
getting inquiries, and a few small orders are 
being placed. Oak is probably in the best 
demand right now. 





Ships Pine by Barge Through 
Atlantic Waterway 


BALTIMORE, Mp., June 20.—The dock of Wil- 
liam D. Gill & Son (Inc.), on Philpot Street, 
this city, which had generally been in a state 
of inactivity for some years, is taking on new 
life. Thomas A. Myers & Co., wholesalers, 
have decided to have vessels with cargues of 
longleaf and shortleaf pine discharge there. A 
4-masted schooner arrived several weeks ago 
with nearly 600,000 feet of southern pine, and 
is being followed by a barge up from George- 
town, S. C., by the inside route, a method of 
shipment declared to be more economical than 
transportation by schooner along the coast. Both 
shipments were made by Rankin & Tyson, of 
Georgetown. 





Bank Offers Lowes on Small 


Homes 


Los ANGELES, CALIF., June 18.—One of the 
most encouraging signs in the building field 
and of especial interest to the lumber industry 
is the recent move on the part of a banking 
institution in advertising loans for construction 
of small homes. On June 9, all local daily 
newspapers carried one-fourth page ads of the 
Bank of America, offering loans for that pur- 
pose. Under the slogan, “Bank of America 
Translates Words Into Action,” the following 
message was set forth: 

As its part in the Statewide effort to help 
bring back good times, Bank of America is 
making loans for the construction of small 
homes, such loans to be repaid by install- 
ment payments. Bank of America offers 
this co-operation in support of the program 
of the United States Government and the Re- 
construction Finance Corporation, to put dol- 
lars to work. Again, this institution demon- 
strates its faith in California. Release 
of these loanable funds to individuals build- 
ing small homes means stimulation of the 
entire building industry and real estate de- 
velopment—more men at work. More men 
at work means greater buying power; one 
further step toward a sound prosperity. .. , 
We are desirous of rendering a human, broad, 
constructive community-building banking 
service, and favor the making of small loans 
to the greatest number of worthy borrow- 
ers. ... Let’s speed the wheels of industry— 
here in California—Now! 

For a long time this banking institution has 
been advertising by means of billboards the 
plea to put dollars to work, and in the present 
advertising has made the concrete suggestion 
of the construction of small homes. This is 
especially pleasing to the retail lumber dealer, 
because more actual lumber goes into such 
buildings than in many of the more pretentious 
ones of industrial structures. While it is yet 
too early to say what effect it will have on 
building and business in general, the move is 
lauded as having great possibilities. Within the 
last two weeks there has been an-upward trend 
in real estate transactions, which is a hopeful 
sign. 

With this leadership, it is expected that other 
developments for the loaning of money for 
building purposes will follow, as the absence of 
such opportunities for the average man cur- 
tailed to a great extent what activity: might 
otherwise have taken place. Then, too, it is an 
important incentive for hoarders to release their 
idle funds and put them to work. 
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Klamath 


Ponderosa Pine 


Factory Stock 


Just notice the beautiful 
soft texture of the lum- 
ber shown on the left. It’s 
very easy to work and 





“makes a hit” with the 
buyer who is seeking 
values. 


Klamath District is famed 
for its fine quality Pon- 
derosa Pine timber. 
That’s why buyers prefer 
to buy our 


SELECTS AND 
COMMON 

S4S OR ROUGH 

SHOP AND BOX 


Write now for quotations 
on the stock you need to 
balance assortments. 


Crater Lake 
Lumber Co. 


SPRAGUE RIVER, ORE. 
Huntington Taylor 


GENERAL MANAGER 


12” No. 2 Common 











SURETY BOND BRAND 
“PROTECT-WRAPT” 

Red Cedar Bevel and Bungalow Siding 
and Surety Bond Brand Shingles are 
SUPERLATIVE QUALITY 
NATIONALLY ADVERTISED 
EASIEST TO RESELL 
Anything in Cedar, and—through our 
Coast connections—any mixture of Fir, 


Hemlock and Cedar 


BRATLIE BROS. MILL CO. 
RIDGEFIELD, WASH. 

















Feather River Lumber Co. 


Delleker, Plumas Co., Calif. 


Manufacturers of 


Feather River Canyon 
_ Soft California 
Pine 
White Fir 


Incense Cedar 





Annual Capacity 60,000,000 Feet. 
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Try 


Maisey.& Dior 


Hardwood Lumber 
Owned and Operated by 


CISAR BROTHERS 
2357 South Loomis Street 
Telephone CHIC AGO 


Canal 1830-1831-0118 











Kiln Dried 


ant Rie Deeg ENGELMANN SPRUCE 
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We represent Nicola Pine Mills, Ltd., Merritt, B. C. 


PAUL MILLER CO. 


LUMBER 
General Offices: 308 W. Washington St., CHICAGO 








GILBERT NELSON & CO. 


Public Accountants 
1! SOUTH LASALLE STREET 
CHICAGO 


TELEPHONE RANDOLPH 2220 




















Fix Your Credit Lew | 


in Advance 


You can state pretty accurately every 
item in your over-head expense but one 
—your credit loss. That you can only 
Suess at. And how often you miss the 
mark, you, only, know! Because of pres- 
ent conditions, your credit loss is more 
of a problem than ever. 

If the year’s total covered credit losses 
exceed a certain previously agreed upon 
percentage of your gross sales, we repay 
the excess. 

Thus your credit loss for twelve 
months is determined in advance and 
nothing can increase it. 


The cost of Credit Insurance is small | 
compared to the security afforded. 
Over $9,500,000 paid to our policyholders 
The American Credit-Indemnity Co. 
Cal. 








OF NEW YORK 
S11 Lecust St. 220Se.StateSt. 537 Mer. Exch. Bldg, 
St. Louis, Mo. Chicago, Il. San Francisce, 











Lumber and Its Uses 


By R. S. KELLOGG 


'In this book the author has dealt in 
interesting and instructive fashion 
with wood structure, physical pro- 
perties, grades, sizes. lumber and 
log measurements, shipping weights, 
structural] timbers, seasoning, pres- 
ervation, finishes, paving, floor- 





ing, fire resistance, prices, as well 
as the uses of lumber; and in final 
chapters he discusses manufactur- 
ing, forest products, the timber 
supply, permanent advantages of 
wood, and sources of information 
about timber. This is the work most 
often called for and used by \um- 
bermen in all branches of the trade. 


American Lumberman 


431 So. Dearborn St. 
Chicago, Ill. 











par 94.00 
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The Aberdeen Lumber Co., Chicago, repre- 
sented by J. N. Willett, has moved to 400 West 
Madison. 


J. J. Pearson, commission, has moved to 
3005 Roanoke Building, 125 West Madison 
Street, Chicago. 


L. J. Marshall, Chicago representative of the 
Exchange Sawmills Sales Co., has moved his 
office to 1819 Buckingham Building. 


George McSweyn, sales director E. L. Bruce 
Co., Memphis, Tenn., has recently been visit- 
ing English importers of his company’s floor- 
ing. 

The Basswood Lumber & Specialties Co. has 
established offices at 2651 West Lake Street, 
Chicago; it makes specialties and does a little 
retailing. 


G. A. Vangsness, Vangsness Lumber Co., 
Chicago, has just moved to new offices at 1012 
Old Colony Life Building, 166 W. Jackson 
Boulevard, Chicago. 


Miss Helen A. Buck, daughter of Stuart 
Buck, Philadelphia (Pa.) lumberman, through 
her appearance in a local theatrical production, 
has won a contract for a Broadway appear- 
ance next fall. 


Herbert Moss, Chicago representative of the 
Tremont Lumber Co., Rochelle, La., and 
Trinity County Lumber Co., Groveton, Tex., 
has moved his offices from 1624 to 2023-4 Bell 
Building, 307 No. Michigan. 


Miss Rose B. Mann, on the completion of 
twenty-five years of continuous service with 
C. C. Coolbaugh, Gloucester City, N. J., was 
presented by fellow employees with a traveling 
bag, purse and other tokens of their regard. 


L. S. Risberg has been receiving the con- 
gratulations of his friends and acquaintances in 
the lumber industry over the addition to his 
family, on June 9, of an eight-pound girl. Mr. 
Risberg is Chicago solicitor for the Blue Book. 


A. W. Lammers, Chicago, is driving down 
to Princeton, N. J., accompanied by Mrs. 
Lammers, to be present at Princeton University 
for the graduation of their son, Edward C. H. 
Lammers. 


Raymond Yates, of 19 So. La Salle Street, 
Chicago, after five weeks of severe illness, is 
back on the job, and trying to make up for 
the business he thinks he has missed—through 
his friends assure him there hasn’t been much 
to miss. 


Hiram McCullough, of Northern Hardwood 
Sales Co. and representing Brooks & Ross 
Lumber Co., Schofield, Wis., has temporarily 
closed his Chicago loop office, and can be 
reached at 849 Ridge Avenue, Evanston, ’phone 
University 0018. 

The local office of the American Creosote 
Works, of New Orleans, has been removed 
from 111 West Washington Street to 20 East 
Jackson Boulevard, and is in charge of Wil- 
liam D. Smith, who has represented that com- 
pany in this territory for some time. 


One of the prominent members of the Wash- 
ington delegation at the recent Republican con- 
vention in Chicago was Mark Reed, well known 
West Coast logger. Mr. Reed not only was 
prominent in the affairs of his delegation, but 
was elected as a member of the Republican Na- 
tional Committee. 


Z. K. Thomas, manager of the Southern 
Lumber Co., Warren, Ark., accompanied by 
Mrs. Thomas, has been spending the last fort- 
night at Mineral Wells, Tex., in order to get 
the full benefit of the health giving waters there. 


Mrs. Thomas, who is a district officer of the 
State Federation of Women’s Clubs of Arkap. 
sas, is the author of a poem entitled “Pines” 
recently submitted in a poetry contest con- 
ducted by these clubs. 


Among Chicago lumbermen who have moved 
their offices recently from the “loop” to out. 
side locations are: W. J. Cook, to 6920 South 
Bishop Street; John H. Crowell, to 2399 
Commonwealth; Robert H. Porterfield, to 6218 
Indiana Avenue; Squires & Fisher, to 841 East 
63rd Street. 


Douglas H. Allen, of New York, chairmay 
of the board of the Otis-Astoria Corporation, 
a recent merger of Astoria Importing & Manv- 
facturing Co., New York, and Otis Manufac- 
turing Co., New Orleans, two mahogany con- 
cerns, has recently been visiting the trade in 
Great Britain. 


Preston P. Joyes, treasurer W. P. Brown 
& Sons Lumber Co., Louisville, Ky., has been 
named a member of the executive committee 
of the newly organized Kentucky division of 
the National Economy Committee, which has 
as its purpose the correction of abuses in legis- 
lation enacted by Congress since 1924. 


W. M. Leuthold, president Deer Park Lum- 
ber Co., Deer Park, Wash., recently visited the 
company’s Chicago representative, C. H. Wil- 
son. Mr. and Mrs. Leuthold were on their 
way east, and stopped over at St. Johns Mili- 
tary Academy, Delafield, Wis., for the gradu- 
ation of their son, John Heitman Leuthold. 


Among recent visitors to Buffalo, N. Y,, 
were: Lawrence W. Carpenter, vice-president 
Shevlin Pine Sales Co., Minneapolis; P. H. 
Bresnahan, J. W. Wells Lumber Co., Menom- 
inee, Mich.; C. W. Hornibrook, sales man- 
ager, Ewauna Box Co., Klamath Falls, Ore.; 
Carl J. Gentry, assistant sales manager, Capi- 
lano Timber Co., Vancouver, B. C. 








A. K. Southworth’s friends in the trade—he | 


is Chicago representative of Winton Lumber 


Co., with pine mills in Idaho and headquarters | 


in Minneapolis, Minn., and of St. Paul & 
Tacoma Lumber Co., with mill at Tacoma, 
Wash.—have noted his pleasure at the appoint- 


ment of his famous cousin, Bertrand H. Snell, 7 


as permanent chairman of the Republican na- 
tional convention. 


The Edward Hines Lumber Co. is now 
settled in its new and larger quarters at 830 
Bankers Building, 105 West Adams 
Chicago. Peter McHugh, wholesale sales man- 
ager, will henceforth be located at this down- 
town office. The traffic and some other depart- 


ments have also been moved here. F. E. O’Dowd | 


spends his mornings at the main yard; after- 
noons at the city office. 


Harry J. Miller, of the H. J. Miller Lumber 
Co., Seattle, Wash., was in Chicago this week 
on one of his periodical tours of this section. 
Mr. Miller’s concern specializes in masts and 
spars, barge, ship and long timbers. Mr. Miller, 
who served as Snark of the Universe in the 
early days of Hoo-Hoo, still maintains his 
active interest in that organization and never 
fails to say a good word for it. 


Hugh Leary, of the widely known firm of C. 
Leary & Co., of Liverpool and London, Eng- 
land, visited Baltimore, Md., on June 13, being 
the first prominent foreign lumberman to call 
in a long time. Mr. Leary had been making 
a trip of about two months through the lum- 
bering sections of West Virginia, the Memphis 
area and the South. He gained the impres- 


Street, | 


| 
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sion that stocks were running low, but that § 


conditions in the trade showed little or no im- 
provement. He proceeded from Baltimore to 
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Canada, it being his expressed intention later 
to return to New York, to take a steamer for 
home. 

Wilber Hattery, car and railroad material 
specialist, of 104 South Michigan Avenue, Chi- 
cago, has entered into a co-operative arrange- 
ment with two other firms that are well known 
in that line—Morrill & Sturgeon, of Portland, 
Ore., and Colby & Dickinson, of Seattle, Wash., 
which will handle respectively the Oregon and 
Washington placements for Mr. Hattery. The 
principals of these organizations have all worked 
together in years past, and their successful 
record augurs well for the new arrangement. 


A. H. Ruth, now at 824 Roanoke Building, 11 
So. La Salle Street, Chicago, continues to sell 
the stocks of the G. W. Jones Lumber Co., 
of Wabeno, Wis., though the company’s branch 
office has been discontinued, as it is nearly 
cut out and has shut down. Mr. Ruth will 
also distribute the products of an associated 
manufacturer, the Tendal Lumber Co., of 
Waverly, La. Besides, he will do a wholesale 
business under his own name, handling mostly 
hardwoods, but also western fir and southern 
pine. 


J. J. Donovan, vice president Bloedel Don- 
ovan Lumber Mills, Bellingham, Wash., was 
in Chicago again during the last week, a guest 
in the home of his daughter, Mrs. Leslie Craven 
at Wilmette. Mr. Donovan was returning from 
Worcester, Mass., where he delivered the 
commencement address at Worcester Polytech- 
nic Institute, at which he was a student almost 
a half century ago. Mr. Donovan not only 
delivered the commencement address, but was 
honored by having a degree conferred upon 
him. As a result, his friends may have no 
hesitancy in future in addressing him as Dr. 
Donovan. 


J. P. Hemphill, general manager Madera 
Sugar Pine Co., Madera, Calif., in company 
with H. O. Geary, eastern representative, was 
in Chicago during the last week, having 
stopped off here during an extended tour that 
has taken him into every important center in 
the East and North. Mr. Hemphill has found 
many changes in lumber organizations and 
everywhere has found business considerably 
slowed up. Notwithstanding this, he reports 
that his company has been able to continue 
making quite satisfactory shipments, and he 
feels greatly encouraged over the continually 
increasing number of outlets that are using 
Madera sugar pine. 


A member of the Michigan delegation, and 
following his unbroken custom of many years, 
Will A. Cavin, of Sturgis, Mich., attended the 
National Republican convention in Chicago last 
week, but took time out between sessions on 
one day to pay a visit to the offices of the 
AMERICAN LUMBERMAN. Mr. Cavin is at the 
head of a group of retail lumber yards in Mich- 
igan and Indiana, which recently have adopted 
the cash and carry plan of operation, as de- 
scribed in an article in the June 11 issue of the 
AMERICAN LUMBERMAN. He and his associates 
all are delighted with the results so far obtained 
through this plan of operation, and he is quite 
enthusiastic over this modern way of conduct- 


ing a retail lumber and building material busi- 
ness, 


¢ J. Williams, jr., president Moore Dry Kiln 
Co., of Jacksonville, Fla., was in Chicago last 
Friday, en route to the Pacific Northwest, 
where he is going to make his annual summer 
visit to his company’s branch at North Port- 
land, Ore., and spend some time making con- 
tact with present and prospective users of 
Moore kilns on the West Coast. Mr. Williams 
Is introducing himself with some attractive 
business cards printed on Port Orford cedar 
venetian blind stock, manufactured by the Port 
Orford Cedar Products Co., Marshfield, Ore., 
and dried to a low moisture content in Moore 
cross circulation kilns before resawing. Some 
of these Port Orford cedar cards Mr. Williams 
has had fireproofed, and he creates much in- 
terest when applying a lighted match to one of 
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these cards and the wood fails to ignite. Mr. 
Williams reports a fair degree of activity in the 
demand for dry kilns, and hopes to see this 
— again approaching normal at an early 
ate. 


Aird Flavelle, of Thurston-Flavelle (Ltd.), 
Vancouver, B. C., was an appreciated caller at 
the offices of the AMERICAN LUMBERMAN’ one 
day last week. Mr. Flavelle had been spending 
a short time in eastern territory, feeling out the 
business pulse and getting first hand information 
as to the prospects for business, and was on his 
way back to his headquarters in Vancouver. 
Mr. Flavelle reported occasional bits of cheer- 
ful information from points in the East, and 
while none of these are particularly important 
in themselves, they do rather accurately indi- 
cate a trend toward an early improvement in 
business. Inasmuch as Mr. Flavelle’s company 
markets much of its famous red cedar siding, 
as well as other products, in the United States, 
he naturally was concerned over the levy of a 
$3 tariff on lumber contained in the revenue bill 
that recently passed Congress and was approved 
by the President. Because these products have 
had such a wide and favorable acceptance among 
buyers of good lumber in the United States, 
Mr. Flavelle believes that his company will be 
able to make some adjustments that will permit 
a continuance of the marketing of its better 
grades in this country. 


Celebrates Its Seventy-fifth 
Anniversary 


One of the pioneer wire rope manufacturers, 
always a strong advocate of high quality, and 
consistent in making notable advancements in 
its industry, the A. Leschen & Sons Rope Co., 
of St. Louis, Mo., is this year celebrating its 
seventy-fifth anniversary. One of the most im- 
portant developments made by the Leschen 
company was in 1886, when it introduced its 
“Hercules” grade of wire rope. Prior to that, 
the plow-steel grade of wire rope was thought 
to be the best that could be purchased. Me- 
chanical logging was then coming into prac- 
tice, and dredging machines were making their 
appearance; it was to meet the requirements of 
this heavy duty equipment that this new and 
higher quality of wire rope was developed. To 
identify this new grade of rope by its appear- 
ance, the company originated the idea of color- 
ing one of its strands, red being used. Not 
long after the introduction of “Hercules” (red 
strand) wire rope, many new types of wire 
rope using machines were put on the market, 
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“Hercules” rope maker celebrates 75th anniver- 
sary of the beginning of its service to loggers 
and lumbermen 
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for HOUSE PLANS & | 
MATERIAL LISTS 


HOW WILL IT LOOK? 
HOW MUCH WILL IT COST? 


Special Lumberman’s Service 
FLOOR PLANS AND PERSPECTIVE SKETCH, 


LUMBER AND bs oa $2.50 


MILLWORK LIST 


We make, sell and rent models to your plans and 
specification. Write for special low prices. 








Send your prospective customer's own sketch and 
your instructions. Immediate attention by air mail. 


LUMBERMAN’S DRAFTING 
| & LISTING SERVICE 


233 Drumheller Bidg., Walla Walla, Wash. 
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Specialized Protection for 
the Lumber Industry, with 
a Cost-Reducing Dividend 
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We're supplying the needs of exact- 
ing buyers for furniture factories, sash 


and door plants, retail yards, etc. 
. We'll satisfy you, too, because we specialize 
a in Northern Veneers and Plywood. 
We also invite orders for Northern Pine, Spruce, 
Manat Hemlock, Cedar Posts and Poles, Lath, Shingles, and 


“Peerless Brand” Rock Maple, Beech and Birch flooring. 
Order in straight or mixed cars. 


THE NORTHWESTERN COOPERAGE 
& LUMBER COMPANY 
GLADSTONE, MICHIGAN 
Chicago Office: N. J Clears Lumber Co., 1331 Monadnock Block 
Minneapolis Office: G. W Critten, 516 Lumber Exchange 











each being designed with a greater capacity 
than its predecessor. This situation led to an- 
other forward step by the Leschen company, 
which, in 1894, began the manufacture of wire 
rope in the patent flattened-strand construction. 
This construction provides greater resistance to 
wear and crushing, and develops. greater 
strength. 

It has long been apparent to the Leschen 
company that no one design of wire rope is 
suitable for all conditions; consequently this 
company probably offers wire rope in a wider 
range of construction and type than any other 
manufacturer. 

The Leschen idea of quality starts. with the 
material used, and continues through the fin- 
ished product. All of its steel ropes are made 
of acid open-hearth steel wire. Long contact 
with the wire rope industry has made it pos- 
sible to set correct standards of quality. A 
large and complete testing laboratory enables 
the company to be sure that its established 
standards are constantly maintained. The first 
Leschen wire rope was made by hand, and an 
open field was the factory. Now the Leschen 
plant covers many acres, and the hand method 
long since has given way to modern machines. 

The AMERICAN LUMBERMAN joins the entire 
lumber and logging industry in congratulating 
A. Leschen & Sons Rope Co. on attaining its 
seventy-fifth year of usefulness to these and 
other industries. 
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THE INJECTAIRE 





PATENT PENDING 


The National Injectaire method of 
forced circulation is a radical im- 
provement over all other methods in 
previous use. Whereas all previous 
methods have sought to secure move- 
ment of air within the pile of lumber 
by moving a large volume of air out- 
side the pile, the Injectaire method 
point by injecting 
the air definitely, mechanically, under 
pressure, to the center of the pile and 
allowing it to flow out between the 
boards to kiln 


gets right to the 


space. 
Catalog on request 


The National Dry Kiln Co. 


437 West Georgia Street 
Indianapolis Indiana 


Eastern Representative: 


C. A. FIELDS, Eagle Mills, Troy, N. Y. 











Richard Shipping Corp. 


Established 1847 


44 Beaver Street, NEW YORK 


Ocean Freight Brokers 
and Contractors 


Foreign Forwarders, Customs Bro- 
kers. We handle all classes of cargo 
and attend to collection of invoices. 


Special department handling export lumber shipments 








Dependable Wire Rope 


The one red-strand in Hercules 
Wire Rope is our guarantee that 
it isa product of the highest qual- 
ity. That it is a dependable and 
economical logging rope has been 
proven by its years of service in 
that field. 


Established 1857. 


A. Leschen & Sons Rope Co. 


ST. LOUIS 
New York Chicago Denver 
San Francisco 
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Explained New Hardwood Grading 
Rules 


At the recent annual convention of the Na- 
tional Association of Purchasing Agents in 
Detroit, Mich., one of the principal speakers 
was L. S. Beale, of Chicago, secretary of the 
National Hardwood Lumber Association. Mr. 
3eale had been invited to address the conven- 
tion and explain to the purchasing agents the 
new hardwood grading rules adopted by the 
association last September and becoming effec- 
tive Jan. 1, 1932. Mr. Beale gave a brief his- 
tory of the movement for a revision of the 
rules, begun several years ago, that finally was 
consummated at the last annual meeting, after 
thorough tests made by the association and 
representatives of large industrial consumers. 
In the course of his illuminating address Mr. 
Beale said: 


The new rules have certain specific benefits 
for both consumer and producer which are 
not at the expense of the other but are 
mutually advantageous. For the consumer 
there will be a more uniform quality in each 
grade; less spread in quality between the 
high and low end of each grade, resulting in 
a stabilization of costs when a certain grade 
is bought repeatedly for the same purpose. 
Because the present rules force the producer 
to rip wide boards to obtain the best grade 
classification, while the proposed rules elim- 
inate much of this necessity, there will re- 
sult a wider run of widths in each grade, 
and, therefore, more flexibility in fabricating 
to the best advantage for each consumer. 


The producer will benefit from reduced 
costs by eliminating the necessity of ripping 
and trimming to raise the grade at time of 
shipment, resulting in a saving of both labor 
and material. This is accomplished in a 
manner which maintains just as high a per- 
centage of clear material for the consumer 
in each grade. The producer will also be 
able to offer better average widths from such 
timber as is now available. 

Both consumer and producer will be bene- 
fitted by the simplified wording of the rules 
and the fact that they present less ambiguity 
as to meaning or interpretation. There will 
be more definite dividing lines between cer- 
tain grades because of both simplified word- 
ing and the fact that the grades are sorted 
entirely according to utility value. These 
conditions will result in more uniform grad- 
ing of the same shipment by different in- 
spectors and, therefore, make less differences 
between sellers who intend to furnish what 
the order specifies, and buyers who seek no 
more than they bought. 





Blue Book Credit Analysis 
for May 


3usiness troubles reported to the Lumber- 
men’s Blue Book for May are as follows: 


1932 1931 
NR: aig. gud p. eo eke eRe ee 39 30 
EOD. nos acgraid 06 wide 62 ck ae 22 26 
i ne dene he ba ne 9 4 
ORCC CTE ET Te Ee Ee 4 5 
Composition settlements ......... 2 5 
Creditors committees appointed... q 2 


Inquiries for special credit reports decreased 
about 8 percent for the month, as compared to 
a year ago. Claims placed for collection in- 
creased 10 percent, with the average claim in- 
volving about 20 percent greater amount. Col- 
lections for the month were easier than in May, 
1931. 





Chicago Golfers in Annual Tourney 


An exceptionally good attendance, consider- 
ing the times, participated in the twenty-sixth 
annual golf tournament of the Lumbermen’s 
Golf Association of Chicago at the Olympia 
Fields Country Club on Tuesday, June 21. 
Harry W. Bishop, for the second time, won 
the championship, by defeating J. J. Culen with 
a score of 80—83—163; this trophy was pre- 
sented by the late Herman H. Hettler. The 
Chicago Retail Lumber Dealers’ Association 
trophy was won by William Ory, with 82— 
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18—64 as the low net for the afternoon 4, 
holes. The AMERICAN LUMBERMAN cup, for 
the lowest gross score of the afternoon, wey 
to David Joseph, with 39—39—78. Pete 
De Vries was awarded the Edward Hine: 
memorial trophy, with 89—18—71. R. N. Hoye 
acquired the Chicago Lumber Institute cup with 
a total of 100—30—70, and William Cadle, hy 
turning in a count of 97—24—73, ’ 
Lumbermen’s Mutual Casualty Co. trophy, 
C. J. True, 72 years old—the oldest boy of the 
lot—took the Old Boys trophy with a score 
of 104—30—74. 

At the annual dinner and evening entertain. 
ment, officers were elected as follows: 

President—P. J. Willis. 

Vice president—J. D. Mercer. 

Secretary-treasurer—J. L. Strong. 

Directors—J. A. Bishop, John J. Chalmers, 
J. W. Embree, jr., Sangston Hettler, ang 
Charles M. Hines. 








Elects Four New Directors 


Election of four new members to the advisory 
board of the Lumbermen’s Mutual Casualty 
Co., Chicago, has been announced by President 
James S. Kemper. They are: Orville Greene, 
president Wilson & Greene Lumber Co., Syra- 
cuse, N. Y.; John A. Bowman, president Burg- 
ner-Bowman-Matthews Lumber Co., Kansas 
City, Mo.; Charles A. Hubbard, president 


won the & 


% 


Hubbard Lumber Co., Martinsville, Ind.; and | 


Frank B. Fowler, president Indiana Lumber- 


oe 


men’s Mutual Insurance Co., Indianapolis, Ind, | 


All are prominently known throughout the 
lumber industry. 

Mr. Greene is a director of the National 
Retail Lumber Dealers’ Association, represent- 
ing the Northeastern Retail Lumbermen’s As- 
sociation, of which he has been a director and 
vice president for several years. He. is also 
chairman of the merchandising council of the 
National association. 

Mr. Bowman, in addition to heading one of 
the largest lumber yard organizations in the 
Southwest, has been active in the Southwestern 
Lumbermen’s Association, serving as treasurer 
of that organization for several years. 

Charles A. Hubbard heads a large retail 
lumber organization in Indiana and has been 
active in the affairs of the Retail Lumber 
Dealers’ Association of Indiana. He succeeds 
to the vacancy on the board created by the 
death of H. C. Scearce, of Mooresville, Ind. 


een y 


Frank B. Fowler has been for many years an | 


outstanding mutual insurance executive and is 
well known to lumbermen as president of the 


Indiana Lumbermen’s Mutual Insurance Co., a 
member company of the Associated Lumber | 


Mutuals. 





You're Invited to Lunch with 
This Group 


A friendly group of Chicago lumbermen have 
been in the habit of getting together every 
Monday noon at the Boston Oyster House, but 


r= 


that rendezvous has closed down for the sum- | 


mer. 

They have therefore decided on a new meet- 
ing place, at which they will lunch every day 
in the week that they can conveniently reach it. 
They gather at noon in the Attic Tearoom, of 
the 6th floor of the Textile Building, 180 West 
Adams Street. ou 

Other Chicago lumbermen are invited to joi 
the party, and visitors from out of town will 
always be welcome. 





He Made a Hole in One 


Life took on a brighter hue for Bert Cook, 
of the Vanlandingham-Cook Lumber Co., last 
Monday, when he qualified for membership ™ 
the hole-in-one club. 
a twosome with E. W. Kettlety of the Inter- 
national Lumber Co., on the West Wilmette 
club course, Wilmette, Ill., and driving 0 
from the tee on hole number four sunk his ba 
for a hole-in-one. 
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LUMBER MARKET REVIEW 


Rains Affect Southern Pine Cut in Some Sections; 
Domestic Demand Slower; Export Improved 


Southern pine production continued at 46 percent of the 
3-year average during the two weeks ended June 18. Ship- 
ments and orders were about equal, and exceeded the out- 
put by around 14 percent. Reductions in mill stocks 
through curtailment have not strengthened prices, because 
customers can always rely on mills making extra efforts 
to fill orders promptly, even by picking up from other 
mills. Some mills report difficulty in shipping because 
of heavy rains, especially those in Arkansas and Florida. 
Retail business in the Southwest has improved, but is 
draggy in all other parts of sales territory. Railroad in- 
quiry has fallen off, despite the fact that the roads have 
exceedingly low inventories, which experts in the field 
say must soon be built up, and should be at present lumber 
price levels. Better buying by South America and Eng- 
land is reported. 


Carolina Mills Get Some Orders at New Low Prices 


The latest report on North Carolina pine prices, for the 
period ended June 11, shows a decided decline in practically 
all items. Other reports indicate that quotations are now 
so low that Carolina mills have been able to take some 
business away from western fir, though the latter is coming 
in on very low water rates. One shipper from the South- 
east is using barges to reach northern Atlantic coast mar- 
kets, and such economies are enabling eastern producers to 
strengthen their competitive position. Though many items 
are scarce, the smallness of returns is forcing further cur- 
tailment of production. High grade lumber has recently 
been moving a little better, but shed stocks are dull. Box 
makers are taking very little. 

Heavy rains have affected both production and consump- 
tion in a good part of the Southeast, and small Alabama 
mills are handicapped by a State tax on each set-up. Busi- 
ness in air dried roofers continues light, but prices are 
steady, at very low levels, though competitive kiln dried 
roofers have shown further weakness. 


Domestic Trade in Fir Smaller; Lower Rates Boost 
Exports; Tariff Will Help in East 


West Coast production was at a little less than 20 percent 
capacity in the two weeks ended June 18, or about the 
same as in the preceding two weeks. Owing to a slight 
increase in the cut and a slight decline in bookings, the 
latter exceeded the cut by only 13 percent, compared with 
20 percent the preceding period. A decline in domestic 
rail and water business was about offset by a gain in 
exports. 

Export business has gained because of low ship rates— 

there has been a weakening in those to Europe and Aus- 
tralia, and rates to the Orient continue very low, while 
low mill prices are helping bring out some orders from 
the above markets and South America. 
_ Rail business has been slow, because of stiff competition 
Irom southern pine, and uncertainty regarding rail rates. 
The rate to east of the Illinois-Indiana line has been 
suspended to Oct. 14. In the period ended June 14, No. 1, 
2x4-inch dimension average was stronger by 25 cents; No. 1 
boards off 56 cents; drop siding was off 85 cents, and 
flooring lost only 6 cents. 

Some intercoastal cargo has moved at $8.50, and east 
coast quotations are off about $1. Atlantic shipments are 
larger, and southern California, lower. Of Atlantic coast 
May receipts, 9 percent came from Canada, and the new 
tariff is expected to help American mills. 


Statistics, Pages 50-51—Market Reports, 


Northern Pine Has Pre-Tariff Spurt; Hemlock Dull 


Northern pine trade is disturbed by imposition of the 
tariff of $3 on rough and $4 on dressed, effective June 21. 
There was a big rush of lumber across from Canada before 
that date, and somewhat of a spurt in consumer buying. 
There is little chance of adding the tariff to prices on this 
side of the line, for competitive western pines show further 
softness, but Canadian mills, because of the differential in 
exchange, may be able to absorb it by lowering prices, and 
resume shipping. In the week ended June 11, output of 
seven mills was one-third of last year’s, and bookings more 
than doubled it. In both the Northwest and the Niagara 
area, retail and industrial trade is quiet. 

Northern hemlock mills are producing practically nothing, 
and demand is very quiet, with quotations unchanged. 


Western Pine Output Gains While Bookings Decline; 
Most Prices Are Softer 


Inland Empire and California pine production in the two 
weeks ended June 18 was slightly higher, at 25 percent of 
capacity, though figures from identical mills show it to be 
only about one-third of last year’s. Bookings fell off, and 
were 12 percent under the cut, compared with 3 percent 
under for the two weeks ended June 4. Price reports for 
the period June 14-20 show general weakness. Ponderosa 
selects kept almost even, and there was some firmness in 
Ponderosa and Idaho shop, but Idaho selects, Ponderosa 
commons and Idaho commons (except the 12-inch, which 
were stronger) all receded a little. There is a lack of 
business from both retailers and industrial users, partly 
because of doubts that the market has reached bottom, 
but surely the exclusion of Canadian white pine should 
soon lead to a larger call for the western pines. 


Redwood Eastern Orders Increase; Cypress Is Slower 


California redwood reports for May show that northern 
California placed about 37 percent of the total orders, and 
took nearly half the shipments. Southern California trade 
was low during both April and May, and wire reports show 
very small receipts. Eastern business showed a further 
increase, and nearly equaled that from northern California, 
probably because of resort to intercoastal water shipping. 
Output for May was less than one-third normal, and un- 
filled orders June 1 were about 60 percent normal. 

Practically the only cypress moving is the pecky grade, 
and wide and long stock, mostly of lower grade finish, as 
high grades are dull, and there has been a falling off in 
the call for thick FAS and tank. Redwood seems to have 
been making inroads‘into the market. 


Hardwood Bookings from Most Sources Show Decline; 
Distress Stocks Bear Prices 


Business in hardwoods is very slow, for there has been a 
decline in demand from practically all sections of the 
market. Automobile and furniture plants are taking only 
hand-to-mouth lots, and export trade has also fallen off. 
While there has been a slight seasonal pick-up in call from 
the building trades, through millwork and flooring plants, 
total volume is small. Distress stocks are exerting a 
bearish influence on the market, while production in the 
South seems to be increasing, having reached 37 percent of 
capacity in the week ended June 18. Southern bookings in 
the two weeks ended June 18 exceeded the cut by about 3 
percent, but shipments exceeded the cut by about 7 percent, 
so both stocks and order files are lower. Northern book- 
ings were nearly 50 percent above the very small output, 
but shipments were almost 40 percent ahead of them. 


Pages 52-53; 54-57—Prices, Pages 62-64 
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East and west side mills have reported the following average 
sales made in the period June 6-11, 


Exchange, New Orleans, La., for 


SOUTHERN PINE 


month to date have been inserted and distinguished by asterisk: 
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THIS WEEK’S LUMBER PRICES 
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f. o. b. mill sales prices on southern pine to the Southern Pine Lumber 
but where prices for this period were not available, prices for the 





w East West East West East West East West East West East 
Side Side Side Side Side Side Side Side Side Side Side Side 
Partition, Standard Rough Finish No. 2 Shiplap and No. 1 Shortleaf No. 1 Longleaf 
a . ~~ ace Lengths 10-20’ Boards, Std. Lgth. Dimension Dimension 
— %x4"— B&better— Shortleaf— thas _ 
1x3” rift— Bé&better. 20. 66 21. 25 Inch epee = a 11.64 10.30 12 & 24°... 13.34 13.58 & y’ 14 
B&better 4” 22.75 eooe lL 110" 11.83 11.48 "eure 14.31 15.23 +s 36°. 4.34 13.29 

: , 28399 ,|Drop Siding, Standard! ¢” |||... 22. 75 *20.25 LOC Rees een ee ae eae 15.06 15.23 
Shortleaf.. 38.32 43.86 Lengths, 1x6” 75 #2395 Longleaf— 2x6 as 
z P i, seenne 4 cal. 13.69 12.92)12 & 14’.. 11.11 12.65)¢% : 4 
le sin , TF egsie tute” 14.00 12.73] 16’ 11,00 12.94/32, & 1¢.. 13.00 18% 
Shortleaf.. 38.50 |B&better.. 18. 32 16.00)12” ...... .75 *40.25| °° : ee... Sees : wets a Re 13.50 13.50 

» No, 1..... 17.36 20.25 5&6/4 thick = No. 2 Boards, 1x12” |2x8” 2x8” . 
1x3” flat Assorted patterns— /[4-3” ..... 0 *37.75 Standard Length 12 & 14.. 12.64 11.25/12 & 14’.. 13.15 12.56 

grain— B&better.. 20.33 20.47 5810" caus *44.25| snortleaf.. 13.74 11.89]16’ ------- 2.46 11.25/16’ ....... 14.25 14.63 

B&better.. 17.63 21.20|No. 1..... 30.00 ZESOLEE” césces *51.75 Longleaf.. 19.25 21.35|2x10” er 2x10” 

Me. Levees *19.10 18.13 i ae 6d bem 5 . TERT 18.00 

oe Whee *11.89 14.09 senator Sa ae Base 10-20 Car Siding, Lining [14 |... 14.02 14.00] ;4° °°227 7! eo 

Ix4” rift— as 4 215 1.96] 1*4 & 6”.. 30.06 27.50 and Roofing ie eee 15.29 16.00/16’ ....... *20.00 21.10 
No, 1..... . . B&better - 2x12” 

B&better De: Boviee 1.50 *1.40) Casing, Base & Jamb [1x4” 8’.. ..... 11.50}12 & 14’.. 18.50 14.00/19 & 147..*24.95 30,35 

Shortleaf.. 36.94 32.50 10-20° 1x4” 9’... 18.67 ....|16’ ....... 20.51 16.89/16 ....... 28.65 3216 

N Gustnesd Pinteh, B&better, 1x4” 18’.. 21.75 2... 

. 10-28 eres 31.55 31.00]1x4” 10’:: 16.00 No. 2 Shortleat aT 
Shortleaf.. 31.50 awe ag ~ 1x5&10"" 1193845 | 33:88 No. 1— Dimension Me amen nn 
1x4” flat a”... ., 32.50 23.87) we. 2 wencing ana | 1**, ,13;;.., 21.25 | 2x4” 2x4” 

grain— 6” 1.11) 99°79 25.25 Boards, 10-20 1x47 10820" 19-75) 12 & 14”.. 11.10 11.29/12 & 14”.. 12.23 1840 
B&better.. 18.36 20.56 8” eocese 24.33 24.94 19.08 126” 12&14’ 18.63 sited 1G” cccsees 11.51 11.70)16 grees 12.80 13,83 
Se 16.91 17.12]10” ...... 28.54 28.64 19.15}1x6” 10&20’ 17.00 2x6” 2x6 ; 

y 9 -  +eeens 41.05 41.62 18.85 12 & 14’ 8.82 11.44 12 & 14 11.00 9.83 
We Srcusi 12.00 12.00 85 2 16’ 1166 tan 

5&6/4 thick— = wiih 24.14 Timbers, 20° & _ lee 9.11 10.00 rer 66 124 
— = 37.50 *30.25 Under, No. 1 ” x8” 
Ceiling, Standard 5&10” .... 34.00 40.8 an - Lenatent— 7. 14’.. 10.49 11.19]12. & 14’... 11.50 9.83 
Lengths 13” ceoeocee 39.00 55.23 No. 1 Shiplap, 10-20 - 6.2 44.38 |” aaa 2 10.09 11.30 APPS *13.13 11,84 
- See osces 17.21 20,34/8x8”" & und, 16.28 34.98) |v an eis " lox10" 
%xi"— 1x10” 18.00 3x10-10x10 oot 75 19.78] 2x10 x : 
B&better..*16.30 19.00 s eh ti ****19x12-12x12” 30.14 37.64]12 & 14’.. 13.16 11.25)12 & 14’.. 13.50 11.26 

. oo Se we ‘|No. 2 Fencing, Stand-| sportleaf— _ SPEER 12.00 *12.50|16" ....... 15.00 13.41 
5% x4”— ard Lengths 8x8” & und. 14.60 12.96|2x12” 2x12” 

B&better.. 16.03 16.50 ee 9.29 10.49/3x10-10x10" 16.43 ....]12 & 14’..°13.16 11.17/12 & 14’.. .... 17.00 
Se 15.07 16.50 1x6” &C.M. 10.09 10.99'3x12-12x12” 21.22 18.00/16’ ....... SEAS SEES OO osscics 16.50 21.00 





RED CEDAR SHINGLES 


Seattle, Wash., June 18.—Following are 
prices direct to the trade on carload or part 
carload lots, f. o. b. mill, all prices being 
based on four bundles to the square, and 
shingles mixed with fir lumber being 10 cents 
higher than these prices: 


New Grades, Per Square 


Washington- British 
Oregon Columbia 

Royals, 24”— 

eg) Pree $2.23 
Perfections, 18”, 6/2%”— 

“’E gpepteadleyos $1.70 70@2.00  $1.70@1.80 

he wbard cnedeanet 115@1.25 
16”"— 

OS errr 1.50@1.55 1.55@1.60 

ere 1.15 @1.50 

(St EM ee ea 95@1.20 





ENGELMANN SPRUCE 


Prices f. o. b. Chicago, effective Jan. 12, 
but revised by special discount sheet of June 


18, on air dried Engelmann white spruce 
boards, D&M, shiplap, drop siding and ceil- 
ing: 

Inch— - 6” nf 10” 13” 
Dé&btr., 16-16’ ¥4i. 00 $43.00 $43.00 $48.00 $72.00 
No. 1, 6-16’. 00 44.00 44.00 54.50 64.50 
No. 2, 8- 16’.. Hy 00 35.00 34.00 34.75 43.00 


No. 3, 8-20’.. 22.75 25.25 27.00 28.00 28.50 
No. 4, 4-20’.. 20.50 22.50 23.50 23.50 23.50 


No. 4 common, 1x4-inch and wider, 4- to 20- 


foot, which may contain 20 percent of 4- to 
8-foot, is $22.00. 
5546/4 ene, 4,6&8” 10” 12” 
Dé&bdtr., 7 le ES 4 $68. 00 $71.00 $81.00 
Bs as BOE wevceces 9. 61.50 64.50 74.50 
4” .) 8” 10” 12” 
No. 2, 8-16’. - $40.00 vee.38 $39.00 $39.75 $49.00 
No. 3, 8-16’ 28.50 31.00 32.00 33.00 34.50 
No. 4, 4-20’. ‘ 25. 00 27.00 28.00 28.00 29.00 


Specified lengths—In D&better and No. 1, 
add for 16-foot $5; for other lengths, includ- 
ing 18- and 20-foot, $2. 

In No. 2, add for 18- and 20-foot, $2; for 10- 
and 12-foot, 12-inch, add $4; other specified 
lengths, add $1. 

In No. 3, for 4-, 5- and 6-inch, 16-foot, add 
$1; for 10- and 12-inch, 10- and 12-foot, add $1. 

For 6-foot Nos. 1, 2 and 3, deduct $3 from 
prices of 8- to 16-foot. 

Bevel siding, %-inch, odd lengths, 8- to 20- 
foot, but not over 20 percent shorter than 


10-foot. 
Dé&btr., 4-inch..$18.75 E, 4-inch.......$14.25 
6-inch.. 23.75 6-inch....... 18.25 
Lath, spruce and pine, 4-foot; No. 1, $6.00; 


No. 2, $4.70. 





DOUGLAS FIR 


[Special Telegram to AMERICAN LUMBERMAN] 
Portland, Ore., June 21.—F. o. b. mill prices 


on 


actual sales of fir June 17, 


18 and 20, 


direct only, straight and mixed cars, reported 
by West Coast mills to the Davis Statistical 


Bureau, were as follows: 


Vertical Grain Flooring 





B&BE&btr. Cc D 
OE cccctcsuanaeeweas $21.75 $14.75 eee 
Bé&btr. Cc D 
ge ey eer 24.25 nou cel 
BPE civucanwtiaonexs 28.00 
Flat Grain Flooring 
SOE: ccacuwnveseenewes 14.50 11.50 
SE évccvananteaenins 16.50 14.50 
Mixed Grain Flooring 
ee vcsekcserue waned $10.50 
Ceiling ; 
_. QVC TTerir rT Tre 13.75 10.75 
SE” svcxtacebvauganwnes 16.00 13.25 
Drop Siding, 1x6” 

OG: casteeaviveateawes 17.00 13.00 10.50 
SET éecceressetasence- 17.75 13.75 eeeee A 
Finish, Kiln Dried and Surfaced 

1x6” 1x8” 1x12” 
B&better .ccccceccses 28.00 31.00 46.25 
Common Boards and Shiplap 
1x6” 1x8” 1x10” 1x12” 
i eee one 4 $11.00 $11.00 $15.00 
Te @ cavacnwa 8.00 7.25 6.50 
SS ae 4 73 5.25 5.25 
Dimension 
12’ 14’ 16’ 18’ 20 22&24’ 
No. 1, 2” thick— a 
e aseees ty 25 a s $38. 75 $13. ro SER.20 . was 
— (EE 25 50 11.75 12.50 $13.50 
— ES it ‘25 1 38 i 75 13°00 12.75 14.75 
ae” «wane 12.50 10.50 12.75 12.50 12.50 10.75 
ae weiter’ 12.50 12.50 13.00 13.75 14.00 14.50 
2x4”, 8’, $11.75; 10’, $11.50; 2x6”, 10’, $10.25 
Random— 2x4” 2x6” 2x8” 2x10” 2x12” 
No. sa eigen $7.50 $6.50 $5.75 - 50 sani 75 
eS ent oan 5.25 5.50 
No. 1 Common Rough &/or Surfaced ‘Timbers 
S28 to 42137 tO BO’. cccccccccscccescecs $11.50 
Sack 6 GESTS” 80 OF 6c cceccovceceescses's 12.25 
Fir Lath 
Bio. 1, 2M PRE, GEG. cidccccvcccivsneceoss $2.50 
Want Something? 
« . . 4 
Look in the Classified Section 








WESTERN PINES 


[Special telegram to AmeRrcan LumMBERMAN] 

Portland, Ore., June 22.—Following f. o. b. 
mill prices on actual sales were reported to 
the Western Pine Manufacturers’ Association 
by members during the period June 14-20, 
inclusive. Averages include both direct and 
wholesale sales, and are based on specified 
items only. Quotations follow: 


Ponderosa Pine 












5/4x8” 6 /4x8” 
SELEcT, S2 or 4S— 1x8” & wadr. & war. 
C Select RL...... $30.40 von 43 $35.25 
D Select RL...... 25.84 oun 
SHop, S2S— No. 1 No. 2 
DIE cecccnscececvceccevceses $26.37 $19.69 
DE Avundona vanes wadkbde ele wien 24.78 19,27 
Commons, S82 or 4S— No. 2 No.3 
ft Perera ee $16.99 $11.34 
Se MN tcvsiecevaaeeeceoas 22.69 11.45 
es. A. es a, EN oF eb doa ca rb claces $6.70 
Idaho White Pine 5&6/4x8” 
SELEcT, S2 or 4S— 1x8” & war. 
 s 7 si SS cee $39.61 $59.75 
fee 34.40 43.21 
Commeapes ms or 4S— No.1 No. 2 No. 3 
i RS $30.29 $25.06 $14.29 
1x12” PRL errr re 67.31 35.16 20.14 
ee i ee a Pe sh we ncenaeeeetess $9.43 
Sugar Pine 
1x8” 5/4x8” 6/4x8” 
SELEcT, S2 or 4S— &wadr. & war. & war. 
Bé&better, RL..... $80.00 $75.00 $73.85 
C Select RL..... » 69.35 58.90 51.25 
D Select, RL...... ae 35.75 
SHop, S2S— No. 1 No. 2 No. 3 
Se: RE seers $33.30 $24.71 wee 
ae ornate a lala 33.43 24.79 $15.7 
Be waixntabewnaaas 43.94 21.00 x 
Larch-Douglas Fir 
ee SS — kt FS $11.50 
No. 1 Dimension, 2x6&8”, 16’........... 11.00 
No. 3 Common, S2 or 4§, Ia Se 10.75 
Vertical grain flooring, C&better, 4” RL 21.50 





WEST COAST LOGS 


[Special telegram to AMERICAN LUMBERMAN] 

Portland, Ore., June 21.—Log market quo- 
tations: 

Fir, yellow: Ungraded, ait e'* 
Fir, red: Ungraded, $8@ 
Hemlock. Ungraded, aT 
Red Cedar: Depending oa quality, $9@11. 
Spruce: No. 1, $16; No. 2, $12; , & oe 


Seattle, June 18.—List prices 
Fir: No. 1, $16; No. 2, $12; No. 3, $58. 
> meade Shingle logs, $9@10; lumber 1ogs, 


$16 
Hemlock: No. 2, $8; No. 3, $7. 


of logs: 








June 29, 
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NORTH CAROLINA PINE 


Following are typical average f. o. b. Nor- 
folk prices received during the period May 
93 to June 11, inclusive, as reported by the 
North Ci irolina Pine Association: 


Rough: — 

Edge a = 
Bk better oe cece cece cece cece cece eeceeees +506 
No. Licccccreeerseserereesseseresesseses 20.55 
Box SS) Pererrerri tr errr eee ee 14.35 
Box NO. 2. - cee ec ee ee eee ee eceeeeeeeerces 12.50 

No. 1 No. 2 
B&better No.1 box box 

‘eA OrTe $25.15 ines i ae 
ae eee os ve eee 
YT are 27.00 $20.70 $15.25 $11.85 
ee ven ew ees 32.00 soe ale waa oieiion 
ta 8 coc csvee BEee 22.10 15.75 13.15 
1x10” ..--++0- 34.3 25.75 16.75 13.00 
SO 43.95 33.85 19.90 14,20 

tdge B&hbetter— 

we SEE Pere ee ee ee ee $31.65 
CHIE” Lecce rcceacresoreseresevereeiens 41.70 
EE otc cesses cecvolne dawn ewe nore 47.40 
SM pale adie eset wh nee edinme nem eae sem he 33.70 

Bark Strips— 

BOMBEE O18 osc ccdceveceawenetestceees 19.65 
Sc aeeesrer tine eee oe Rabe Raw aes 9.00 

ssed: 214” 3” & 
g oo Wide Wider 

ME Co ah haw ea eel $26.10 25.30 

No. 1 common j§”.......... 22.40 21.90 

Ma S CORIO SE” vex cc eaves 16.00 15.50 
B&better bark strip partition.......... $22.10 
Box bark strips Greased... cccccecses 10.70 

No. 2 
Roofers: dressed 
ih Geta dancin dts ah a rd ceed $15.20 
re rr err re re 16.25 
OS OPE Pe Pe One ee er re ret 16.40 
a akg driv Sg tn Gece asi wt a se 19.95 





WESTERN RED CEDAR 


Seattle, Wash., June 18,.—Prices for red 
cedar siding in mixed cars, new bundling, 8 
to 18 foot, f. o. b. mill, are: 


Beveled Siding, %-inch 
Clear  _ —_" 
SS SCC ee $20.00 $18.00 $15.00 
PE vicvioaeawenae 24.90 20.00 17.00 
OS ee ee 24.00 19.00 17.00 
Clear Bungalow Siding 
%inch Y%inch 
PEC OTT $39.00 $27.00 
DEL \sa/d¢6ewamweeed eee eee e 48.00 38.00 
 scsesensanabsaenwones 60.00 see 
Finish, B&better $2S or S4S 
or Rough 
ET a re Ere ere ee $ 45.00 
ME Gitase seen eckhbe ns acewtaeueee eke 55.00 
EE dikiavadin camlaiadnta sa palaaees arte 70.00 
5 ve Gd se. aa sh seh ts csp acne ction lak a tnd 100.00 
DE <<deanwheaes ok badeles eee on 105.00 
Ceiling or Flooring 
ME” svekadinswewasaw ccs edeawekexcke $ 30.00 


Discount on Moldings 
Made from 1x4” and under..........ee0. 64% 
Made from other sizes 
Additional 


re 


discount for 10,000 feet or 


SG WN gaia wide sepals ewontien es % 
Clear Lattice 5/16” 4 to 16’ 

" 100 lin. ft. 
1%” ict snbeekien Dhaebewnnseseaeeennee $0.25 
ES ach gai lh eg antral Wind stp val ec arta ake .33 
UE Acbernndodiseatalenuewakeedesienecue 36 





WEST COAST SPRUCE 


Portland, Ore., June 21.—The following are 
Prices for mixed carlots prevailing today: 


Finish— Factory stock— 
BEE sven aa oy ott vines 
1x4—10” - 33.00 6/4 ......... 20.00 

Bevel siding— 18/4 6e¢seseo ara. 
eee $16.00 12/4 2.225.212 2900 
%x6”",Flatgr. 17.00 Lath .......... 3. 


00 
Green box.9.50@11.50 


END DRIED WHITE MAPLE 


Prices on end dried white maple, f. o. b. 
mills, lower Michigan: 


%x6”",Vert.gr. 22.00 











FAS No.1 &sel. 
“fe Sn er ee $100.00 $ 70.00 
OD excision ersend aan ee 105.00 75.00 
oe CC MKOned OAR e Ce he wes 105.00 75.00 
lev TEkWOe chee eee ee wees 110.00 80.00 
SRE EUR Coes 130.00 100.00 
_ PO bt atone phate 140.00 110.00 
Michigan and Wisconsin flooring mills 
quote as follows on northern hard maple 
Coring, f. o. b. cars flooring mill basis: 
"x24" First Second Third 
DTU sabi dacats weal’ $47.00 $37.00 $23.00 


AMERICAN LUMBERMAN 


CROSS TIES 


St. Louis, Mo., June 20.—The following 
cross tie prices prevail f. o. b. St. Louis: 

Untreated S’th’n 

White Southern Heart 





Oak SapPine Pine 
No. 5, 7x9”, 8’, 9” face. .$1.10 $0.90 $1.75 
No, 4, 7x8”, = face.. 1.00 -80 1.45 
No. 3, 6x8”, 8" 8” face.. .90 -70 1.23 
No. 2, 6x7” 3’, 7 face.. .80 -60 1.07 
No. 1, 6x6”, 8’, 6” face.. .70 -50 89 


Red oak and heart cypress ties, 10 cents 
less than white oak; tupelo and gum cross 
ties, 15 cents less than white oak; sap cy- 
press, 20 cents less than white oak. 

Switch Bridge 


Ties Plank 

GE eg iccnceneaverseeres $34.00 $32.00 

De OO cécvacandevenwnuns 31.00 vee 
a -~"e sap pine, untreated— 

vschcouwens ceeencese De en 

Sense Sere cedeneee Ce wees 








NORTHERN HARDWOODS 


Following are prices of northern hardwoods, 


f. o. b., Wausau, Wis.; 
AsH— 

FAS Sel. No.1 No.2 No.3 
ly ee $47-49 $37-39 $28-29 $20-21 $15-16 
* =a 55-5 45-47 33-35 22-23 15-16 
So —— 60-62 50-52 38-40 25-26 15-16 
Bibscooo Ferun 60-62 43-45 28-30 15-16 
| ae 50-52 35-37 25-26 19-21 14-15 
BiSveces 53-55 38-40 28-30 21-22 15-16 
6/4 . 58-60 43-45 84-36 23-24 14-15 
ee 65-67 50-52 40-42 30-32 14-15 

|, 73-75 58-60 53-55 45-47 . 
ii 78-8 63-6 58-60 60-52 
128-133 113-118 98-103 eres ree 
a eae 43-44 $3-34 23-24 17-18 
oe 43-44 33-34 23-24 sidinan aoe 
Thin4/4. 43-44 33-34 23-24 pyre 


Price of No. 2 and better, 1x4 ‘oa and 
wider, 4- and 6-foot lengths, $24-25 
For select red, add $10. 


Rough birch, 6- to 16-foot, 
face clear, $50- 52; 


1x4 inch, two 
one and two face ‘clear, 


$38-40; 1x5-inch, two face clear, $60-62, one 
and two face clear, $48-50. 
Sort MAPLE— 
Wacacee 45-47 35-37 25-26 17-18 14-15 
| ee 50-52 40-42 30-32 21-22 15-16 
ae 60-62 50-52 35-37 23-24 14-15 
aan 60-62 50-52 35-37 28-30 14-15 
Sorr ELmM— 
FAS No. 1&sel No.2 No.3 
Se 40-42 28-3 20-21 17-18 
 -- 47-49 35-37 22-23 19-20 
|, ee 47-49 35-37 22-23 20-21 
Meee 50-52 35-37 25-26 20-21 
Rock ELM— 
FAS Sel No.1 No.2 No.3 

ee 80-82 55-57 25-26 16-17 
” ee 85-87 60-62 30-32 18-19 
|, 90-92 65-67 30-32 19-20 
95-97 75-77 38-40 25-26 
a 105-107 Keen 85-87 52-54 ai 
i 115-117 coos 95-97 57-59 30-32 
Basswoop— 

| See 48-50 88-40 26-28 20-21 14-15 
7, See 51-53 41-43 30-32 22-23 165-16 
> 55-57 45-47 33-35 22-23 165-16 
eee 60-62 50-52 38-40 22-23 15-16 
. , aoe 68-70 58-60 48-50 35-37 .... 
| ee 78-80 68-70 58-60 40-42 

Keystock, 4/4 No. l&better, $55-57; or on 
grades, FAS, $65-67; No. $45- 47; 5/4 No. 


1&better, $60- 62; or on grades, FAS, $70-72; 
No. 1, $50-52 


One and two face clear 6- to 16-foot, 1x4- 


inch or 1x4-5-inch, $45-47; 1x5-inch, $50- 52. 
RED OakK— 
Pe 60-62 45-47 38-35 23-25 12-13 
, er 65-67 50-52 38-40 28-30 13-14 
|, = 70-72 55-57 45-47 30-32 13-14 
_, Se 80-82 65-67 50-52 35-37 13-14 
HARD MAPLE— 
4/4..... 48-50 38-40 28-30 20-22 11-12 
5/4 - 58-60 43-45 30-32 22-24 18-14 
, 63-65 48-50 82-34 24-26 18-14 
* 63-65 48-50 32-34 26-28 13-14 
ere 78-80 63-65 48-50 35-37  .... 
): 95 8-80 8-60 40-42  .... 
|. 143- 145 128-130 108-110 cece 


HARD MAPLE ROUGH FLOORING STock— 
No.1 No.2 No. 3A 


com. com. com. 
eer patio $28-30 $20-22 $14-15 
tt <niguedcsnnckenaceea ee 30-32 22-24 16-17 
oe De ee Conran cooe 34-26 16-17 
BrescH— 
No. 2 and better 
Tsk. wig acienssdiad aided aes Sma oan ae $33-35 
5/4 een ee ee re en 38-40 
FAS Sel. No.1 No.2 No.8 
See $60-62 $45-47 $35-37 $24-25 $14-15 


Additions for special widths of No. 1 and 
better in all hardwoods, standard lengths, are: 
8-inch and wider, $12; 10-inch and wider, $30; 
12-inch and wider, $36. 
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APPALACHIAN WOODS 


Cineinnati, Ohio, June 21.—Average whole- 
sale prices, carloads, Cincinnati base on Ap- 
palachian “soft texture” hardwoods: 








4/4 5&6/4 8/4 
PLAIN WHITE OAK— ’ 4 
. ie re 85@ 93 $ 95@103 $100@110 
No. 1 com.&sel. 40@ 46 50@ 55 57@ 62 
No. 2 com..... 8@ 31 33@ 35 36 38 
No. 3 com..... 16@ 18 20@ 22 22 24 
Sd. wormy - 31@ 33 36@ 40 40@ 45 
PLAIN RED OAK— 
SE ikke tomy 60@ 68 70@ 83 85@ 95 
No. 1 com.&sel. Hy 4 45 46@ 51 50@ 55 
ee. 3 COR c ccs tt 4 30 32 34 36 40 
No. 3 com om 20 20 22 22 24 
CHESTNUT— 
a »8@ 63 63@ 68 73@ 78 
No. 1 com..... 40@ 43 45@ 48 47@ 50 
No. 3 com -16@ 18 17@ 19 18@ 20 
Sd. wormy & 

No. 2 com 23@ 25 25@ 27 28@ 30 
No. 1 & r. 

sd. wormy... 25@ 26 27@ 30 32@' 34 

PoPpLaR— 
Panel & No. 1, 

18” & war. a} ee 125@135 185@145 
i eae 78@ 88 3@ 0@1 
Saps a sel. 53 58 65@ 75 5@ 8 
 Besaveeees 37 42 43@ 48 50@ 55 
No. Pa hat oe 28 33@ 35 36@ 40 
ce a 20@ 22 24@ 26 26@ 28 

MAPLE— 
SS Seer 53@ 58 60@ 65 65@ 70 
No. 1 com.&sel. 42@ 45 45 50 45 50 
No. 2 com..... 28@ 30 30 32 33 35 
Following are carlot quotations, Memphis 


basis, on oak flooring: 


1§x2%4” 3§x144” a bas vty 
Clr. qtd. wht....$80.00 $70.00 $70.00 $45.00 
Clr. qtd. red..... 70.00 58.00 50.00 45.00 
Sel. qtd. wht.... 55.00 43.00 38.00 33.00 
Sel. qtd. red.. 42.00 40.00 38.00 33.00 
Clr. pln. wht 47.00 45.00 42.00 34.00 
Clr. pln. red. 44.00 42.00 38.00 34.00 
Sel. pln. wht 38.00 30.00 35.00 24.00 
Sel. pln. red. 37.00 33.00 35.00 26.00 
No. 1 com. wht 30.00 21.00 18.00 16.00 
No. 1 com. red 30.00 21.00 16.00 17.00 
Noe. 3 COM. .<s+s 12.00 12.00 8.00 8.00 

x2” Y%xl1%” fex2” 

rk, Oe: Ss oc cen sean $70.00 $70.00 $95.00 
Ce Gee PO kes tvcesve 65.00 65.00 90.00 
ee ee re 55.00 53.00 60.00 
ee. Ge. Pci seccccons 55.00 53.00 60.00 
ee ee ee 45.00 45.00 54.00 
J a ree 44.00 44.00 50.00 
eS eS eee 39.00 39.00 45.00 
ee. SO. DOccccnccawe 39.00 39.00 42.00 
ee. S OO. Wecescncses 25.00 21.00 22.00 
ek BS OOK. DE sséesees 25.00 21.00 22.00 
Pe i acsdckoesnees 10.00 10.00 10.00 


New York delivered prices may be obtained 
$3: ag a to the above: For }j#-inch stock, 
for -inch, $4.50; for %-inch, $5.50. 
he delivered prices may be obtained 
by adding to the above: For jj-inch stock, 

$6; for %-inch, $3; for %-inch, $3.50. 





Trouble and Litigation 


WILMINGTON, DEL., June 20—A receiver- 
ship suit was filed in chancery court here 
against the Chicago Mill & Lumber Corpora- 
tion, of Chicago, by David Schrader, of the 
Bronx, N. Y., alleging the corporation is in- 
solvent and May 1 defaulted on its bond 
interest. The corporation has filed answer 
in chancery court, denying that it is impos- 
sible to continue in business without the aid 
or intervention of the court. Assets are 
greater than liabilities and trade accounts 
have been and are being paid in full. There 
are no suits threatened and no creditors are 
demanding payments which cannot be met, 
the answer states, and no default has been 
declared under the terms of the indenture 
under which the bonds were issued. 


BALTIMORE, MD., June 20—The United 
States Government has won a case growing 
out of the sale of excess lumber at the army 
camps at the close of the World War, which, 
it is estimated, will net it more than $1,500,- 
000, including interest. It is the case 
against John L. Phillips, of Thomasville, Ga., 
the heirs of George M. Chambers, Maple- 
wood, N. J., and the Fidelity & Deposit Co., 
of Baltimore, the latter the bondsman in the 
case, 

WILMINGTON, DEL., June 20—Colin C. 
Bell and Hobart P. Young have been ap- 
pointed receivers for the Celotex Co. of Chi- 
cago. The bill of complaint asking for a 
receivership was filed by McManus (Inc.), of 
Chicago, creditor in the amount of $7,030. 
The bill states the Celotex Co. has assets of 
$11,130,000 and debts of $2,432,400, but that 
while assets exceed liabilities, there is not 
sufficient cash on hand to meet maturing 
obligations, 
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Following were average sales prices received for southern hard woods during the week ended June 14, Chicago basis: 
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career in the lumber industry. At the time 
of his death he was president of Bradley, 





OBITUARY RECORD 








CHARLES A. BIGELOW, aged 65, promi- 
nent lumberman and banker of Bay City, 
Mich., died at the Harper Hospital, Detroit, 


on June 10, where he had been under treat- 
ment for diabetes for 
several days. Mr. Bige- 
low had been in fail- 
ing health for several 
years, but remained 
active as president of 
the Kneeland-Bigelow 
Lumber Co., and presi- 
dent of the Bigelow 
tealty Co., of Detroit. 
He was also a director 
in banks at Bay City 
and Saginaw. 3orn in 





THE 
C. A. 


LATE 
BIGELOW 





Detroit, July 18, 1866, 
he entered the lumber 
business there with his 
father, J. E. Bigelow, 





and later moved to 
Bay City in 1901 to 
found his own com- 
pany. The late D. M. 
Kneeland, Lewiston, 
Mich., was associated 
with him until his 


death a few years ago. 

Mr. Bigelow was known 
throughout the nation. For four years he 
was their representative in the United States 
Chamber of Commerce, and was at other 
times director of the National Lumber Manu- 
facturers’ Association, and president of the 
Michigan Hardwood Manufacturers’ Associa- 
tion. The Kneeland-Bigelow Lumber Co. 
was for years one of Bay City’s principal 
industries, having large holdings in the 
northern part of the lower peninsula. It was 
a pioneer in the reforestation program of the 


among lumbermen 


State and now has 40,000 acres of timber 
ready for second cutting. Mr. Bigelow also 
owned considerable Saginaw river frontage 


and was one of those who made possible the 
early dredging of the river. Some time ago 
he gave to Bay City a portion of the land 
he held for the creation of a city park, now 
known as Bigelow Park. Besides his widow, 
Mr. Bigelow is survived by a brother, Fred E. 


Bigelow, of Detroit, a stepson and a step 
mother. 
D. J. ROBINSON, aged 41. representative 


of the Weyerhaeuser Sales Co. at Trenton, 
N. J., died on Tuesday morning, June 7, at 
his home in that city. He is survived by a 
widow and two children, Dan, aged 17, and 
Mary, aged 10. Funeral services were held 
at Trenton on Friday, June 10, with burial 
at Ellisville, Miss., Mr. Robinson’s former 


home. Mr. Robinson had made a splendid 
record in his chosen field, having been with 
the Weyerhaueser people first in the North- 


west, working in the mills at Everett, and 
then taking charge of sales at Fargo, N. D. 


It was “Robbie,” as he was generally known 


in the trade, who made such a success of 
introducing 4-Square lumber in the plains 
territory, and was really the originator of 


the solid-trainload record-breaking shipment, 


all of 4-Square lumber, which created so 
much excitement in the northern states sev- 
eral years ago. He had taken charge of the 


Trenton office shortly afterward. Mr. Robin- 
son was a frequent contributor to the pages 
of the AMERICAN LUMBERMAN, and was the 
author of the recent letters signed “Mr. Ad 

Tising’”’ appearing in the Retail Depart- 
ment. 


CHARLES E. ANDERSON, aged 64, lumber 
dealer at Geneseo, Ill., for nearly a half cen- 
tury, died suddenly at his home in that city 
on June 8 of heart trouble. He had been in 
good health up to the last. A native of 
Sweden, Mr. Anderson came to America at 
the age of 14, his parents settling in Geneseo 
in 1882. Mr. Anderson attended the North- 
western Normal school and then was em- 
ployed by the F. L. Winsor Lumber Co, for 
about 16 years. When Mr. Winsor sold the 
business to V. L. Hedman in 1904 Mr. Ander- 
son became associated with the latter, the 
partnership continuing until 1918 when 
Arthur Lager was admitted to the firm and 
the name became Hedman, Anderson & Co., 
under which the business continues. Mr. 
Anderson was active in church and civic 
affairs, served two terms on the city council 
and one as a member of the school board. A 
widow, two daughters, a son and several 
grandchildren survive. 


T. J. STEWART, aged 79, veteran lumber- 
man and builder of Ames, Iowa, and known 
to AMERICAN LUMBERMAN readers as a fre- 
quent contributor of lively letters, clever 
ideas, quips for the Lumberman Poet’s de- 
partment and reminiscences of lumber lore, 
died at his home in Ames on June 14. Mr. 
Stewart was born at Perth, Canada, and as 
a young man worked in the Lake States 
pineries as logger and cruiser, especially 
along the Flambeau and Eau Claire rivers. 
Later he was well known as a millwright 
and designer in the yellow pine country. Mr. 
Stewart was well acquainted with most of the 
earlier generation of mill owners and opera- 
tors and had many absorbing tales to tell 
of the old days, which if collected would 
make a valuable history of that period. A 
daughter, Mrs. Florence Kerr, of Grinnell, 
Iowa, is the wife of Robert Kerr, author of 
the Realm of the Retailer department in the 
AMERICAN LUMBERMAN, 


FREDERICK W. BRADLEY, aged 72, pres- 
ident of Bradley, Miller & Co., Bay City, 
Mich., and sole surviving member of N. B. 
Bradley & Sons, of that city, formerly promi- 
nent in timber land operations in Michigan 
and the Northwest, died at his home in Bay 
City on June 6. He was a son of Nathan B. 
Bradley, first mayor of Bay City and leading 
lumberman and manufacturer of that place. 
After graduation Mr. Bradley entered his 
father’s business and had a long and colorful 





Miller & Co., of Bay City, lumber, frame and 
box manufacturer, and was also a director 
of two local banks. His brother, Nathan B, 
is also an officer of those concerns. Besides 
his brother Mr. Bradley leaves a widow and 
one son, Harold F., of Portland, Ore. 


EDLEY CORNETT, 


W. aged 84, for more 
than 60 years engaged in the lumber busi- 
ness in eastern Kentucky, died at his home 


near Daisy, Ky., June 17. Mr. Cornett, in his 
early lumbering days, used to send his saw- 
logs down stream to the mills at Jackson, 
Ford, Frankfort etec., but 35 years ago in- 
stalled his first sawmill, one of the first in 
eastern Kentucky, and from that time oper- 
ated a number of mills in that region. He 
acquired large hardwood and coal land hold- 
ings and retired a few years ago with a com- 
fortable fortune. Mr. Cornett was born, lived 
and died in a log cabin on Leatherwood 
Creek, which was built by his pioneer father 
110 years ago. He leaves several sons and 
daughters. 


CHARLES NIEMEYER, aged 78, who with 
his brother, A. L. Neimeyer, operated the Nei- 
meyer Lumber Co. at Little Rock, Ark., some 
years ago, died on June 12 at Philadelphia. 
Mr. Niemeyer was born in Middletown, Ohio, 
and first engaged in the lumber business in 
Iowa. In 1887 he removed to Arkansas, but 
with his brother operated small mills in 
Mississippi and Tennessee for a few years. 
In connection with their Arkansas operations 
they built the Little Rock, Maumelle & West- 
ern Railroad to haul to their mill in Little 
Rock, having also several other mills at vari- 
ous Arkansas points. Mr. Niemeyer is sur- 
vived by his brother, now living in Pasadena, 
Calif., his widow and a daughter. 





Cc. S. MORRISON, widely known in the lum- 
ber trade of the Northeast and for the last 
seven years a salesman with the Godfrey 
Lumber Co., Boston, Mass., died on June 9 
after a short illness. Mr. Morrison’s spe- 
cialty was hard pine dimension, on which he 
was a recognized authority. Delegations 
from the local lumber trade attended the 
funeral on June 11, and many beautiful floral 
tributes testified to the high esteem in which 
he was held. His widow, the daughter of the 
late B. F. Lamb, a prominent lumberman of 
Boston, survives. 





JOHN ELSEN, aged 74, woods superinten- 
dent for the A. H. Stange Lumber Co., died 
at his home in Merrill, Wis., on June 11. He 
was born in Kenosha, Wis., and went to Mer- 
rill in 1882. He served as mayor of that city 
for two terms and held other public offices. 
In 1883 he was married to Miss Augusta 
Stange, sister of A. H. Stange, who survives 
with three of their four children. Mr. Elsen 
was a Knight of Columbus and a member 
of the Holy Name Society. He was highly 
honored in his city and the city hall flag 
was lowered to half mast during the funeral 
in honor of his services in public office and 
as a private citizen. 





ALEXANDER P. PARSCH, vice-president of 
the Parsch Lumber & Coal Co., Elyria, Ohio, 


died at his home in that city on June 2 at 
the age of 66, following a heart attack. He 
had been in good health up to the day of 


his death. Mr. Parsch was born and reared 
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in Elyria and with his brothers joined his 
father in the lumber business, which the lat- 
ter had founded in 1873. Since the death of 
the eldest brother, W. P. Parsch, several 
years ago, he had been vice president, his 
prother, ¢. C., becoming president. A widow, 
two daughters, one sister and one brother 
survive. 
££. RAMSAY, formerly Hoo-Hoo Snark of 
the Universe and for many years prominently 
identified with the lumber industry in the 
Southwest, died on June 14 as the result of 
purns received in an automobile explosion. 
Mr. Ramsay had been in the lumber business 
at Terrell, Tex., but was for many years 
general manager of the Graysonia-Nashville 
Lumber Co. at Graysonia, Ark., which later 
pecame the Ozan-Graysonia Lumber Co. and 
which recently cut out. Before that Mr. 
Ramsay had been a resident of St. Louis. 





JOHN D. HICKS, aged 65, who for 25 years 
was general manager of the Buttles Avenue 
Lumber Co., Columbus, Ohio, died recently in 
White Cross Hospital, Columbus. He _ had 
peen in ill health several years. A widow 
and four sisters survive. Mr. Hicks was a 
native of Newcomerstown, Ohio, but had been 
a resident of Columbus 40 years. 


ELMER HALE CHANDLER, aged 86, treas- 
urer of the North Columbus Lumber Co., and 
a director in the Acme Lumber Co., both of 
Columbus, Ohio, died on June 11 at his home 
in that city of the infirmities of old age. He 
went to Columbus from Pickaway County, 
Ohio, 28 years ago, and was engaged in lum- 
ber trade ever since. He leaves a son, H. C. 
Chandler, of Dayton, Ohio, and several grand- 
children. 


JAMES REES, aged 75, 
Union Lumber Co., New 
died suddenly at his 


president of the 
Philadelphia, Ohio, 
home in that city on 
June 9, of heart disease. Mr. Rees had been 
identified with the lumber industry practi- 
cally all of his life and was widely known 
among Ohio dealers. Surviving are a widow 
and nine children. 


D. E. BAKER, aged 80, pioneer lumberman 
of Traer, Iowa, and later wholesale lumber 
dealer in Cedar Rapids, died June 9 at his 
home in that city. Mr. Baker had been in 
business in Traer over 40 years, going to 
Cedar Rapids in 1916 where for several years 
he conducted a wholesale lumber business. 
He retired a few years ago. A son, a daugh- 
ter and three sisters survive him. 

MRS. L. E. FORCE, aged 47, 
Force, manager of the Douglas Fir Exploi- 
tation & Export Co., Seattle, Wash., died in 
a hospital at Ukiah, Calif., as the result of 
an automobile accident near there. Witnesses 
said that the car in which she was riding 
was forced into a tree by a truck which the 
driver tried to avoid. Mrs. Force was a 


Exhibit Serves 


BALTIMORE, Mp., June 20.—Situated on one 
of the main streets of Baltimore is an exhibit 
built by eight Baltimore lumber dealers co- 
operating with a millwork jobber that has at- 
tracted so much attention that stories about it 
have been published in four national architec- 
tural magazines. Essentially, this is an exhibit 
of architecture, showing the fundamental char- 


wife of Lee 





acteristics of various architectural types 
Georgian Colonial, Early American, English 





One view of showroom stressing use of wood 
and offering suggestions for floorings, stair- 
cases, wainscoting, fireplaces, etc. 





AMERICAN LUMBERMAN 


former vaudeville star widely known as Nan 
Gray, Scotch comedienne. Besides her hus- 
band she is survived by a daughter. 


ROBERT BURNHAM, aged 20, son of Wil- 
liam F. Burnham, lumberman of Seattle, 
Wash., was drowned Saturday, June 11, in a 
small lake near that city. He was diving 
and apparently struck his head on some ob- 
struction beneath the water. His body was 
not found for an hour afterward. Besides 
his parents, an older brother, Fred, survives. 


CLINTON M. HANGER, aged 72, for years 
a representative of the Frost Lumber In- 
dustries in Indiana, died at his home in Mo- 
rocco, Ind., after a long illness. He leaves 
a widow, two sisters and two brothers. Mr. 
Hanger was a Mason, a director of the local 
bank and a member of the town board for 
some years. 





Business Changes, Etc. 


(Continued from Page 48) 


out to Tomlinson-Mills Lumber Co.; will continue 
in business at Baytown, Tex. 
Mission—Hidalgo County Lumber Co. 
by Temple Lumber Co. 
WASHINGTON. Leavenworth—Leonard Wunder 
has sold his interest in the Nason Creek Mill Co. 
to H. J. Merz. 
Okanogan—Herby Forester is reported to have 
sold his sawmill to J. H. Rounds. 
WISCONSIN. Sharon—Hoard Lumber Co, 
to Barker Lumber Co. 


Incorporations 


CALIFORNIA. Los Angeles—S. J. Ganzel Mfg. 
Co. incorporated as S. J. Ganzel & Co. (Inc.) 

Sacramento—Capital Lumber Co; capital, $50,000; 
Signar Lindroth interested. 

DELAWARE. Wilmington—Elk 
10,000 shares common; 

FLORIDA. Branford—Branford Lumber Co.; 
$15,000; H. J. Granger interested. 

Miami—Miami Lumber Co.; 50 shares, no par; 
sawmills; J. V. Eliott interested. 

GEORGIA. Dublin—Georgia Plywood Co.; W. J. 
Loveless, jr., manager. 

ILLINOIS. Chicago—Bastian-Blessing Co. in- 
creasing preferred stock to 203,180 no par shares; 
decreasing common to 127,500 shares. 

Chicago—James Wilborn, jr. (Ltd.), 
rated. 

Morris—I. N. R. Beatty Lumber Co.; $30,000 
pref. and 10,000 no par shares; old concern. 

INDIANA.  Evansville—Standard Planing Mill 
Co. (Inc.); 750 shares, $100 par; to operate a 
planing mill; Herman F. Patberg interested. 

MASSACHUSETTS. Boston—Jas, A. 
corporated. 

MICHIGAN. Battle Creek—Central Michigan 
Grain Corporation; $1,000; lumber, grain, fuel and 
feed. 

Detroit—Meagher 
old concern, 





succeeded 


sold 


Redwood Co.; 
forest products. 


incorpo- 


Kiley, in- 


Lumber & Coal Co.; $2,000; 


and Spanish—and the dealers hope to accom- 
plish with it at least four objects: (1) Create 
interest in better architecture; (2) promote the 
building of new homes; (3) emphasize style 
factor; (4) minimize price factor in the sale 
of materials. They feel that if they can show 
what attractive effects can be produced in the 
home, people are going to be more interested 
in obtaining such effects than in getting mate- 
rials at the lowest possible price. 

Another useful purpose of the exhibit is to 
serve as a showroom where dealers, builders 
and architects can bring clients in order to de- 
cide upon items such as woodwork designs, 
color schemes, floois etc. The exhibit is ar- 
ranged to show eight different designs of en- 
trances, four stairway designs, eight designs of 
corner cabinets and bookcases, etc. 

The architectural profession in Baltimore has 
expressed its approval of the exhibit, not only 
because it is a help to them in selecting mate- 
rials, but also because it is practically a lesson 
in architecture, demonstrating the importance 
of good architecture in the home. This is be- 
lieved to be a sound way to beat price com- 
petition, by substituting another factor as a sell- 
ing point of major importance in place of price. 
The exhibit contains a large assortment of 
Morgan woodwork designs supplied by the 
Morgan Millwork Co., of Baltimore, and inside 
the exhibit there is a black -card with gold 
lettering, showing the names of the co-operative 
dealers, who are the Canton Lumber Co.; Henry 
P, Duker Lumber Co.; John H. Geis & Co. 
(Inc.) ; George Sack & Sons (Inc.) ; George J. 
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shares, $10 


Detroit—Brooks Lumber Co.; 2,500 
par; 2220 Trumbull Ave.; old concern. 

Kalamazoo—Millview Lumber Co.; $20,000; lum- 
ber millwork and building materials. 

MINNESOTA. Duluth—Honigman Co.; to deal 
in timber and timber lands; B. Fryberger, 2001 
Columbus Ave., interested. 

Duluth—Cecil Nelson Co., incorporated. 

Minneapolis—American Equipment Co.; 
millwork; Clinton A. Rehnke, interested. 

Minneapolis—Lawson & Nelson Sash & Door Co.; 
$50,000; Irwin S. Nelson, 2312 Lyndale Ave. §&., 
interested. 

MISSISSIPPI. 
corporated. 

MISSOURI. Kansas City—Duensing-Rucker Lum- 
ber Co., incorporated. 

Neosho—George Cooksey 
yard. 

Kansas City—Interstate Lumber & Supply Co., 
incorporated. 

St. Louis—St. Louis Stair Co.; $10,000; Ben A. 
Jostrand, 5944 Etzel St., interested. 

NEBRASKA. Hastings—Oliver 
$100,000; J. W. Kipp interested. 


NEW JERSEY. Elmer—Community Lumber Co., 
incorporated; old concern, 

Elmer—Schickendanz & Harker; 
ber; John C. Harker interested. 

Jersey City—Jersey Millwork Corporation, incor- 
porated. 

NEW YORK. Brooklyn—E. 
working Co., incorporated. 

Delmar—Delmar Lumber & Builders Supply Co. 
(Inc.) increasing capital to $30,000 pref. and 300 
shares no par common. 

New York—James & Kirtland (Inc.) increasing 
to $100,000 pref. and 6,130 shares no par common. 


NORTH CAROLINA. taleigh—Peerless Supply 
Co.; $50,000; retail lumber and building materials; 
Cc. R. Preddy interested. 


OHIO. Bellaire—Ohio Valley Lumber Co.; $12,- 
500; J. W. Connelly et al. 

Rocky River—Detroit Road 
shares no par. 

OREGON. Portland—Coast Fixture & Millwork 
Co.; $1,000; mfr. M. A. Bennett interested. 

Portland—Van Tone Window Sales Co.; frames 
and sash; $25,000; Paul K. Ryan interested. 

SOUTH CAROLINA. Conway—Stilley Plywood 
Co.; $100,000; timber and timber lands; to build 
and operate sawmills, planing mills, dry _ kilns, 
trams and railroads, and transporting manufac- 
tured products; W. A. Stilley president. 

TENNESSEE. Knoxville—Galyon 
incorporated. 

TEXAS. Houston—West 
$30,000; 3526 Washington St. 

Houston—Tomlinson-Miller 
Tomlinson, 2022 W. Main St. 


WASHINGTON. Peshastin—C. A. Wright Lum- 
ber Co.; old concern; sawmill and box factory. 

Seattle—I-D Co., $500; timber products; Melville 
Monheimer interested. 

Wenatchee—Dolsen Lum»er Co. increasing to 
$30,000 and changing name to Brownson Lumber 
Co. 

CANADA, ONTARIO. 
goma Hardwood 
White, president. 


$50,000; 





Sardis—Carrier Lumber Co., in- 


Lumber Co.; retail 





Lumber Co.; 
$100,000; 


lum- 


New York Wood- 


Lumber Co.; 250 





Lumber Co.; 


End Lumber Co.; 


Lumber Co.; E. E, 


Sault Ste. Marie—Al- 
Lumber Co.; $400,000; W. H. 
Moving plant from Boyne City. 


to Educate Architects and Public 


Storck & Son; George E. Waters & Co.; John 
S. Wilson Co., and the Stebbins-Anderson Coal 
& Lumber Co. 

A trained attendant is in charge of the ex- 
hibit and each visitor receives a card bearing 
the names of the eight dealers. Catalogs are 
supplied to interested prospects, a card record 
file is kept of the visitors, and a regular follow- 
up system is used to solicit them. Records thus 
far indicate quite a number of orders directly 
traceable to the exhibit. 





view of Baltimore dealers’ exhibit 


Another 


showing cabinet and side walls in 


knotty wood. 


corner 
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[ How to Figure Costs for Advertising 
In Classified Department 








Two consecutive issues.......... 55 cents a line 
Three consecutive issues.......... 75 cents a line 
Four consecutive ‘ issues.......... 90 cents a line 
Thirteen consecutive issues.......... $2.70 a line 


Twenty-six consecutive issues....... $5.40 a line 
Seven words of ordinary length make 
one line. 
Count in the signature. Heading 
counts as two lines. 


No display except the heading is 
permitted. 

Extra white space figured at line 
rate. 

One inch space advertisement is 


equal to fourteen lines. 


Remittances to accompany the order. 
No extra charge for copies of paper 
containing advertisement. Capy must 
be in this office not later than Wednes- 
day morning in order to secure inser- 
tion in regular department. All adver- 
tisements received later will be placed 
under heading Too Late to Classify. 














WANTED 


Salesmen 


WE ARE ASH SPECIALISTS 























We want commission salesman to represent us in 
Boston, Mass., territory, selling our ash lumber 
and ash dimensions. State experience and refer- 
ences. 

Address “L. 85,"’ care American Lumberman. 
WANTED YARD MANAGEMENT 
Thoroughly experienced all phases retail business. 
Highest references for character, ability and hon- 

esty. Age 32, married. 
Address 59,"" care American Lumberman. 





COMPETENT MILLWORK ESTIMATOR 
And salesman experienced 
facturing department, 


throughout the manu- 
graduate architectural 


draftsman, thirty-eight years old, married with 
a family, permanent, living salary for family 
of five. 

E. A. Hamilton, 708 Marine Bk. Bldg., Houston, Tex. 





THOROUGH COMBINATION PLANER & YARD 


Superintendent. Handle any capacity anywhere 





or will buy working interest in mill and yard. 
Address ““M. 60,"" care American Lumberman. 
LADY DESIRES POSITION 
Billing, assistant bookwork, anything, retail or 
wholesale lumber office. Thoroughly experienced. 
Address “‘M. 51,” care American Lumberman. 





EXPERIENCED DETAILER & BILLER 
Of special and stock millwork. Accurate 
reliable. Handle any size or type building. 
of reference furnished. Moderate salary. 
Address “‘M. 56,” care American Lumberman. 


WANTED MANAGEMENT OF A YARD 


and 
Best 





Have been successful as to sales, credits and 
profits Can furnish you with unquestionable 
references. 

Address “L. 79," care American Lumberman. 





HUSTLER, EXCEPTIONAL EXPERIENCE 


45 years old. With one firm 25 years. Coal, ice 
and al! lines building material. Quick and ac- 
curate at figures. Yard or office. Best of refer- 


ences as to ability and character, 
any position to prove ability. 
what you reasonably can pay. 

Address ‘ly. 82,” 


Would start in 
I am your man at 
Will go anywhere, 
care American Lumberman. 


AMERICAN LUMBERMAN 
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Employment 


POSITION WITH SO. WHOLESALER OR MF’R 


By practical lumberman, familiar with 
territories, large personal acquaintance among 
mills, Experienced buyer, good correspondent. 
Past 9 years with large wholesaler and retailer. 
Will accept moderate salary. Best references. 
Address “L. 89,"" care American Lumberman. 


FIRST CLASS LBR. OFFICE STENOGRAPHER 


With general office experience, including bookkeep- 
ing, wants position in South if possible. Can re- 
port June ist. Married woman with dependent 
family to support. Seven years’ experience, two 
years in sales office, one year in wholesale office. 
Twenty-nine years of age and splendid personality. 
Best of references, Have never been discharged 
from any position. 

Address “L. 51,’ 





consuming 





care American Lumberman. 


SUPERINTENDENT AND DRAFTSMAN 


Biller, Estimator; 10 yrs. in charge lumber and mill- 
work plant doing detailed millwork. Had contact 
with many architects and contractors. Knows work, 
20 yrs. exp., age 37. Ref. 

Address “K. 50,” care American Lumberman. 


ESTIMATOR, BILLER AND DETAILER 


Eight years’ experience on high class millwork, 
accurate and correct. Thirty-five years old, some 
sales experience. Hard worker. No bad habits. 
Married, available now. 

W. RAWLEY, Carthage, Mo. 











POSITION WANTED MANAGER OR ASST. 


Fifteen years’ experience Retail Lumber and Mill- 

work, all phases. Age 35. Single. Can go any- 

where. 
Address “F. 56," care American Lumberman, 





Lumber and Dimension 


LUMBER WANTED 





4/4 C. & B. Norway pine random 
W. & L. large per cent long. 
4/4 Popple 


4/4 No. pine boards, No. 4 S2S #ths. 
F. O. B. cars Chicago rate of freight. 
Address “‘M. 50," care American Lumberman. 


CONTRACTOR & BUILDER WISHES TO BUY 


All kinds of rough and dressed lumber, short 
lengths, odd items, also all kinds of odd mill 
work shingles bought for cash. 

Address “‘M. 53,” care American Lumberman. 


Quote prices 








WANTED LUMBER AND SHINGLES 


In exchange for 160 acres farm in North Dakota. 


Now rented and producing. New owner to get 
crop. Can ship through dealer. 
Address ‘‘M. 58,” care American Lumberman. 





Retail Lumber Yards 


WANTED RETAIL LUMBER YARD OR SITE 


In city of fifty thousand. Priced right. 
ELMER DODGSON, McLean, III. 


Second Hand Machinery 


WANTED: DOUBLE SURFACER 2 OR 30x7 














Also double end tenoner. Must be good machines 
and cheap. HILL BEHAN LBR,. CO., 6500 Page 
Ave., St. Louis. 





Steel Rails 


900 TONS 60-LB. RAILS 


Also interested Buying & Selling all Sizes. 
ZELNICKER, INC., St. Louis. 





Miscellaneous 


WANTED: A COPY OF PUBLICATION: 


The Lumber Industry, Part I, Standing Timber, 
January 20, 1913, issued from Govt. Printing Office, 
1913—Dept. of Commerce and Labor, Bureau of 
Corporations, Luthur Conant, Jr., Commissioner. 

LANDON C. BELL, 115 E. Rich St., Columbus, O, 








FOR SALE | 
Business Opportunities 


PRICE-SMASHING OPPORTUNITY 


A 60,000 sq. ft. millwork plant, fully equipped, 4] 
acres of land. Strategically located in thriving 


Minnesota city. 600 ft. dockage front on the Migs- 
sissippi with low river freight rates. Private siq- 
ing: Dry kiln, power plant, complete machine 
inventory all ready to go. Experienced low cost 
labor. Owner authorizes sale at $23,000 (about 
one-fifth appraised value). Very libderal terms. 


Full particulars with plat, photos, list of machin- 

ery, etc., on request. 
FANTUS FACTORY LOCATING 
139 N. Clark Street, Chicago, 


SERVICE 
Illinois, 


SALES EXECUTIVE WITH $50,000 


A $500,000 building material corporation, estab- 
lished 28 years, with average annual sales for the 
past ten years of almost $1,000,000 annually and 
recognized as the leading and most progressive 
company in territory, desires to get in touch with a 
sales executive with modern ideas who will invest 
$50,000 or more in the business. 

Address 








“L. 84,” care American Lumberman. 





WAREHOUSES FOR RENT 


In New Orleans: Two large warehouses, size 
75x130 feet, on Illinois Central R. R., completely 
served by switch tracks. Here is an unusual op- 
portunity for some hardwood, fir, redwood, sash 
and door or roofing manufacturer to cater to the 
New Orleans tradé area. Can provide office space, 
truck delivery service and will work with tenant 
on local sales if desired. Rent reasonable, 

CAROLINA PORTLAND CEMENT CO. 

L. A. Molaison, Manager 
P, O. Box No. 201, New Orleans, La. 





FOR SALE 7 HORSE POWER DAM SITE 


With 2 steel and concrete abutment bridges; 
fine for private fish and muskrat pond. 
Address “L. 80," care American Lumberman. 





Retail Lumber Yards 


FOR SALE—LUMBER AND FUEL YARD 


In rich southern Wisconsin dairy district. Yard 
is in fine condition and will make very low price 
on modern enclosed buildings and equipment. 
Stock is clean and bright. Large, rich territory 
and good prices are obtained. Merchandise Cash 
at wholesale market prices. Balance may be ar- 
ranged for. Yard has good paint trade. Yard 
must be sold and is priced to move quickly. Ne 
debts. 
Address 





“L. 74,” care of American Lumberman. 





FOR SALE WELL LOCATED RETAIL LUMBER 


And builders’ supply yard in southeastern Mich- 
igan city of 5,000. Yard also has paints, builders’ 
hardware and farm fence trade. Good sheds, clean 
bright stock practically all under cover. Will sell 
at a bargain. 


Address “M. 52,” care American Lumberman. 


FOR IMMEDIATE SALE 


Retail Lumber Business in Kenosha, Wis. Busi- 
ness well established, has been under same own- 
ership for over 30 years, large volume of business, 
very low inventory. 

THE BERMINGHAM LUMBER COMPANY 


MEDIUM SIZE RETAIL LUMBER YARD | 


With a three story brick mill. Located in the mid- 
dle west in a manufacturing city of 100,000. 
Address “L. 75,” care American Lumberman. 


LUMBER YARD AND GENERAL STORE 


$50,000 sales annually. In best farming community 
in Illinois. 
Address “‘L. 











86,” care American Lumberman. 


A LUMBER YARD IN A PROGRESSIVE CITY 


Of 60,000, located in middle west, wishes to sell 

all or part. Fine equipment, dandy location. 

real opportunity. 
Address “M. 54,” 


GOOD 


Business. 

cated on 

climate. 
Address 





care American Lumberman. 


LUMBER & BULDING MATERIAL 


Small investment. No real estate _|o- 
large body of water in South, Fine 
Right price. 

“M. 55,” care 


FOR SALE OLD ESTABLISHED LUMBER, FUEL 


And grain business. Excellent equipment in- 
cluding elevator, in good Illinois territory. Rea 
son for sale, death of owner. 

Address “M. 57,” care American Lumberman. 
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FOR SALE 











y FOR SALE 


— 


Lumber and Dimension 


10 CARLOADS 1x1 TO 2” 


Largely 1%” to 1%”, 6 ft. heart cypress stack- 
ing sticks rough at $4.50 per M pieces, weight 2,600 
lbs.; 5 carloads 1x1” to 2”, largely 1%” to 1%”, 
¢ ft. ash, oak & gum stacking sticks rough at $3.50 
per M pieces, weight 3,200 lbs.; 3 carloads 6/4” 
RWE&L No. 2 common hickory rough, $5.00 per M 
ft. weight 4,600 lbs.; 8,000 ft. 8/4” No. 1 common 
& select elm rough, $9.00 per M ft., weight 3,800 
lbs.; % car 1” RW&L No. 1 common & select, 
principally atd., tupelo rough, $9.00 per M ft., 
weight 3,300 lbs. National Grading Rules to gov- 
ern. This stock acquired from Lyon Lumber Com- 
pany when purchasing their entire plant property 
here for liquidation. 

STEBBINS SALVAGE COMPANY, INC. 
Ww. J. Stebbins, President, Garyville, La. 








MUST OPERATE BOUNDARY HARD MAPLE 


Sell 200 feet walnut, oak, elm, maple, selected 
lumber. 
HILL, Box 165, Adrian, Mich. 


Timber and Timber Lands 


FOR SALE—TIMBER 


Several million feet of Original Growth Long Leaf 
Virgin Timber suitable for Railroad use, or where 
large sizes are required. Favorable logging con- 
ditions. Located by Railroad Station and paved 
road. Address LORICK & LOWRANCE, INC., 
Columbia, S. C 


Second Hand Machinery 


FOR SALE 


Sinker Davis 6’ R. H. band saw mill, 

feed with filing room equipment. 

Flory 6x8” steam four drum hoisting outfit, with- 

out boiler. 

Hill-Curtis 6x30" steam drag saw outfit. 

Mitts & Merrill No. 3-C right hand mill hog. 

72’’x18’ horiz. high pressure boiler, with fittings. 

150 horse power. 

THE NOBLE MACHINE CO., 902 Hayden S&t., 
Fort Wayne, Ind. 














shot gun 





CONVERT WASTE LUMBER INTO PROFIT 


Build hog and brooder houses, trap nests, dry 
mash hoppers, etc., out of waste lumber on Ever- 
Ready Combination Woodworker. 8 machines in 
one. A shop in itself at a moderate investment. 
Others are making money at odd times with our 
new 48-page booklet “You Can Make It For 
Profit.” Send 10c for your copy today—over 100 
Plans of wooden articles. Porter-Cable-Hutchinson 
Corp., 1600 N. Salina St., Syracuse, N. Y. 





FOR SALE AT BARGAIN 


Woods 450-B, 24” Double Surfacer, F & E, C4 
Moulder. 2—150 H. P. Return Tube Boilers. 18x42” 
Allis-Chalmers Corliss Engine with 14'’x29” Fly 
Wheel. 98% ft. 27”—3 ply leather belt. 

P. O. BOX 756, Atlanta, Ga, 





Electric Machinery 


ELECTRICAL MACHINERY 


Motors and Generators, A. C. and D. C. for sale 

at attractive prices. Large stock of New and Re- 

built motors on hand at all times. Write for 

Stock List and Prices. Expert Repair Service. 
V. M. NUSSBAUM & CO., Fort Wayne, Ind. 








Locomotives and Cars 
BEFORE YOU BUY OR SELL CONSULT US 


Our 40 years’ experience is worth your attention. 
ZELNICKER, INC., St. Louis. 


Steel Rails 


RELAYING 40 LB. AND 60 LB. RAILS 


Also 30s, 35s, 56s, 70s, 80s, 85s. New rails, all 
Weights. Switches, frogs, second-hand locomotives. 
ROBINSON & ORR, 248 4th Ave., Pittsburgh, Pa. 














Miscellaneous 











Th 


SPEE-D-TWIN 


STEAM FEED 


50,000 GAL. TANK ON 75 FT. TOWER 


All steel, heavy construction, first class. 282,000 
gal. 40x30 ft. Used for gasoline, matchmarked 
for erection. First class. Low prices. All sizes, 
new and used, rails, equipment, machinery, pipe, 
oil engines, etc. 

ZELNICKER, INC., St. Louis. 


BUILT-RITE PIC-A-TIE 


Send me one dollar and I will send you by mail 
prepaid, a necktie rack which holds twenty ties 
and is made entirely of wood—something that 
everybody should have in their home. 

P. A. GORDON, 8751 Grand River, Detroit, Mich. 


STRAIGHT LUMBER ON ANY EDGER FOR $15.00 


Two front and two rear spur rollers that leads 
every board straight. My 1932 Edgers are so 
equipped, from $110 up, some clear its cost every 
30 days. 

J. H. MINER, Meridian, Miss. 





Costs little more than belt or 
friction type feeds, but it makes 


a tremendous difference in the 


cut of the mill. 
It's worth investigating. 








FOR SALE—WOOD AND WIRE FENCING 


Portable corn cribs, silos, and snow fence. Deliv- 
ered prices gladly quoted. 
STANDARD FENCE CO., Lufkin, Texas. 


} 
4 CATERPILLAR “SIXTY” TRACTORS 











Write for catalog A. 


SOULE 


STEAM FEED WORKS 





13 Boilers, 80 to 650 H.P. 

2 Linn Tractors. 

J. T. WALSH, Brisbane Bldg., Buffalo, N. Y. 
CHAPIN’S LUMBER RECKONER 


By N. Chapin. Sames Time and Labor—Prevents 





Errors. The tables reduce to board measure all 
fractional sizes of lumber, advancing by quarter- MERIDIAN 
inches from 1x1 to 15x15 MISSISSIPPI 


feet long; also scantlings and square timbers, ad- 
vancing by inches from 2x2 to 30x30 inches square 
and 50 feet long. Saw logs are reduced to board 








measure. The book contains 171 pages of strong | 
white paper, is 4x7 inches and is bound in cloth. 
Price, delivered, $4 


AMERICAN LUMBERMAN 
431 S. Dearborn St., Chicago, Il. 





Surface Measure 


ESTIMATOR 


By J. M. LEAVER 


| 
| 
inches square and 20 | 
| 
| 


FREIGHT ALLOWED 


on Saws to be changed to the SIMONDS inserted 
tooth, 2:, 3, B or F. They hold better in edger saws 








and up to 25,000 capacity. Freight is now quicker. 
We get saw back next day, ready for use. You will 
make more and better lumber. Prices are reduced. 
You can trade your old saw in on a NEW SIMONDS 


).H. MINER SAW MFG. CO., MERIDIAN, MISS. 


This book covers in the most com- 
plete manner the whole field of 
surface measure as applied to rapid 
estimating of contents of fractional 
sizes of lumber, veneer, fibre board 
and stock used in the manufacture 
of interior and exterior finish, panels, 
doors, sash, blinds, door and win- 
dow frames, etc., etc. Send for 
circular containing sample pages. 


Pocket Size (41/2"x61/2") 
Postpaid $5.00 aw 








Builders’ Commercial Agency 
ESTABLISHED 1890 
1350 Builders’ Bldg., 228 N. La Salle St., Chicago 


A rating guide to the Contracting trade of 
Cook County and Cook County dealers 


Telephone Randolph 4893 Collection and Mechanics Liens 








American Lumberman 
431 S. Dearborn St.. CHICAGO, ILL. 




















The Knives and Cutters made by this company are the result 
3 of an experience spanning more than 60 years. 


“We { High Speed Steel Knives and Moulding Cutters for the Woodworking Industry. } 
TAYLOR, STILES & COMPANY, :: RIEGELSVILLE, N. J. 
WESTERN AGENTS: Hall & Brown W. W. Machine Co., St. Louis, Missouri 
LAL LTT RE LT I NIE 
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Why You Can Depend Upon 
Pacific Coast Type Shay Locomotives 


O other locomotive of equal weight can give the satisfactory service 
and the low cost haulage of Pacific Coast Type Shay Locomotives. 


Pacific Coast Type Shay Locomotives are equipped with three-cylinder 
engines geared by a flexible drive to each pair of wheels. Every wheel is 


a driver! Pulling power is greater! 


Because of their great power, Pacific Coast Type Shay Locomotives haul 
heavy loads up steep grades . . . over rough, crooked track . . . around 
sharp curves . . . at speeds which increase hauling efficiency and with a 


consistency which betters transportation and lowers its cost. 


LIMA LOCOMOTIVE WORKS, Incorporated 


Lima, Ohio 60 East 42nd St., New York, N. Y. 
West Coast Representative “OM = Southern Representative 
Hofius Steel & Equipment Co., = SHAY GEARED - Woodward Wight & Co., Ltd., 
First Avenue South at Hudson, — LOCOMOTIVES = Howard Ave. at Constance St., 
Seattle, Washington New Orleans, Louisiana 











continue to do 
the job cheaper 
and better for 
the practical log- 
ger. 





For snaking and 

bunching use 

our Self-Loading 
Skidders. 





LINDSEY WAGON CO. 


LAUREL, MISS. 


Sole Manufacturer 


June 25, 1939 






























2133 Tuohy Ave. 





FRANK R. 


Loose Leaf Tally Books 


TALLY SHEETS with 
Waterproof Lines 
Samples and Catalog 

on Request 

Tally Cards Rules 

Crayon Gauges 

Rule Cases Hammer Stamps 

Pickaroons Marking Sticks 

Car Movers Leather Aprons 

Tally Pencils Load Binders 
Books for Lumbermcn 


BUCK & CO. 


CHICAGO, ILL. 


Car Door Lumber Rollers Sectional Board Rules 











HANDY BOOKS ror LUMBERMEN 


A COPY FREE ON REQUEST. ADDRESS 


AMERICAN LUMBERMAN, 


431 So. Dearborn St., CHICAGC 








ELECTRIC Steel Wheel Lumber Buggies 


WITH ROLLER BEARINGS. Never in the repair shop. Steel wheels 
don’t rot or fall to pieces. Immediate stock shipment. ELECTRIC 
Wheels are standard for lumber haulage. Many mills are completely 










and 20 feet long, also scantlings and square timbers, 
advancing by inches from 2x2 to 30x30 inches square 

and 50 feet long. Saw logs are reduced to board measure. 

The book contains 171 pages of strong white paper, is 4x7 inches 


equipped. Also trailers, trucks, wagons, wheels and axles for old and is bound in cloth. 


buggies, dollies. Ask for catalogs. 











ELECTRIC WHEEL CO. "i" Quincy, Illinois | | American Lumberman, 








CHAPIN’S LUMBER RECKONER 


By N. CHAPIN 


You Saves Time 
and Labor— Postpaid 
Need Prevents Errors $ 4 00 
I t The tables reduce to board measure all 
t: fractional sizes of lumber, advancing by 
quarter-inches from 1x1 to 15x15 inches square 


431 South Dearborn Street 
CHICAGO, ILL. 
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Webster Lumber Co., H. E. ... 
Wells Lumber Co., J. W...... 
Weyerhaeuser Sales Company. . 
White River Lumber Company 
Wier Long Leaf Lumber Co... . 
Willamette-Ersted Company. . 
Williamsport Wire Rope Co... . 
Willson Brothers Lumber Co... 
Winton Lumber Sales Co...... 
Wisconsin Land & Lumber Co. 
Wood Conversion Company... 
Wyman Lumber Co., M. A.... 
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Directory of Products Advertised in the American Lumberman 


For page number, refer to Advertisers’ Alphabetical Index on preceding page. If the page number 
does not appear in the Index, the display advertisement will be found in some previous issue. 


SOFTWOOD LUMBER 


A—Northern Pine 
B—Northern Spruce 
Bl—West Virginia Spruce 
C—Nerthern Hemlock 
Cl—West Virginia Hemlock 
D—Northern Cedar 


Blanchard Lumber Co.bjkim 


Cherry River Boom & 
Lumber Co, ........ --biel 


Emporium Forestry Co...abc 

Hines Hardwood & Hem- 
lock Co., Edward.......ac 

Hines Lbr. Co., Edw. and 
Affiliated Interests.....acej 


Mathieu, Ltd., J. A......abk 
Menominee Indian ae, 


Northwestern B, Susoeaae ‘& 
Lbr.. Co., Th abcde 


Rice & nant tore 
CO, ccccccccccccccc ce MOSER 


Sheviin Pine Sales Co....apt 
Von-Platen-Fox Co. ......ac 
Weyerhaeuser Sales Co.... 


Coccccccccccccccese ajlmst 
Wisconsin Land & Lbr. Co. 
PTUTTTTITT TTT TTT cocce cBOG 


E—Southern Yellow Pine 
F—Cypress 


Alger-Sullivan Lbr. Co..... e 
Ayer & Lord Tie Ce......eJ 





AMERICAN LUMBERMAN 


Burton-Swartz Cypress Co..f 
Camp Mfg. Co.....esseeeeefl 
Dibert, Stark & Brown 
Cypress Co., pooccccocl 
Frost Lbr. Industries, Inc..e 
Ferguson Lumber Co., W. T. 
Plorida Louisiana Red Cy- 
BOER GM. otvenacecceseoes ft 
Hines Lbr. Co., Edward 
and Affiliated Interests..e 
Homochitto Lbr. Co.......© 
Long Bell Lbr. Sales Cor- 
poration .......+..--@jmt 
Newman Lbr. Co., J. J....¢@ 
Peavy-Wilson Lbr. Co......@ 
Pioneer Lumber Co........ e 
Rice & Lockwood Lumber 
CO, ccccccccccccccce BOIKR 
Ruggles Lbr. Co., Carlos. .efj 
Sumter Lumber Co., Inc....@ 
Tremont Lumber Co...... ef 
Wier Long Leaf Lbr. Co...e 


G—Arkansas Soft Pine 


Arkansas Soft Pine Bureau.g 

Bradley Lbr. Co. of Ark..gh 

Southern Lumber & Supply 
Co. 


H—Aromatic Red Cedar 


Bradley Lbr. Co. of Ark..gh 
Brown & Co., Geo, C....... h 


I—North Carolina Pine 


Camp Mfg. Co..... coeevoel 
Johnson & Wimaatt........! 
Schuette Co., Wm.........als 
Willson Bros, Lumber Co...al 


J—Fir 

K—Spruce (Western) 
L—Western Red Cedar 
M—Western Hemlock 
N—Port Orford Cedur 


Anaconda Copper Mining 
Tk: - saanneasases cocccccdse® 
Ayer & “Lora Tie Cd.cccec 
B C Spruce Mills, Ltd..... k 
Blanchara Lumber Co.bjkim 
Booth-Kelly Lbr. Co........J 
Bratlie Bros. Mill Co..... Pp 
Collins Lbr. Co., John D.jim 
Griswold Lbr. Co., The.....j 
Hammond Cedar Co. 
Hammond Lumber Co., Inc. 
-Jmopq 
Hines Lbr. Co., Edw., and 
Affiliated Interests ...acej 
Long-Bell Lbr. Sales Cor- 
poration 


evccceceocce®e 


Mathieu, Ltd., J. A..... abk 

Sees Lumber Co., C. 
Be cecccteseece eeccoce jimo 

Miller Co... Pawl wcccccccce k 


Mumby Lbr. & Shingle Co. 
jim 


HARDWOOD LUMBER 





Basswood . eovcecoeccons b 
Bese cccccccccccce coccceec® 
Cherry ...... deee ecosoos® 
Chestnut ...... eeeeee eoccocek 
Cottonwood ..... evccccccccS 
GEE cccccccedeves oddeceenel 
Hichaory ...ccccccees costal 


PUP ccccccccsice cocccces® 
Sycamore ..... wocevessseedd 
Walnut ...... coccce cooel 
Foreign Woods ............ - 
Mahogany ........ smesevees t 





Alger-Sullivan Lumber Co.ino 
Barris Lumber Co.........kt 
Bradley Lbr. Co. of Ark.cin 
Brown & Co., Geo. C..ahjin 
Camp Mfg. Co..........aing 
Carter Lumber Co........+- da 


Cherry River Boom & Lbr. 
Co. .abcdefmno 


Cisar Brothers......adhimnq 


seers eeeee 


Dibert, Stark & Brown 
Cypress Co., Ltd........-@ 
Emporium Forestry Co...... 
Frost Lumber Industries, 
BRS. cccceececoce - -achijing 
Hines Hardwood & Hem- 
lock Co., Edward ..abdhm 


Hines Lbr. Co., Edw., and 
Affillated Interests. .abdhm 


MILLWORK, FRAMES, 


SASH, DOORS, COLUMNS, 
MILLWORK 


Collins Lbr. Co., John D. 

Curtis Companies Service 
Bureau 

Hammond Lumber Co., Inc. 

Long-Bell Lbr. Sales Corp. 

Pacific Mutual Door Co. 

Red River Lbr. Co. a 

Bullivan Lumber Co. 

Washington Manufacturing 
Company 


TRELLIS, LAWN AND 
GARDEN FURNITURE 
Curtis Companies Service 
Bureau 


Hammond Lumber Co., Inc. 
Long-Bell Lbr. Sales Corp. 
Vincent & Co., Lyle 8. 


WINDOW AND 
DOOR FRAMES 


Biles-Coleman Lbr. Co., 
Collins Lbr. Co., John D. 


Inc. 


Curtis Companies Service 


Bureau 
Hammond Lumber Co., 
Kinzua Pine Mills Co. 
Long-Bell Lbr. Sales Corp. 
Pacific Mutual Door Co. 
Red River Lbr. Co. 
Segelke & Kohlhaus Co, 


Inc. 


Holt Lumber Co...... bdhm 
Homochitto Lbr. Co....... 
coccscccoccesooss acijmnopq 


Indiana Quartered Oak Co.kst 
Long-Bell Lumber Sales 
Corporation -.--ilnoqg 
Maisey & Dion..... adhimnqg 
Meadow River Lumber Co. 
Cocesesooces «++++.bedfmno 
Menominee Indian Mills, 
PRO cocccccccccece abdhmn 
Moore-Keppel & Co.bcdefmno 
Newman Lumber Co., J. J. 
---acijmnopq 
Pardee & Curtin Lbr. Co...n 
Peavy-Wilson Lumber Co..in 
Tremont Lumber Co..chijnq 
Von-Platen-Fox Co....abhim 
Willison Bros. Lbr. Co....mn 


Wisconsin Land & Lbr. Co. 
PTY TITITTTITT TTT TTiT edm 


SHINGLES, 


Spokane Pine Products Co. 


Washington Manufacturing 
Company 


WOOD FLOOR BLOCKS, 
FLOOR PLANKS 


Wisconsin Land & Lbr. Co. 


PACKAGE TRIM 


Biles-Coleman Lbr. Co. 
Bradley Lumber Co. of Ark. 
Frost Lumber Industries, Inc. 
Kinzua Pine Mills Co. 
Long-Bell Lbr. Sales Corp. 
Weyerhaeuser Sales Co. 


Northwest Spruce Co......k 


Ostrander Railway & Tim- 
ber Co. 


Pacific Mutual Door Co....j 


Rice & Leckwood Lumber 
Cc aejkn 


Robbins Lumber Co..jkimstu 

Ruggles Lbr. Co., Carlos. .efj 

Sullivan Lumber Co....jkimr 

Thurston-Flavelle, Ltd......1 

Weseagies Manufacturing 
o. 


eee eee eee eee eeee 


OD, seccccceesecceses 


eee eee eee eee eens eee 


Weyerhaeuser Sales Co.... 
ccvoneroceoooeenese ajlmst 


White River Lumber Co.jkim 
Winton Lumber Sales Co..ks 
Wyman Lumber Co., M. 

A. -Jmq 


eee eee e eee eeeeee 


O—California Pine 
P—California Sugar Pine 
Q—Red wood 


Algoma Lumber Co........ ts) 
Feather River Lumber Co..o 
Fruit Growers Supply — 
Hammond Lbr. Co., Inc. 


Madera Sugar Pine Co....pt 

Michigan-California Lum- 
ber Co. 

Red River Lumber Co.. 


June 25, 1939 





Sheviin Pine Sales Co... .apt 
Wyma. Lumber Co., M. A, 


R—Pondosa Pine 
8—Idaho White Pine 
T—Ponderosa Pine 
U—Western Larch 


Anaconda Copper Mining 
Co. seeeeedtu 

Biles-Coleman Lbr. Co., Inet 

Fruit Growers Supply Co..pt 


Hines Western Pine Com- 
pany, Edward .......s..t 


Kinzua Pine Mills Co......t 


Long-Bell Lbr. Sales Cor- 
DPEPRMISR cccccccccecces 


Long Lake Lumber Co.,.,..st 
Madera Sugar Pine Co....pt 
McGoldrick Lbr. Co........at 


Michigan-California Lum- 
her CO. cccccccccecccced 


Polleys Lumber Co.......tu 
Robbins Lumber Co..jkimstu 
Schuette Co., 
Shevlin Pine Sales Co....apt 
Spokane Pine Products Co..t 
Sullivan Lumber Co....jkimr 


Weyerhaeuser Sales Co.... 
nhkbekes evens enenses ajlmst 


Winton Lumber Sales Co..ks 


HARDWOOD 
FLOORING 





Beech 
Birch 
Gum 
Maple 
Oak 


ee eeeeeecessesessseses® 





Bradley Lumber Co. of Ark.e 
Cherry River Boom & 
Lumber Co. ......+++++-46 
Frost Lumber Industries...e 
Holt Hardwood Co.......bde 
Long-Bell Lumber one 
Corporation 
Meadow River Lbr. “Co. ‘abae 


seer eens eee 


SHINGLES 

Northern Cedar ...........% 
Western Red Cedar........b 
Redwood 


Bratlie Bros. Mill Co......b 
Collins Lbr. Co., John D...b 
Hammond Cedar Co., Ltd..b 
Hammond Lbr. Co., Inc....c¢ 
Hines Lbr. Co., Edw., and 
Affiliated Interests .....ab 
Holt Lumber Co...........8 
Mumby Lbr. & Shingle Co..b 
Northwestern Cooperage & 
Lumber Co., The..... «+8 
 ~ & Lockwood Lumber 


Sullivan Lumber Co........B 





Moratz, Paul O.......s+++8 
Northwestern Cooperage & 
Lumber Co., The......abd 
Oak Flooring Manufactur- 
ers Association of the U. 
Rice & Lockwood Lumber 
Co. 
Southern Oak Flooring In- 
dustries 
Tremont Lumber Co.......@ 
Ward Bros. 
Webster Lumber Co., H. E..¢ 
Wells Lumber Co., J. W..bd 
Wisconsin Land & Lbr. Co. 


rererrerrr eri. 


PACKAGE TRIM, ETC. 


Thurston-Flavelle, Ltd.....0 
Weatherbest Stained Shin- 
BIO CO. coccccccccccceses b 
White River Lbr. ‘Co. oosoul 
Willson Bros. Lbr. Co.....+-# 
Wisconsin Land & Lbr. Co.8 


CEDAR POSTS AND POLES 

Holt Lumber Co. 

Long-Bell Lbr. Sales Corp. 

McCormick Lumber Co., C. R. 

Northwestern Cooperage & 
Lbr. Co., The 

Robbins Lumber Co. 


YELLOW PINE POSTS 
AND POLES (Creosoted) 


Ayer & Lord Tie Co. 
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